* 


* The Newspaper of the Industry 


te 
r 


This issue includes the monthly 
TRUCK SECTION 


Entered as Second Class Matter 


Published Weekly at 
at the Postoffice, Detroit, Mich. 


2666 Penobscot Bldg. 


TEC ; 


Dealer Lawsuit Bill Offered in Senate 
As NADA Spurs Drive for Safeguards 


Vol. XXX, No. 3536 DETROIT, FEBRUARY 6, 1956 $8 Per Year, 25c Per Copy 


Monroney to Resume 
Hearings This Week 


By Pete Wemhoff 


Editor, Automotive News 
ASHINGTON. — Amid reports that several factories 
are preparing drastic changes in their selling agree- 
ments, NADA members last week reaffirmed their directors’ 
determination to carry to a finish the fight for relief in 


factory-dealer relations. * * «& 
First legislative action was Fribley Name d 
NADA President 


the introduction late Thurs- 

day by Senator John M. But- 
Sutter, Williams, 
Mims Also Elected 


ler, Maryland Republican, of a 
SSS E. Fribley, 


Big Three Moves 
To Hike Dealer 
Profits, Rights 


By Joseph M. Callahan 
Staff Writer 
HE BIG THREE took 
steps last week to give 
their dealers more security 
and profit-making oppor- 
tunities. 

The actions were re- 
garded as significant in 
that they all were an- 
nounced during the NADA 
convention in Washington. 
A summary of the an- 
nouncements follows: 

1. Ford division insti- 
tuted a new dealer rebate 
plan similar to that of 


a ee 


“Little Sherman anti-trust bill” de- 
signed to protect new-car dealers 
in franchise cancellations. 
The bill introduced by Senator 
Butler, who is a member of the 
Senate’s Interstate and Foreign 
Commerce committee, provides Pontiaé-Cadillac-GMC dealer in 
that: Norwich, N. Y. is NADA’s new 
A. It is unlawful to threaten | president. Fribley, who was first 
to cancel or terminate a fran- | vice-president last year, succeeds 
chise when the principal reason | Frank H. Yarnall, Chicago Chevro- 
let dealer. 
Other officers named at last 
week’s convention were Frederick 
M. Sutter (Dodge - Plymouth), 
Columbus, Ind., vice - president; 
Birkett L. Williams (Ford), Cleve- 


Chevrolet. Dropped by is the dealer’s refusal to accept 
his factory’s merchandise; 
land, secretary, and Allan C. 
Mims (Ford); Rocky Mount, N. C., 


Ford were incentive and 
“hold-back” programs. B. A dealer can obtain injunc- 
Ford also reduced one tive relief from a federal court un- 
til the case is heard; 
reelected treasurer. 
The following committees were 
appointed for 1956: 


dealer advertising 7 a 
charge. A DEALER damaged by can- 

Nominating Committee — Charles 
C. Haight, Burley, Id., chairman; 


2. General Motors called * cellation may sue in federal 
a Feb. 8-9 meeting of its | district court and receive two-fold 
Dealer Council, at which |4™ages, plus court costs. 
W. S. Edwards jr., Birmingham, 
Ala., vice-chairman; Frank Collord, 
Waterloo, Ia.; Orville Harrod, 


convention reports said a Conviction, whether of a corpora- 
operations were 108 reent of cok 
pe percen Frankfort, Ky.; Flowers Hamrick, 


, 7 : ti its officers, ld bri 
cancellation arbitration |“~" * ™ oce™ come, nring © 
procedure might be un- 
the index. F d F ° ht T b o ? z : 
Despite the slight upsurge from or r e1g t a ! ll Greenwood, =: - 


veiled. 
the previous five-day work period, 


Here are the 1956 officets of v in ashing bo 
right, Secretary Birkett Williats (Fdrd), Cleve ; Vice-President Fred Sutter (Dodge- 
Plymouth), Columbus, Ind., who heagled the association's Industry Relations Committee 
for the past two years; Presideht Chri Fribley (Pontiac-Cadillac-GMC), Norwich, N. Y., 
elevated from the first vce ency, and Treasurer Allan Mims (Ford), Rocky 
Mount, N. C. Mims was reelected. 


Car Production Increases 


But Still 15% Under *55 


By Martin L. Whitmyer 
Staff Writer 


ee UCTION of cars by U. S. 
manufacturers jumped to an 
estimated 141,914 units last week 
despite additional cutbacks and 
layoffs at Chrysler and American 
Motors corporations, downward re- 
adjustments in schedules at Pack- 
ard and cessation of all assembly 


_ Lead NADA in oo 





operations at Ford division’s fire- 
ripped plant in Long Beach, Calif. 

Last week’s car output, which 
was 113 percent of Automotive 
News’ three-year index, was a 
46 percent increase over the 
135,663 cars turned out the previ- 
ous week. The previous week’s 


3. Chrysler Corp. altered 


(Continued on Page 44, Col. 1) 





Demand Spurts 
For Used Cars 


Across Country 


By Robert M. Lienert 
Associate Editor 


last week’s production was still 15 
percent below the same week a 
year ago when the industry turned 
out 164,265 cars. 
* * e 

pcan surprise in the first 

months’ operation of the new 
calendar year was Studebaker- 
Packard’s and American Motors’ 


Cut in 3 States 


ORD DIVISION has reduced its 

freight charges up to 45 percent 
to many dealers in Michigan, In- 
diana and Ohio. Effective Jan. 27, 
the freight rates in these areas now 
are based on haulaway truck 
charges rather than the more ex- 


al’ 


Frederick J. Bell Frank H. Yarnall 


fine of $5,000 or one year in prison, 
or both. Prosecution would be in 
the hands of the attorney general 
through federal courts. 





ATIONAL Affairs Committee — 

Dean Chaffin, Bozeman, Mont., 
chairman; George H. Davis, Lewis- 
ton, Me., vice-chairman; H. Mead 
Norton, Oklahoma City; Frank 

(See OFFICERS, Page 6, Col. 4) 


pensive railroad rates. 

A Ford spokesman acknowl- 
edged the reduction and declared, 
“In small areas outlying from De- 

Continued on Page 41, Col. 5) 


Top Cars 


New-car registrations for 11 
months plus 21 states for De- 
cember: 
1955 Pos. 
1—1,526,312 
2—1,471,411 
3— 695,881 
4— 611,782 
5— 553,418 
6— 499,178 
i— 350,360 
8— 269,674 
9— 147,432 
10— 130,123 
11l— 110,929 
12— 
1s— 

14— 
15— 
16— 
Lie 
18— 
1 


Here were some of the major 
developments at the 39th annual 
NADA convention last week: 


1. Dealers were reassured by Sen- 
ators Joseph C. O’Mahoney and A. 
S. Mike Monroney that Congress 
would do all in its power to correct 
alleged inequities in factory sales 
contracts, curb new-car bootlegging, 
end phantom freight and perhaps 
restore territorial security. (See 
O’Mahoney story on Page 7 and 
Monroney story on Page 6.) 


2. Senator Monroney said his sub- 
committee would resume hearings 
this week, with Allen Sproul, presi- 
dent of the New York Federal Re- 
serve Bank, testifying on credit 
problems. 

He then will call various auto 
dealers, to be followed by the pres- 
idents of Studebaker-Packard, 
Chrysler, General Motors and Ford, 
in that order. He expects to end 
the hearings by the last of March 
and perhaps will start some legisla- 
tion before that time. 

3. Both Frederick J. Bell, NADA 
executive vice-president, and In- 
(Continued on Page 6, Col. 2) 


NEw LIFE has been pumped 
into the wholesale market by a 
midwinter uprising in used-car de- 
mand which has been reported al- 
most unanimously from auctions 
across the country. 

Dealers apparently are confi- 
dent that the rapidly approach- 
ing spring market will see retail 
used-car activity soaring beyond 
levels which prevailed a year ago. 
“Dealers have the ‘go sign’ for 
56,” said one auction operator. 
“They are hungry for nice units.” 
Prices, as a result, were jacked | 
up again last week for the second 
Straight seven-day period, accord- 
ing to Automotive News’ index 
of wholesale auctions. 

= * ok 

HE overall average price estab- 

lished by all wholesale trans- 
actions last week was $880, accord- 
ing to AvTomotive News’ index. 
That represented a gain of $11 from 
the previous week’s average which, 
in turn, was up $7 from the week 
before that. 

' The wholesale market first 
(Continued on Page 42, Cor 4) 


improvement in percent of total in- 
dustry output. 
The two smaller makers turned 
(Continued on Page 42, Col. 3) 





Make 1954 Pos. 
Chev. 1,287,7738— 2 
Ford  1,290,756— 1 
Buick 478,332— 3 
Plym. 350,313— 5 
Olds. 380,155— 4 
Pontiac 330,208— 6 
Mercury 257,300— 7 
Dodge 141,148— 8 
Chrysler 92,780—10 
Cadillac 100,775— 9 
DeSoto 70,524—13 
Stude. 89,549—11 
Nash 19,257—12 
Packard 37,409—14 
Hudson 33,801—16 
Lincoln 34,523—15 
Willys 16,992—17 
Kaiser 8,884—18 
Continental 

Mise. 27,152 

Total All Makes 

6,725,638 5,108,136 
Further details on Page 32. 


Convention Is Big News... 


. .. To the auto dealers who attended and the tens 
of thousands who couldn’t. The biggest news speaks 
for itself, but don’t overlook these other important 
stories: 


@ Retiring NADA President Yarnall calls for 
return to “Quality Dealer” concept. Page 6. 


Dealers hear how they can clean up advertising 
in their area. Page 7. 

GM profits top billion dollars for first time as 
sales hit $12.5 billion peak. Page 2. 
Also, vital truck news: New automatic transmis- 
sions for heavy-duty jobs. Page 17. 


Truck highlights, Page 17. New-car, truck registrations and new- 
car prices, Page 32. Used-car auctions, Pages 4, 33. 
Production by makes, Page 42. 
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Studebaker Dealer Council, Company Officials Meet— 


The Studebaker national dealer council, meeting with company officials in South Bend, reported initial public acceptance of 
the 1956 models compares to the sendoff in 1950, Studebaker's best postwar year. From left, top row, are: Ansel J. Schloss, San 
Francisco; Carl F. O'Daniel, Louisville; Oliver Cinnater, New Orleans; William Catlin sr., Jacksonville, Fla.; Edward C. Wehe, 
Milwaukee; D. M. Rasmussen, Portland, Ore. Bottom row: William A. Keller, Studebaker general sales manager; B. H. Linden- 
busch, St. Louis, chairman; Louis E. Baker, Pawtucket, R. |.; Walt Cash, Culver City, Calif.; J. R. Ponsetto, East McKeesport, Pa., 


and H. E, Berrell, Fargo, N. D. 


Business 
Barometer 


Auto Production — 168,511 cars, 
trucks in week vs. 182,690 year ago. 

Business Failures—284 
vs. 255 year ago. 

Department Store Sales—Up 3 
percent from year before. 

Electricity Output — 11,521. mil- 
lion kilowatts, up 15.4 percent from 
year before. 

Freight Loadings — 699,286 cars 
in week, an increase of 68,935 from 
year before. 

New-Car Registrations—<é,725,- 
638 (partial 1955 period) vs. 5,108,- 
136 for same period previous year. 

New-Truck Registrations—898 ,- 
093 (partial 1955 period) vs. 790,715 
for same period year earlier. 

Oil Stocks — 258,864,000 barrels, 
a decrease of 324,000 barrels in week. 

Steel Output — 97.7 percent of 
capacity estimated vs. 100.4 percent 
week before. ; 

Used-Car Prices—$880 
vary vs. $915 in December. 

Wholesale Prices—111.6 percent 
on the 1947-49 index vs. 111.5 per- 


cent week earlier. 
* 


in week 


in Jan- 


* * 


Common Stocks 


Feb. 1955-1956 
| High Low 


13% 7% 
101% 66% 
70%, 63% 
54 43 
15% 9 


Jan. 
25 


8% 
77 
65% 
43% 

9% 


Am. Motors 
Chrysler 
Ford 

GM 

S-P 


8% 
75%, 
63% 
43% 
9% 


Average 39.90 40.70 


Cost Pressures 
Hold Steady on 
Factory Front 


DETROIT.—Despite some steel 
price revisions in Pittsburgh, auto 
factory men here said last week 
that they had received no notifica- 
tion of an increases in the price 
of steel for automotive purposes. 

According to purchasing execu- 
tives, the uneasy tightrope walkers 
of the industry, the cost of metals 
and other automotive raw ma- 
terials has held steady recently. 


In view of public price-conscious- 
ness, factory aides say that only 
a major—and at present unfore- 
seen—cost boost could bring about 
any change in the price of a 
finished new car. ° 

Railroads are making ready to 
institute a steel freight-rate in- 
crease of 40 cents a ton. Unwel- 
come as this would be to auto men, 
by itself it is considered a minor 
item. 

Last week, U. S. Steel Corp in 
Pittsburgh raised the “extras’— 
charges for special shapes or com- 
position—on carbon steel plates, 
hot rolled carbon steel strip and 
heavier gauges of hot rolled carbon 
steel sheets. The hikes ranged 
from 3 to 5 percent. 


Congress Asked to Spend | 








$25 Billion for Roads 


WASHINGTON. — A bill calling 
for Federal expenditure of $24,- 
825,000,000 on the interstate high- 
| way system from 1957 to 1969 has 
| been introduced by Rep. George H. 
Fallon, Maryland Democrat. Fallon 
also sponsored a highway bill last 
| year. 

The expenditure actually would 
amount to $25 billion since it in- 
cludes the $175 million already 
authorized for fiscal 1957. 


| 

Fallon’s bill calls for a graduated 
| scale of expenditures, starting with 
| $1.7 billion in fiscal 1958, rising to 
|$2.3 billion in 1964 and dropping 
off to $1 billion by 1969. 

The Federal Government would 
| furnish 90 percent of the funds for 
the interstate system with the re- 
mainder coming from the states. 
The bill would change the name of 
|the network to the National Sys- 
item of Interstate and Defense 
Highways. 
| The bill also stipulates that it is 
the intent of Congress that $25 mil- 
‘lion would be added each year 
|through fiscal 1969 to the appor- 
|tionment for primary, secondary 
|and urban Federal-aid highways. 
| This would mean that $25 mil- 
lion would be added to the $700 
million already authorized for fis- 
| eal 1957. The total would rise to 
| $750 million in 1958 and $775 mil- 
| lion in 1959. 
| App6rtionment of Federal funds 
for the interstate system would be 


|of the completion of the system in 
leach state to the total cost of the 
system. The estimates would be 
supplied by the Bureau of Public 
Roads. 

Subject to certain conditions, any 
state could receive a credit for any 
existing free highway or toll high- 
| way located on the interstate sys- 
tem which meets the system’s con- 





Credit Hearings? 
Yes, No, Maybe 


WASHINGTON.—Senator J. Wil- 
liam Fulbright, Arkansas Democrat 
and chairman of the Senate Bank- 


the question of hearings on con- 
sumer credit controls. 


At one point the senator said 
that he didn’t consider President 
Eisenhower's reference to standby 
controls in his economic message 
as specific enough to launch hear- 
ings on. 

Then he said that his committee 
may study a move to give the Gov- 
ernment power to regulate con- 
sumer credit even if the Adminis- 
tration does not make a formal 
request for such power. 


And, he added cautiously, he 
wasn’t certain but he thought the 
banking committee might hold 
hearings even if an Administration 
proposal is not forthcoming. 





|in the ratio of the estimated cost}. 


struction standards. The Secretary 
of Commerce would determine this. 


Such credits could be used for 
primary system projects provided 
that all Federal-aid apportioned to 
the state had been expended and 
all funds allocated under the act 
had been contracted. ; 

In addition, the state could use 
the funds to pay off indebtedness 
on toll highways which then 
would become free highways. 

The bill also specifies that maxi- 
mum vehicle dimensions and 
weights will be those permitted by 
state laws effective March 1, 1956, 
or those recommended by the 
American Assn. of State Highway 
Officials, whichever are greater. 

It also directs the Secretary of 
Commerce to expedite a series of 
tests by the Highway Research 
Board on maximum desirable di- 
mensions and weights and to report 
to Congress on the tests by March 
1, 1959. 


Fire Costs $65,000 


LAKE CITY, S. C_—Damage was 
estimated at $65,000 when a fire 
struck Hyman Auto Co., Inc. (Chev- 
rolet-Oldsmobile), here. 





| 


| Chevrolet's Cameo Carrier— 


MIAMI—General Motors 
achieved alltime highs in dollar 
sales, earnings, employment and 
payrolls in 1955, President Harlow 
H. Curtice announced last week. 

General Motors’ sales last year 
totalled nearly $12.5 billion, net 
income passed the billion-dollar 


rolls were over $3 billion, Cur- 

tice said. GM’s total tax bill 
will be in the area of $1.6 bil- 
lion, he said. 

Curtice made the first public dis- 
closure of preliminary figures for 
|what he described as 
|year in General Motors history” 
prior to the opening here of the 
|GM Motorama. 

Curtice announced these 1955 rec- 
ords for GM: 

1. Sales totalled $12,443,000,000, up 
27 percent from 1954 and 24 percent 
| higher than the previous peak year 
| of 1953. 

“This record was achieved despite 
|a decline in defense deliveries to 


with 14 percent in the preceding 
| year,” Curtice said. 

2. Net income in 1955 amounted 
to $1,189,000,000, 
higher than in 1954 and 43 percent 


1950. No other corporation has ever 
earned a billion dollars in a year’s 
time. 

3. The average number 
salaried and hourly rate employes 
on GM payrolls throughout the 
world totalled 624,000 up 47,000 
from the 1954 average. 

4. GM payrolls worldwide _to- 
talled $3,127,000,000, compared with 
$2,610,000,000 in 1954. 


‘Stock Sale Helps 
AMC Show Profit 








ceeds from the 
shares of Ranco, Inc., stock, Ameri- 
|can Motors -realized a net profit 
|of $2,512,568 in the quarter ended 
Dec. 31, 1955, AMC President 
| George Romney reported last week. 
| The company showed a loss of 
| $4,629,352 from ordinary business 
| operations during the quarter, he 
said, but the Ranco transaction 
| brought a profit of $7,141,920 to put 


| Included in the Chevrolet fleet of “Task Force Trucks” for 1956, is the Cameo 


* 


| DETROIT. — A new automatic 
| transmission, more powerful en- 
gines and redesigned interiors are 
| features of the 1956 Chevrolet truck 
fleet now on display in dealer 
showrooms. 

The new six-speed Powermatic | 
'transmission features a_ built-in | 
retarding device that is said to 
offer more responsive control, | 
greater operating economy and less 
driver fatigue in addition to im- 
| proving the safety of heavy-duty 
trucks on steep downgrades. 

The fleet’s nine engines include} 





ing Committee, took a “maybe yes, | Carrier pickup truck which uses plastic for side panels and tail gate. It is avail- 
maybe no” attitude last week on) able in eight different colors as compared with but one in 1955. 
| * * 


four V8s and five six-cylinders, all, 


master and Taskmaster V8s, both | 
155 horsepower but with differing | 
components; three separate ver- | 
sions of the Thriftmaster “6” at) 
140 - horsepower; and a 148 - horse- 
power Jobmaster “6.” 

The Powermatic transmission is 
of the torque converted type and| 
features a hydraulic retarder which | 
gives a braking action up to six 
times the engine drag. 

The retarder may be applied at} 


mark for the first time and pay- | 


“the best | 


7 percent of total sales, compared | 


some 48 percent | 


above the previous record set in| 


of | 


DETROIT.—Aided by the pro-| 
sale of 400,000) 


Sales Set Mark of $12.5 Billion... 


GM Profit Tops Billion 
For Alltime Record 


| AMC in the black for the period, 
| The corresponding period last 
| year resulted in a net loss of $5. 
| 460,088, Romney said. The operat. 
jing loss in that period was $10, 
870,088 before a tax recovery of 
| $5,410,000. There was no tax re. 
covery in the latest figures. 

Net sales for the October. 


December quarter were $99,180,965, } 
compared to $77,168,146 the previ- | 


ous year. Romney attributed the 


quarterly operating loss to expenses | 


of starting production on the firm’ 
new Rambler line. 


He said the firm has been oper- 
| ating at a profit since the beginning 
|}of December. The report covered 
|the first quarter of AMC's fiscal 
| year. 


Tire Companies 


Defend TBA Plan 


°51-°53 ‘Overrides’ 
Put at $13,328,464 


AKRON. — Defending the sales 
commission plan of marketing tires,, 
batteries and accessories, Firestone 
Tire & Rubber Co. said the plan is 
the same today as it has been for 
many years and that it has been 
investigated by the Government a} 
number of times and never has! 
been seriously challenged. 


The Federal Trade Commission 
has charged three tire makers | 
and three oil companies with | 
making agreements to _ restrict 
competition in the sales of these 
items through the oil companies’ 
service stations. 


The complaint linked Firestone 
| and Shell Oil Co., Goodyear Tire & 
Rubber Co. and Atlantic Refining 
Co. and B. F. Goodrich Co. and 
Texas Co. 


Goodyear replied by declaring 
that when the facts are fully devel- 
oped, it will be made clear that the 
arrangement is “not only legally 
sound but economically desirable 
in the public interest” and also will 
be proved to be consistent with the 
free enterprise system. 


Goodrich said it was surprised 
to learn that the FTC had filed 
the complaint and promised to 
contest it vigorously. 

The six firms must file answers 
|to the complaint by about Feb. 15. 
|Hearings are scheduled to begin 
March 20 before an FTC examiner 
| in Washington. 

Meanwhile, in Detroit, the Na- 
| tional Congress of Petroleum Re- 
| tailers cited the FTC complaints to 
| Show that the three oil companies 
| received $13,328,464 in override 
|}commissions from the three tire 
|makers on purchases in 1951-53. 





Monthly Auto Debt, 


Up $140 Million 


| WASHINGTON.—The Federal 
| Reserve Board reported last week 
}that auto installment debt rose 


4 | $140 million last December, com- 


|pared to a rise of $100 million in 
| December, 1954. 

It was also announced that total 
consumer installment credit rose 
a surprising $648 million last De- 
cember, compared to a $453 million 
increase in December, 1954, and a 


$280 million increase in December, §” 


1953. 


- °56 Chevrolet Trucks Offer New Automatic 


all speeds by depressing a foot 


| with higher horsepower rating.| pedal which floods a chamber in 
Heading the lineup are the Trade-|the transmission, setting up a re- 


verse hydraulic force against an 
engine-driven impeller. It is said 
the device virtually eliminates re- 
course to the service brakes on 
most downgrades. 

At all ranges the six-speed unit 
automatically shifts according to 
speed, load, terrain and other fac- 
tors. The ranges include drive, for 
a wide range of operations in th 
top four gear ratios; intermediate, 

(See CHEVROLET, Page 42, Col, 5) 
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STILL get many letters from|the current condition of this trade, 


dealers evidencing that cold 


|in these words of the great leader, 


chills run down their backs any| whose birthday we are now cele- 


time anyone says anything about 
government regulations. 

No one wants government regu- 
lations as such, but because we 


live close together, we have con-| 


tinuing need for using government 
service in our relationship one to 
another. This is particularly true 
in our trade, where, as dealers, we 
sell the product of but one factory. 
We have considerable investment 
and we are in a business whose 
service is needed in increasing 
amounts as those who benefit 
through use of the automobile. 

It has developed that there are 
but six sources of supply for new 
ears, three of which wield great 
economic power. They themselves 
can’t get together without run- 
ning counter to monopoly laws. 
Neither can they act singly with- 
out running the risk of losing 
their percentage of price class. 
So the factories as well as deal- 
ers must use the offices of a good 
government to lay good conditions 
under which the public would be 
benefited and both dealers and 

manufacturers would share equally 
the risks involved in the private 
enterprise system. 

Many years ago, when I could not 
afford it, I indulged myself in a 
reproduction of an oil painting of 
Abraham Lincoln with a hand- 
earved, gold-encrusted frame. It 
still hangs over my desk and will 
remain there as long as I occupy 
it. 

K *~ 


Honest Abe’s Advice 


AM sure that there is much sig- 
nificance, applicable particu- 
larly to the present time and to 


Dealer Since 713, 
Titus to Head 
30-Y ear Club 


WASHINGTON. — Leon E. Titus, 
Tacoma (Wash.) Ford dealer since 
1913, was unanimously elected pres- 
ident of the 30-Year Club at its an- 
nual meeting at the NADA conven- 
tion. 

The club, which collects no dues 
and demands practically no duties 
of its officers, is composed of deal- 
ers who have spent at least three 
decades in the business. 

Keynote address of the 1956 meet- 
ing was delivered by H. Mead Nor- 
ton, Oklahoma Buick dealer, who 
observed that “everybody who gives 
speeches about preserving free en- 
terprise has a monopoly of some 
kind.” 

Because “the views of such ex- 
perienced dealers should carry some 
weight with the auto factories,” 
members were asked to raise their 
hands if they considered the state 
of auto retailing to be satisfactory. 
Nobody moved. 

Other officers elected were H. O. 
Bell, Missoula (Mont.) Ford dealer 
Since 1915, vice-president, and 
George H. Davis, Lewiston (Me.) 
Cadillac dealer, secretary. 


* 
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brating: 

“The legitimate object of gov- 
ernment is to do for a community 
of people whatever they need to 
have done but cannot do so well in 
their separate individual capaci- 
ties.” 

In Lincoln’s sense, government 
does not mean the Federal Gov- 
ernment alone. We Americans 
govern ourselves through several 
agencies, local and state as well 
as national. We have volunteer 
cooperative enterprises, too, such 
as the local, state and national 
dealer associations, which can do 
certain things better than a dealer 
can do them alone. 

It seems well to remember Lin- 
coln’s philosophy. We have at- 
tempted to negotiate individually 
and as a group with the factories 
for a new contract for 40 years. We 
have used all the means within our 
power but have failed. 

In his first inaugural address, 
Lincoln declared that “this country 
belongs to the people who inhabit 
it.” Surely automobile dealers are 
an important part of this country. 
They are the keystone of the trade 
because they are the only contact 
between the product and the pub- 
lic and it is through their services 
that the product remains useful in 





the hands of the buyer. 

The experience of the trade with 
the Government has indeed been 
satisfactory although we have 
availed ourselves of little Govern- 
ment cooperation. 

Oldtimers will remember, how- 
ever, that the automobile retailing 
trade was the first retailing trade 
to receive a code. While there was 
much criticism, still there was more 
benefit, and the results were deliv- 
ered by the trade’s own organiza- 


tion. 
* * * 


FTC Action Recalled 


WE WERE outstandingly suc- 
cessful in World War II when 
we obtained the Murray-Patman 
Act, which assured dealers a profit 
on the half-million cars remaining 
in the new-car pool. But we had a 
previous experience to show how 
quickly and willingly the Govern- 
ment can act, for in 1937 when 
dealer profits were nonexistent and 
dealerships were dying like flies, 
dealers appealed to the Federal 
Trade Commission after taking a 
referendum in the trade. 

FTC then held a hearing, but in- 
fluences were brought to bear on 
dealers. Dealers have always been 
used to fight dealers, and before 
projected new rules were promul- 
gated, another referendum was held 
and dealers voted against the 
industry-operated rules. 

In fact, so much influence was 
brought to bear that the NADA 
directors amended the association 
rules so that a president could not 
succeed himself. Stanley Horner 
was the president of the as- 
sociation at that time, and the 
trade by this means mede sure 
that he did not succeed himself 
and continue the activity. 

But since that time, conditions 
in the retail end of the trade have 
progressively deteriorated. More 
direct action is now indicated—a 

brief enabling act, for instance, that 
would be immediately available if 
dealers unite. This would assure 
fair and swift negotiations for a 
better contract. 

Yes, our Government has the 
same philosophy that existed in 
Lincoln’s time. It is based upon a 
profound respect for the dignity 
and sanctity of the individual. 

Governments, we still believe, are 
for the purpose of assuring a more 
rich and abundant life for their 
citizens. We reject the philosophy 
of great economic power that sac- 
rifices the welfare of the individ- 
uals and small business. 

Perhaps we have drifted away 
from this Lincoln conception, tem- 
porarily, but I am sure the drift 
can be arrested and followed by a 
return to the clear principles that 
Lincoln enunciated. 
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Show Stoppers 
AL 


The Little Shopper— 


Record crowds at the Cleveland Auto 
Show didn’t excite 17-month-old Ricky 
Hall, who found his current model stroller 
the best place to catch a nap while his 
parents viewed the Chevrolet exhibit. A 
total attendance of 124,900 was reported. 
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Denver, Dallas, Omaha On .. . 





By W. C. Lockwood 
Staff Writer 

—— sales activity and a healthy 

list of prospects have been re- 

ported as a result of the Cleveland 

Auto Show which attracted 124,900 

persons during the nine-day event. 

Sam Marshall, show committee 

chairman, said that plans for Cleve- 

land’s 1957 show now are under 
way. 

In Seattle, Thomas S. Hender- 
son (foreign cars), chairman, re- 
ported the 10-day show held there 
Jan. 13-22 was a success, despite 
a drop in attendance from 1955. 
He said 32,700 attended, com- 
pared with 49,000 last year. 

Henderson said the dealer spon- 
sors expected to “break even” on 
a ee 





Seattle Auto Show Draws 32,700— 


Termed successful even though attendance was lower than last year, the 1956 
Seattle Auto Show presented this attractive scene to 32,700 viewers (paid attendance). 





101 Dealers Out in Year... 


High Chicago Mortality 


By W. M. McCarty 
Staff Correspondent 


CHICAGO. — Dealer mortality in 
Cook County has been set at 17.6 
percent over the past five years by 
the Chicago Automotive Trade 
Assn. 

On Jan. 1, 1956, there were five 
less new-car dealerships than a 

year before—from 450 to 445—or 
a loss of 1.11 percent. 

On Jan. 1, 1954, there were 466 
new-car dealerships in the county; 


Jan. 1, 1953, 496; Jan. 1, 1952, 529, | 


and Jan. 1, 1951, 540, according to 
the CATA. 

During the year there were 101 
resignations or cancellations with 
96 new dealerships being started. 

Gains and losses by make showed 
that Buick lost one and gained 
three for a net rise of two dealer- 
ships, Chevrolet lost two and gained 
two and Pontiac lost seven and 
gained nine. There were no losses 
or additions among Cadillac and 
Oldsmobile outlets. 

CATA reported that Chrysler 
lost three and gained two, DeSoto 


lost seven and gained 10 and | 


Louisiana Parley 
Slates Monroney 


NEW ORLEANS.—Senator A. S.}| 
Mike Monroney, Oklahoma Demo-| 


crat and chairman of the Interstate 
Commerce Committee's automotive 
subcommittee, will be the principal 
speaker at the Louisiana Automo- 
bile Dealers’ Assn. convention to be 
held here Feb. 27. 

Other speakers will be Frederick 
M. Sutter, chairman of the indus- 
tries relations committee of NADA; 
Edward Payton, management con- 
sultant; A. J. M. Oustalet, of 
NADA’s young executive group, and 
W. G. Cleveland, past president of 
the state association. 


Dodge lost 16 and gained nine. 
This resulted in a net loss of five 
Plymouth outlets. 

Ford lost 10 and gained 16 and 
Lincoln-Mercury lost two and 
gained 10. Hudson lost 15 and 
gained 12 and Nash remained even 
with nine losses and nine appoint- 
ments. 

Packard lost nine outlets and 
opened three and Studebaker’s fig- 
ures were nine and nine. Stude- 
baker gained two outlets as two 
| existing Packard dealerships added 
| Studebaker franchises. Willys lost 
| 11 dealerships and opened two. 


dealer relations. 


fooling ... 





Wemhoff 


| 
| 


standpoint, were the convention's 


third point) in our business. 
own problems.” 





>| Friday (Feb. 3). 
+ 


On the House .. . 


There’s no question that new-car dealers 
least those attending NADA’s convention 
week in Washington) want some action in factory- 





cedure should be—legislative or persuasive—but 
they do want the end result. They’re not down- 
hearted about the future of the auto business, but 
the way t he y stood up and cheered Senators 
O’Mahoney and Monroney indicated they’re not 


NADA’s directors got hold of a hot potato 
when a cooperative buying proposal was discussed 
and tabled for further study. The mass buying 
would include such things as tires, oils and other 
dealer items not already supplied by the auto makers. Probably 
too fresh in the memory of some directors has been the petering 
out of most state dealer co-ops ... 
director from Rhode Island, presented a special NADA scroll to 
Harold Lanphear, for 18 years NADA director from the state... 


The first Sunday morning memorial church services, held at this 
year’s NADA parley, was a smash hit. 


Walter Cooper, NADA’s national affairs chairman, has another talent 
(and good, too). He led the dealer body in singing the Star Spangled 
Banner at the opening session. He’s also a music composer of note, 
’tis said . . . Ford’s Lew Crusoe told a Washington meeting of his 
dealers that “we don’t need a triangle (meaning government as the 
Factory and dealers can settle their 


Show Response Hailed 
In Cleveland, Seattle 


expenses. An admission of $1 was 
charged. However, the “quality” of 
the visitors was reported good and 
a number of sales from the floor 


were achieved. 


* * * 


LSO, it was said, there was no 

entertainment program. Some 
were said to believe that stage 
shows distract from the purpose of 
the auto exhibition. 

In connection with the show, 
Mayor Allen Pomeroy proclaimed 
Jan. 15-22 as “Auto Industry Week.” 
He pointed out: 

“(The) vital importance of the 
automobile industry to our city is 
demonstrated by the fact that the 
majority of Seattle residents — 68 
percent of us—rely on automobile 
transportation for business and rec- 
reation travel. 

“The 41 new-car dealers who 
make up the Seattle Automobile 
Dealers Assn. employ 1,876 per- 
sons representing an annual pay- 
roll of nearly $9 million. The an- 
nual parts volume in Seattle ... 
is estimated at $70 million.” 

Current shows include Denver, 
which opened today (Feb. 6), Dal- 
las, which opened yesterday (Feb. 
5), and Omaha, which opened last 


* * 
A™ DALLAS, Dodge’s Bert Parks 
and his “Break the Bank” tele- 
vision show will appear Wednesday 
(Feb. 8) from 9:30 to 10 p.m. (EST). 
Parks will be in Texas for a week 
and has been named an honorary 
citizen of the state by Gov. Allen 
Shivers. 

Shows closed over the weekend 
in Rochester, N. Y. (Feb. 5) and in 
Rock Island, Ill. (Feb. 4). 

Milwaukee’s show opens next 
Saturday (Feb. 11) and will dis- 
play the “largest number of 
‘dream cars’ ever shown” there. 
Officials of the Milwaukee County 
Automobile Dealers Assn., spon- 
sors of the event, said at least 14 
and possibly more will be there. 

Edward C. Wehe, general chair- 
man, attributed the greater partici- 
pation on the part of manufactur- 
ers to the success of last year’s 
event which drew more than 
120,000. 

“We're shooting for a new mark 
this year,” he said. 
= oJ + 
Ames the cars to appear are 

Buick’s Wildcat III, Packard’s 
Predictor, Oldsmobile’s Delta, Mer- 
cury’s XM-Turnpike Cruiser, Plym- 
outh’s Fury, Chrysler’s Flight Sweep 
I and II, Falcon and Plainsman, 
Pontiac’s Strato Chief and four spe- 
cially appointed Cadillac show cars. 

Eight cars will be given away, 
one each night of the show, and 
Wehe said it will not be neces- 
sary to buy a ticket to take part 
in the drawings. 


On the stage, each of 17 auto 
(Continued on Page 41, Col. 4) 
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They’re not sure what the pro- 






Tom Clark, NADA’s new 


Also, from a newsman’s 
press headquarters and aids... 





—Pertre Wemuorr; Editor, 
Automotive News 
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1 Firm Loses $132 a Unit 


Study of 13 


Operations 


Shows Profit Range 


By Joseph M. Callahan 
Staff Writer 

Eprror’s Norte: This is the last 
installment of a two-part series 
on a dealership operation analyst. 

* * * 

A STUDY of the operations of the 

13 dealers handling one line 
of cars in one city last August re- 
vealed an unusually wide range of 
profits—from a net profit of $108 
per new and used car to a net loss 
of $132 per unit. 

This study was made by George 
Helwig, a dealership operations 
analyst for Rutten, Welling & 
Co., a Detroit accounting firm. 

While the quarterly study, for 
which Helwig was hired by the as- 
sociation of the dealers concerned, 
was made of 13 specific dealership 
operations, it was requested that 
neither the dealers, their line of 
cars nor their city be named. 

This particular report consists of 
a nine-page text in which the 13 
dealership operations are compared. 
Special attention is paid to the most 
efficient and the least efficient oper- 
ators. In addition, there is a 14- 
page comparative tabulation of the 
profits, sales, expenses, service ab- 
sorption and other items for each 
dealer. 

4 * + 
Most of the items are expressed 
in both in terms of “percent 
of each sales dollar” and “per new 
car sold.” Besides the monthly com- 
parisons, the report also contains 
year-to-date comparisons. 

Dealers are given a coded label 
so that only the dealer involved will 
be informed of his business opera- 
tion. Frequently, dealers will con- 
fide their identifying labels to each 
other for the purpose of further 
study. 

After studying and synthesizing 
the reports of all the dealerships, 
Helwig wrote, “It is recognized in 


GM Explains Use 
Of ‘Genuine’ Label 
On Auto Parts 


WASHINGTON. — General Mo- 
tors last week denied charges by 
the Federal Trade Commission that 
it has misused the word “genuine” 
in describing Chevrolet replace- 
ment parts. 

GM said that all parts so de- 
scribed fall into one of these cate- 
gories: They are designed and 
manufactured by GM, they are de- 
signed by GM and manufactured 
for it or they are approved by the 
GM engineering staff. 

In a complaint filed last Dec. 8, 
the FTC had charged that GM, in 
using the word “genuine,” implied 
that other parts are spurious and 
incapable of performing as effi- 
ciently. 

The FTC further charged that 
GM buys many Chevrolet replace- 
ment parts from manufacturers 
who sell identical parts to other 
outlets. 

GM said it describes its parts as 
“genuine” to indicate that they are 
recommended. It said it did not 
deny that other parts sold for Chev- 
rolet “may function-efficiently,” but 
it maintained that some “counter- 
feit” or “gyp” parts may not per- 
form satisfactorily. 

GM denied that it had performed 
any act prejudicial to the public, 
unfair to competition or violative 
of the FTC Act. 





Approval Sought 
On Kaiser Shuffle 


OAKLAND, Calif—Proxy state- 
ments were mailed last week to 
shareholders of Kaiser Motors 
Corp., asking them to approve a 
proposed reorganization of Henry 
J. Kaiser’s corporate enterprises. 

The proposal will be presented at 
a special meeting here next month. 

If it is approved, Henry J. Kaiser 
Co. will become a wholly owned 
subsidiary of Kaiser Motors Corp., 
which would be renamed Kaiser 
Industries Corp. Willys Motors, 
Inc., would be relieved of all debt 
and would become a subsidiary of 
the new corporation. 


the cleanup period, that indi- 
vidual deals are not particularly 
profitable, but despite that, it is 
interesting to note that some 
dealers on the combined new and 
used-car gross profit in the month 
of August, have been able to se- 
cure a gross profit per unit in 
excess of $400. 


“Offsetting this, we have one 
operation where the gross profit 
amounted only to $83, but the rank 
and file of operations salvaged in 
the combined new and _ used-car 
gross profit are well in excess of 
$200 per unit.” 


He noted that generally selling 
expenses had declined somewhat 
during August, possibly because of 
more house deals. He said that this 
helped keep sales profits reasonably 


well in line. 
* * * 


Expense Curbs Urged 


ELWIG continued, “With the 

new-model year at hand and 
the cleanup operation to be com- 
pleted, much care must be utilized 
to minimize the losses which can 
develop if expenses are not sharply 
controlled and if adequate gross 
profits are not received from the 
parts and service operation. 

“Because of these conditions, 
it is necessary that you take a 
very realistic approach to the 
control of expenses, and these 
should be reviewed at this time 
and reduced as far as possible 
consistent with a sound business 
operation. All of the nonproduc- 
tive expenses should be carefully 
examined in conjunction with 
each of your department heads 
whose fullest cooperation should 
be secured as it is something in 
which everyone identified with 
your organization has a vital in- 
terest.” 

The 13 dealers were advised to 
watch carefully their purchases of 
supplies and other controllable ex- 
penses (advertising, salaries, con- 
tributions, etc.), as it was noted 
that supply expenses at some firms 
was considerably in excess of other 
dealerships which did a comparable 
or greater volume of business. 

He advised, “The method of set- 
ting up purchasing procedures 
whereby requisitions are secured 
and the purchasing is vested in one 
or two individuals who will secure 
bids or quotations on major pur- 
chases, will prove very helpful and 
will eliminate a great deal of un- 
necessary costs. 

* * * 
r SOME places, business is 
given on the basis of personal 
friendship or on some other basis 
which is not related to true econ- 
omy.” 

Helwig points out that every 
dollar wasted on needless expense 
results in a direct benefit to com- 
petition and that when expenses 
are adequately controlled, a 
dealer not only saves money, he 
gains additional funds for use in 
securing business. 

He said, “During the cleanup 
period, it is essential that your key 

personnel, consisting of sales man- 
ager, service manager, parts man- 
ager and office manager, should 


have a clearly defined idea of the 
cost of operating their department 





Ford Stock Check— 


Charles R. Blyth, left, of Blyth & Co., 
Inc., representing the 722 brokerage 
houses which sold 10.2 million shares of 
Ford Motor Co. stock, hands a $642,600,- 
000 check to H. Rowan Gaither jr., presi- 
dent, Ford Foundation. The check repre- 
sented full payment for the stock at $63 
a. share. 





and these individuals in turn should 
work with you on an independent 
budgetary basis so that the costs 
bear some proper relationship to 
the amount of business and gross 
profit which is being secured. 


“If these men act as planning 
committee and function as a unit, 
they can do much to control a situ- 
ation which has the tendency to 
become expensive during a period 
when sales volume is active but 
which frequently is not cut back 
sharply when the peak of the sell- 
ing season is past. 

* * 


Plan °56 Objectives 


' ITH the new models not too 

far away, this same group 
who are to assist you in the control 
of present expenses, should be 
thinking in terms of what your 
1956 model year objectives should 
be. 


Helwig suggests these objectives: 
(a) Determination of desired new 
and used-car sales volume; (b) de- 
termination of expected profit from 
new-car, used-car, parts and serv- 
ice sales; (c) determination of ex- 
pected expenses. 


Dealers are urged to spend a 
few hours each week with each 
department head to examine and 
to set ceilings on their expenses. 


“Expenses,” he continued, “have 
the tendency to get out of line be- 
cause there are no adequate con- 
trols and adequate controls are 
lacking because the matter is not 
given satisfactory consideration 
beforehand. 


“The second function of this 
group (of department heads) is the 
assignment of the responsibility for 
the control of the individual ex- 
pense accounts. Thirdly, there 
should be a weekly review and 
more frequently if necessary to 
check the results in comparison 
with the objectives set.” 

* + * 

E URGED the dealers to use 

the same planning and plan- 
ning procedures in setting up their 
sales objectives. 

“It is imperative,” Helwig as- 
serted, “in a number of cases 
that a real study be made of the 
type of deals which have been 
accepted because of the variance 

(Continued on Page 43, Col. 1) 
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Central Ohio U. C. Dealers Elect Officers— 


The Central Ohio Automotive Dealers Assn., formerly known as the Columbus Inde- 


| pendent Used Car Dealers Assn., installed 


its new officers at a dinner-dance in 


Columbus. From left are John Ross, president; Robert G. Caldwell, Paul W. Crimm and 
King W. Sutton, directors; Cliff Schever, director and retiring president; Tex Thompson, 
secretary-treasurer, and Vaughn Sagle, vice-president. Directors Tom Warren and Wil- 


liam Seymour are not pictured. 





Factories Need Independents, He Says . . . 





U.C. Leader Sees Big Year 


COLUMBUS, O.—John Ross, presi- 
dent of the Central Ohio Automo- 
tive Dealers Assn., predicts a bigger 
share of the new-car market for 
independent dealers in 1956. 

Speaking at the group’s inau- 
gural dinner-dance here, Ross, 
who heads Jan Ross Motor Co., 
said overproduction by automobile 
manufacturers would create the 
increased business for used-car 
dealers. 

“I believe the manufacturers rea- 
lize this, although they dislike to 


admit that the independent dealer | 
holds a vital role in helping to mar- | 
ket the automobiles they propose to | 


build this year,” Ross said. 
Named to succeed Cliff Scheuer 
as president, Ross pledged to work 
with other Ohio dealer groups in an 
effort to seat an independent dealer 
on the state dealers and salesman 





Auto Makers Assail Foes 
Of Jobless-Pay Plan 


7s anti-GAW drive, spear-|Ohio Information Committee, was| English auto-maker, Singer Co., 
headed in Michigan by the Mich-| backed by Ford with a $12,500 con- has been purchased by the Rootes 


igan Information Committee, has 


tribution and by General Motors 


with a $25,000 contribution. 
been thoroughly $ ) contribution 


snubbed by the auto 

makers. 
The committee re- 
cently asked 2,200 
Michigan employers 
to support its program to block the 
modified guaranteed annual wage 
won by the UAW. It sought finan- 
cial contributions of 50 cents an 

employe. 

Most forceful rejection of the 
committee came from John S. 


Bugas, Ford industrial relations 
vice-president, who wrote, “The| 
company is strongly opposed to 


activities and objectives of the com- 
mittee and will not contribute to its 


support. | 


“Furthermore, it would be 
against the company’s interests 


for any responsible company | 


representatives to participate in 


or lend support to the activities | 


of the committee in any manner.” 
A somewhat similar group, the 





Restrictions Removed 


On Ford Stock Issue 


NEW YORK.—Ford stock was 
quoted at 63% bid, 64% asked in 
the over-the-counter market last 
week following an announcement 
that all underwriting restrictions 
had been removed on the issue. 


The initial offering price was 


$64.50 on Jan. 18. 
Removal of restrictions meant 


that members of the underwriting 


syndicate were free to trade in 
the issue with other brokers and 
dealers. Previously the syndicate 
had let it be known that it was 
bidding 64% for the stock, but 
the announcement meant the 
stock had been freed of any such 
support. 





+ 


Ohio Position Explained 


Re the support of the auto 
giants to the Ohio proposal 


(Continued on Page 41, Col. 1) 


| licensing board, and to lobby against 
jany legislation that might be 
|deemed detrimental to the inde- 
pendent dealer. 

Ross, a controversial supermar- 
ket-type dealer here, was the sub- 
ject of a recent magazine article 
concerning auto bootlegging. 

In a review of the past year, 
Scheuer noted that the associa- 
tion, formerly known as the 
Columbus Independent Used Car 
Dealers Assn., has expanded its 
operation to include the used-car 
departments of franchised dealers 
and dealers in many cities in the 
Columbus area. 
| In addition to Ross, newly elected 
officers include Vaughn Sagle, vice- 
president, and Tex Thompson, sec- 
retary - treasurer. Directors are 
Scheuer, Tom Warren, William Sey- 
mour, Robert G. Caldwell, Paul W. 
|Crimm and King Sutton, who also 
| was named a state director of the 
| National Independent Dealers Assn. 


| 











‘Rootes Group Purchases 


England’s Singer Plant 
NEW YORK.—The factory of the 


Group of England, according to re- 
ports received here. 

Sir William Rootes, chairman of 
the latter firm, started his auto 
career in the same factory some 
45 years ago, when he was a penny- 
an-hour apprentice. 


Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Copyright, 1956, b 


y Automotive News) 


(Aptco Auction. Sales every Wednesday and Friday.) 


Feb. 1 


BUICK—'56 Century conv., $2,930*; 
Special Riviera, $2,560*. ‘55 Century 
Riviera, $2,135*, $2,000*; Special 
4-dr. (police), $1,460. ‘54 Century 
Riviera, $1,540*; Super Riviera, $1,- 
415*. "53 Super Riviera, $1,110*; 4-dr., 
$925*, $850*°. ‘52 Super 2-dr., $530. 
"51 Special 4-dr., $400. 

CADILLAC — '55 (62) coupe, $3,400* 
(ps); 4-dr., $3,125* (ps). °53 (62) 
4-dr., $1,620° (ps). "50 (62) conv., 
$815*; (60) Special 4-dr., $760*. 

CHEVROLET—’'55 Bel Air (8S) coupe, 
$1,650; 4-dr., $1,400*, $1,340; 2-dr., 
$1,180; station wagon, $1,575, $1,490; 
One-fifty 2-dr., $1,010. ‘54 Two-ten 
2-dr., $850. ‘53 Bel Air 2-dr., $730, 
$705; Two-ten 4-dr., $590, $570, $565. 
"52 SL Deluxe 4-dr., $500*. ‘50 SL 
Deluxe 2-dr., $315. 

CHRYSLER—'55 NY Sport coupe, $2,- 
315° (ps). "53 NY 4-dr., $885*, $875* 
(ps), $850*; club coupe, $765*; Wind- 
sor 4-dr., $815*; club coupe, $680*. 

DeSOTO — '55 Fire Dome (8) Sport 
coupe, $1,950* (ps); 4-dr., $1,800°. 
'53 Fire Dome (8) 4-dr., §$770*. ‘50 
Custom 4-dr., $330. 

DODGE—'54 Coronet (8) club coupe, 
$850*, $775. °53 Coronet (8) station 
wagon, $700; 4-dr.. $630; conv., 
$510*. '51 2-dr., $175. 

FORD—'56 Fairlane (8) Victoria, $2,- 
120°. '55 Fairlane (8) Victoria, $1,- 
780°, $1,690*, $1,670*, $1,650; conv., 
$1,650; Custom (6) 2-dr., $1,025; 
Custom (8) 4-dr., $1,365*. ‘54 Crest 

Victoria, $1,195*; conv., $990; 
$910; Crest (6) 4-dr., $950*. 

$900, $850, 


(8) 
2-dr., 
"53 Crest (8) Victoria, 


$850*; Custom (8) 4-dr., $810, $755*, 
$730*; 2-dr., $730; Custom (6) 2-dr., 
$610; Main (8) 4-dr., §270 (taxi). 
"51 Custom (8) 2-dr., $300. ’50 De- 
luxe (8) 2-dr., $200. 

HUDSON — ‘53 Hornet club coupe, 
$695*; Wayfarer 4-dr., $385. 

LINCOLN — '53 Cosmopolitan coupe, 
$1,100*. 

MERCURY—’55 Montclair Sport coupe, 
$2,005*; Monterey 4-dr., $1,770*. °53 
Custom Sport coupe, $1,070*; 4-dr., 
$765*. °52 club coupe, $650. 

NASH —’'55 Rambler station wagon, 
$1,300. ‘54 Rambler Sport coupe, 
$955. ‘53 Rambler station wagon, 
$725. 

OLDSMOBILE—’54 (98) 4-dr., $1,400* 
(ps); (S88) 4-dr., $1,365* (ps). °'53 
(88) 2-dr., $1,075* (ps); (98) 4-dr., 
$980*; 2-dr., $920*. ‘51 (88) 4-dr., 
$275*. ‘50 (88) 4-dr., $190*. 

PACKARD — '53 Clipper Sport coupe, 
$890*; 4-dr., $620. '52 4-dr., $405. 

PLYMOUTH — ‘55 Savoy (8) station 
wagon, $1,310; 2-dr., $1,140. ‘53 
Cambridge club coupe, $550. 52 Cam- 
bridge 4-dr., $275. °51 Cranbrook 
station wagon, $390, $285; Belvedere, 
$290; club coupe, $250; 4-dr., $210. 
‘50 Special Deluxe 4-dr., $245. 

PONTIAC—'55 Chieftain (8) 4-dr., $1,- 
650* (ps). '54 Chieftain (8) station 
wagon, $1,300*. ‘53 Chieftain (8) 
conv., $850*; Catalina, $980* (ps), 
$780; 4-dr., $680*. ‘52 Chieftain (8) 
2-dr., $750*; Chieftain (6) 2-dr., 
$470, $440. ‘51 Silver Streak (8) 
Catalina, $510*. 

STU DEBAKER—’'54 Commander station 
wagon, $600. ‘52 Champion Sport 
coupe, $220. '51 Champion 4-dr., $145. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions are on Pages 33, 34, 35, 36. 














There’s a Better Way to Sell Cars! 











Very soon now, the man from Universal C.I.T. will de- the contents of this package will help you overcome any 

liver a package that can be worth thousands of dollars in __ price barriers that may be raised, either on the sale of 

extra sales and shop income to automobile dealers. This your car or on your finance plan. 

package contains a demonstration of how to combat price This is a new major service in our “‘Continuing Pro- 

competition successfully and profitably. gram for Developing Dealer Profits” which will enable 
Whether you are an automobile dealer or a salesman, you to close more sales more profitably. 


Universal C.-T. Credit Corporation 
One Park Avenue, New York 16, New York 


~_— OVER 450 OFFICES SERVING THE UNITED STATES AND CANADA* 
*In Canada, Canadian Acceptance Corporation Limited 
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ASHINGTON. — Doubtful that 

either of the two antibootleg- 
ging bills now before Congress 
would be passed, Senator A. S, Mike 
Monroney said at the NADA con- 
vention last week that he favored 
his “truth in labelling” idea as the 
best move to slow down bootleg car 
sales. 


A new-car labelling law, said 
the Oklahoma Democrat, would 
be easy to enforce and should 
provide penalties of prison, fine 
or both for transgressors. 

He said he thought his subcom- 
mittee on automobile marketing 
practices could bring such a bill to 
the Senate floor without much 
trouble. 

* a * 
“J THINK the Senate would buy 

a labelling bill,” Monroney told 
reporters, “because we wouldn't 
have to touch the antitrust laws.” 

The two current bills—one by 
Rep. John Bell Williams, Missis- 


s Would Trace Car History .. . 


Monroney Asks Labels 
As Bootleg Remedy 





sippi Democrat, and one by Sen- | 


ator Charles E. Potter, Michigan 
Republican—would involve amen- 
ing the antitrust statutes to per- 
mit auto makers to reinstate 
antibootlegging clauses in their 
selling agreements. 


In an address to dealers, Mon-| 


roney spelled out details of his 


labelling plan, which he called “a| 


grass-roots provision that I picked 
up in Oklahoma.” 
* * - 
rae idea is simply to require a 
six- by-nine-inch windshield 
sticker to be placed on the car at 
the factory and remain on the 
windshield until the car is regis- 
tered by the new owner,” Monroney 
said. 

Each change of ownership 
from the factory to the buyer 
must be shown on this sticker. 
But more important, the means 
of transportation by which the 
car reached the ultimate buyer 
also must be shown.” 

He said that if a factory sold a 
car to a Detroit dealer, who sold it 
to a New Jersey wholesaler, who 
took it to an auction in Dallas 
where it was sold to a dealer in 
Oklahoma City, all changes in own- 
ership would have to be shown 
“under penalty of Federal law.” If 
the car had ever been driven or 
towed, that fact would have to ap- 
pear on the sticker. 

oF * 


* 
HIS information would show 


the final buyer the difference | 


between a new car sold by a fran- 
chised dealer and the so-called 
‘new’ car on the gravel lot,” Mon- 
roney said. He added that about 90 
percent of the cars sold on bootleg 
lots were not really new. 

“Most dealers that I’ve talked 


to about the idea favor it,” he 
said. 
Monroney emphasized that “no 


For Home Rule 


Weeks Hopes for Solutions 
Without U. S. Curbs 


WASHINGTON. — Secretary 
of Commerce Sinelair Weeks last 
week told dealers attending the 
NADA convention that he had 
every hope manufacturer-dealer 
problems “will be resolved 
shortly within the framework of 
our own industry.” 

He asked dealers to remember 
that nobody wanted Federal con- 
trol or burdensome legislation if 
it could be avoided. 

“You must not allow any cur- 
rent marketing problems in your 
industry to discourage you or to 
give you doubt and faint heart,” 
Weeks declared. “Work dili- 
gently through every honorable 
source at your command to 
analyze and solve these prob- 
lems.” 

Weeks also said that it was 
the quality of auto credit which 
should concern the industry 
today, and not the amount, 
adding that “all segments of the 
industry will profit if sound 
aggressive merchandising and 
salesmanship are followed.” 





/ence he has had numerous reports | facturer and little but responsibility 
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single treatment can correct the ills 
of the industry.” The “truth in 
labelling” law could not be made 
effective, he declared, unless phan- 
tom freight were abolished. 

+ a * 


“AS LONG as bootleggers can 
bring five kids to Detroit in a 


jalopy and then deliver 12 cars to|| 


California or Florida at savings of 
$50 to $100 under the franchised | 





dealer’s delivered cost, bootlegging | 


will continue to flourish,” Monroney | 
said. 
Calling phantom freight charges 
“indefensible and morally wrong,” 


(Continued on Page 41, Col. 3) 


Chrysler dealers and their wives attend 
ham Hotel in Washington, D. C. The party 


| nation's capital. 


Chrysler Division Fetes Dealers— 


he said he intended to introduce | 
a bill “and do everything I can 


a Chrysler division breakfast at the Shore- 
coincided with the NADA convention in the 


Senate Gets Dealer Lawsuit Bill 


(Continued from Page 1) 


dustry Relations Chairman Fred 
Sutter told cheering NADA 
delegates that, while dealers “are 
on the threshold of success” in 
their fight for equitable con-* 
tracts, legislation is not the solu- 
tion to “all our problems.” 


Bell said he does not favor Gov-| 
ernment interference in contract 
writing between factories and deal- 
ers; that he prefers Senator O’Ma- 
honey's suggestion for Fede waged 

“ground rules only.” 
* * * 
RETIRING President Frank | 
* H. Yarnall told a press confer- 


of bettering factory-dealer relations | 
in recent weeks. (See story on Page | 


|1 on factory changes in past week.) | 


Yarnall said he'd like to see car 
prices reduced, “but we're not ask- 
ing for it.” 

5. In the only important reso- 
lution adopted, NADA directors 
called on dealers “to assume re- 
sponsibility and leadership in in- 
suring the car-buying public 
financing at reasonable charges 
consistent with sound business, to 
the end that excessive and ex- 
horbitant charges and the unde- 
sirable trade practices resulting 
therefrom, shall be eliminated.” 


Attendance at the convention) 
totalled 13,913, which included an| 
alltime high of 3,275 new-car deal- 
ers (previous NADA record was} 
2,800); 2,265 wives, 60 state and city | 
association managers, 425 exhibitors 
and aides, 1,410 service managers 
and aides, 800 persons representing 
auto makers and other automotive | 
companies, and 5,678 who attended | 
the annual NADA show. 

The dealer attendance samsiibieila 
about 12 percent of NADA’s mem- | 
bership, 





which far exceeded the} 
national average of 7 percent who} 
usually attend association conven-| 
tions. 
* 7 os 

ir A STERN speech, NADA Exe-| 
cutive Vice-President Bell set! 


| forth what he said “dealers really | 


want,” adding that he hoped repre-| 
sentatives of the auto makers were | 
on hand to listen to him. 

First, said Bell, dealers want an 
end to such “unfair practices” as| 
undue restrictions on dealer man- 
agement, new-car sales quotas, and 
inequitable contract provisions. 

He reemphasized that NADA 
wants no federal control, but 
rather wants a federal “freedom 
to sue” law which will diminish 
the. control of the factories. 

“We seek nothing more than 
removal of the unbridled license} 
which now rests with the chief) 
executives in Detroit,” Bell declared. | 
He said he knew of no other group 
of retailers who had relinquished | 
their legal rights as auto dealers | 
have when they sign selling agree- 
ments. 

At a press conference following 
his election as NADA president, 
Carl E. Fribley said NADA is cur- 
rently opposed to any federal con- 
trols on consumer credit, and that 
he believes credit terms have been 
reduced “quite drastically” during 
recent weeks. 

There also is evidence, said 
Fribley, that factory pressures on 





dealers have eased since congres- 
sional hearings began. 


“One dealer told me a factory 
man even takes off his hat when 
ihe enters his office now,” 
| rupted Bell. 

Sutter, retiring chairman of} 
NADA’s industry relations commit- 
| tee, told dealers they “stand on the | 
threshold of success” in their fight 
for a selling agreement that will 
stand up in court. 

aa * 


T PRESENT, he charged, the 
selling agreement is not a con- 
tract, but “a unilateral control de- 
vice giving the rights to the manu- 


to the dealer.” 
But Sutter emphasized that deal- 
ers do not want Congress or any 
branch of government to write a 
new factory-dealer contract. 
“We can do that ourselves,” 


| declared. 


What dealers want from Con- 
gress, Sutter explained, is a “day- 
in-court” law.giving retailers the 
right to sue their factories for 
damages, “regardless of any pro- 
visions in the sales agreement to 
the contrary.” 

He urged his audience to turn a 
deaf ear to people who say, “Let’s 
hold off on this until we see what 
the factories will do voluntarily,” 





NADA Gives Texas 


An Extra Director 


WASHINGTON.—N ADA split 
Texas into two parts last week. 
But don’t reach for your gun, 
pardner—the Lone Star dealers 
want it that way. 


The NADA director from 
Texas, Thomas F. Abbott jr. (Pon- 
tiac), Fort Worth, called the 
state too big for one man to 
cover and asked that an addition- 
al director be named. 

NADA now has 55 directors. 
There is one for each state plus 
extra ones in New York City, 
Cleveland, Detroit, Chicago, 
Washington , D. C.; California 
and Texas. 





reminding them that NADA first 
urged manufacturers to make vol- 


|untary concessions two years ago. 


“Did they?” asked Sutter. 
know the answer.” 
ok * 


“You 


* 


HE Indiana dealer warned, how- 

ever, that not every industry 
problem will be solved by legisla- 
tion, reminding retailers of the 
urgent need for “a moral renais- 
sance” in the auto business. 


“Our responsibility to keep the 
nation’s economy strong and to 
keep the automobile industry on 
a high, ethical plane is greater 
today than ever before,” Sutter 
asserted. 

While Senator Monroney believes 
his own “truth in labelling” idea 
stands a good chance of passage 
and would be an answer to new- 
car bootlegging, he said his com- 
mittee would probably recommend 
separate bills on phantom freight 
and factory-dealer contracts. 


Due to dealers’ divided opinion 


inter- | 


he | 


on territorial security, 


| to be considered. 
ok * 
IS “truth-in-labelling” proposal, 
Monroney said, is drawing fa- 


| vorable dealer reaction. He said he | 


|was hopeful of better dealer con- 
| tracts, citing the recent American 
| Motors changes as a “big step for- 
| ward.” 

Senator O’Mahoney repeated 
his previous assertions that the 
parties involved should write 
their contracts, with mutual lia- 
bility emphasized. 


The Government, he stressed, 


|changes in management in a fac- 
| tory. 
| x - a 
gage at the closing session, 

Rep. Charles A. Halleck, Indi- 
ana Republican, declared that he 
believes government “must provide 
ground rules in many areas to 
avoid undue or unfair advantage 
for one segment of the economy.” 
However, he said, “I have seen the 
dangers of too much government, 
and so have you.” 


He said he is “not against fair 
and just regulation, but against 
the live danger that undue gov- 
ernment control and authority 
may make that which seems so 
attractive now prove most obrfox- 
ious and destructive in the 
future.” 


Halleck recalled the unsuccessful 
fight last year to get Congress to 
pass legislation permitting restora- 
tion of territorial security for deal- 
ers, and said “legislation is indi- 
cated” to correct this problem. 


Officers 


(Continued from Page 1) 
Dawson, Tucson, Ariz.; Thomas F. 
Abbott jr., Fort Worth. 

Auditing Committee—Foster W. 
Talbott, Baltimore, chairman; 
Paul R. Lauritzen, Richmond, 
Va.; Al Long, Detroit. 
Membership Committee — H. L. 

Galles jr., Albuquerque, N. M., 
chairman; R. D. McKay, Wichita, 
vice-chairman; Ray D. Wilson, Los 
Angeles; David N. Holmes, Battle 
Creek, Mich.; John H. Lander, 
Atlanta. 





* * * 


XECUTIVE Committee—Fribley, 
Sutter, Williams, Mims, Yarnall, 
George A. Daley jr. (Mass), W. L. 
Mallon (N. J.), John R. Fader 
(Del.), Lauritzen, Collord, Hamrick, 
J. J. Verschoor (S. D.), McKay, 
Galles, Walter B. Cooper (Colo.), 
and Dawson. 


Oregon Dealer Groups 
Name Stein Manager 


PORTLAND, Ore. — Howard J. 
Stein has been named general man- 
ager of the Portland and Oregon 
automobile dealer associations. He 
succeeds the late Edward Fox. 

Stein formerly was general man- 
ager of the Santa Barbara (Calif.) 
Chamber of Commerce and city 
manager of Bend, Ore. 


|should provide only the ground} 
rules which would avoid inconsist- | 
jencies which might crop up with| “ 








he said, a} 
| bill on that subject will be the last | 





Yarnall Champions 
‘Quality Dealer’ 


Tops in Efficiency 
Called Mandatory 


oT — Declaring that 
the real cure to industry prob- 
lems “lies only in the hearts of 
men,” Frank H. Yarnall, retiring 
NADA president, called last week 
for a return to the “Quality Dealer” 
concept. 

Yarnall headed a battery of 
speakers at the NADA conven- 
tion, many of whom shared his 
theme — “It’s Still a Great Indus- 
try.” 

Yarnall told delegates that in his 
travels as NADA president he had 
met many dealers who did a good, 
ethical job of selling despite com- 
petition from dealers who went in 
for blitz tactics, come-on advertis- 
ing and unscrupulous merchandis- 
ing. 

* * * 
— quality dealing, Yarnall said, 
requires the best management in 


| every department. 


“It requires,” he said, “that all 
of your people, from the porter on 
up, evidence by their actions and 
their conversation that yours is a 
quality establishment. 

“Your place of business is clean, 
your cars LOOK good, your sales- 
people are intelligent and know 
your product. They are able to 
point out things that will happen 
to the prospect who has been 
offered an impossible deal.” 

The key personnel of a quality 
dealer, Yarnall said, are his sales- 
men. 

“In my thinking,” he said, “they 
are a part of management, and as 
such they must be better informed 
than the fellow they are competing 
against. 

ea x ak 
HEY must be informed as to 
your trading policies, and this 
means they must know the gross 
markup in the transaction and the 


|/amount of this markup you are 


willing to give as overallowance on 
the trade. 

“They must be able to analyze 
the reported deal of a competitor 
and prove up their own deal as 
being equally good if not better... 

“They must be adequately com- 
pensated and must be treated by 
you as the important people they 
are.” 

Although he admonished dealers, 
Yarnall made it clear he believed 
that factories, by failing to inter- 
vene in bad merchandising prac- 
tices, shared responsibility for “the 
chaos in our industry, which results 
in the low profit of the past two 
years.” 

a ey 

ALCOLM L. MILKS, national 

vice-chairman of the NADA 
Young Executives Group, said that 
the key to the future success of 
automobile retailing lay in the de- 
vélopment of professional manage- 
ment in franchised dealerships. 

And the Young Executives Group 
is the means by which this devel- 
opment of management potential 
may be achieved, the Lansing 
Chrysler - Plymouth dealer said. 
He appeared as a member of a 
YEG panel. 

Milks warned dealers not to let 
their outlook, and that of their 
customers, become warped by “the 

(Continued on Page 7, Col, 2) 





Ford Plans New Outlets 


In D. C. Sales Push 


WASHINGTON.—While NADA 
was closing its convention last 
Wednesday, Ford dealers in 
Washington were summoned to a 
meeting at which their zone and 
district managers announced that 
they had recommended that two 
additional dealers be installed in 
Washington. 


During the two-hour meeting, 
frequently marked by prolonged 
and fiery arguments, the dealers 
were told that the extra outlets 
were being opened because the 
Ford dealers did not outsell the 
Chevrolet dealers in Washington, 
as they had been told in an ulti- 
matum four months ago. Final 
determination on the recommen- 
dations will shortly be made in 
Detroit. 
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srievance’ Bill Reported in Works... 


hs 


O’Mahoney Aim: New Franchise 


WASHINGTON.—Senator Joseph 
| O'Mahoney, Wyoming Democrat, 
week promised a_ cheering 


“ground rules” of behavior for 
today’s industrial “giants.” 
“The charter law would estab- 


O'Mahoney said he nevertheless 


believes “we should try to get such} ~  _ 


a law through during this. session 





a of Congress.” 
* * * 


E ALSO called for dealer coun- 


lish rules of responsibility and 
power for all corporations engaged 
in interstate commerce,” the sena- 
tor said. 


rowd of NADA members to push 
for new sales contracts between 
auto makers and dealers which 


that 
rob- 







































of Gwould be enforceable by the courts. d. : cils with regional and national 
ring The senator, who led the recent Admitting that he had not dis-| representatives elected by dealers 
oa 2 : ] | cussed his proposal with colleagues | themselves. 
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with the threat of force.” Quality Dealer cuties ts Gul he O 
his From NADA sources it was clared, “It was one of the most sot ae 
nad barned that one bill was being ‘ . important events of the 20th ; 
ody aepetted to eee — eaten » Tops in Efficiency Century when the automobile |Ray Heads Oakland (Calif.) Area Dealers— 
"ie pe yey to sue manufac- Called Mandatory dealers of America in 1954 and | Tom Ray jr. (Pontiac), left, of Oakland, Calif., is congratulated upon reelection as 
tj os 1955 became aware of the fact | president of the Eastbay Motor Car Dealers Assn. by C. F. Dailey (Chevrolet), who 
S- ‘turers for damages. (Continued from Page 6) that th livia tak te | , rR ; oan 
lis- § * * *# volume-born reference to ‘units > - i in nein . ae | was reelected vice-president. Ed Slusser, center, is association manager. 
? e . . o. | 
‘@IMPLE in design, the bill is! moved’ rather than ‘cars sold.’” ai acdiiaianiers aaen "Senthbate 
‘ ‘J patterned after state usury laws! “‘Units moved’ is a ‘wheel-deal’ they thought they were selling as | ® 
uid, ‘and would prevent retailers from/term,” Milks said, “an expression oon aa ind ndent enter- How to F ht False Ads 
-IN “signing away all rights when they! which implies that the riddance of > - 
sign selling agreements. Usuary| an automobile is more in‘mind than| ? ; : 
all “laws protect a borrower's rights in| the sale of a fine product—a prod-| | The senator told NADA delegates || Deglers Urged to Seek Cooperation of Local BBB 
on dealing with a loan shark, regard-| uct which represents the finest au-| that though they owned their own) In St : Out Shady Practices 
nd less of the terms of the lender’s|tomotive achievements the world| firms, Rp ee eee ee. n amping y . 
. ” elle sur - 
) = — 1% mae ing to what wie theaah ame WASHINGTON.—U se of local|that the second had been success- 
O'Mahoney pointed out that fu- PEAKING on behalf of the| best for your business affairs by| Better Business Bureaus as a lever | ful in Indianapolis. — 
~ ture selling agreements might be Young E ti G the pressure of factory representa-|in cleaning up false and mislead- The board-of-review plan, he 
4 ; tect g xecutives Group, pressure 0. y rep 7 re id ‘ * 
5 made flexible cnough to pro Albert E. Norman jr. of Norman|tives who bore no responsibility |ing advertising was advocated last| said, has been employed in Cleve 
w | dealers and factories in good or |yy tors, Inc, Evanston, Ill, told|for the orders they gave or for| week at the NADA convention. land and Akron. A necessary 
= bad years. convention delegates about “a/the results that followed. The counsel to dealers came from ——— is a et = ay 
- He suggested that manufacturers | ¥44ng man down the street who is ore | David C. Corbin, president of City “Geum by partic * ne Comers. 
m ‘could bear part of the loss result-| 7576 than a little concerned about| « GAINST these men, you had|Chevrolet Co, Akron, and from |. pont who has long been active 
ity gins aan eee a. o his own future and that of the A no forum in which to plead | Birkett L. Williams, NADA direc-| 1) | pant casa sarcan ao 
‘ward outstanding dealers “w eg? ” ae : ; d. 
os oan of extra cars” when public an industry. : your cause,” O’Mahoney said. tor for metropolitan Clevelan staff member to make a daily check 
Moon e’s ashamed,” Norman said, Th speaker offered man Williams served on an NADA | o¢ aiuto advertising and to sho 
demand is high. “of the things he’ doi : e sp ° y - . ked ith o at g Pp 
e things hes now doing in committee which worked w “ 
ey * #* & examples of the growing power of offers “which may seem too good 
as i , order to unload upon a weary giant U. S. corporations, pointing| the Assn. of Better Business Bu- | ¢, pe true.” 
ed OU cannot divide the sage public the unrealistic volume of out that General Motors and five| reaus to draw up a set of ad- When a questionable practice is 
ng into two classes—those who! ears necessary to retain a busi- other companies collected more vertising standards for NADA. uncovered, BBB calls it to the of- 
take no risks | and those who) ness which has taken 25 years money from the people than New Corbin recommended that dealer| fending dealer’s attention. If BBB 
take them ie > aa = and hundreds of thousands of | york ‘City. | associations sit down with the BBB/ and the dealer come to odds, the 
to , clared, adding that negotiation — dollars to build. “Hens eotigenitinnn enveied ty lin their city and draft an ad code| matter is referred to the saver- 
ris wre equitable contracts by the in-| = “This young man has learned that tat hich t te | patterned after the NADA stand-|tising board of review, composed 
dustry “can lead the way on the|the finest automotive product by| *tates which cannot regula , Ww, 
SS a ” ; : ea them,” O’Mahoney said dramati- ards. of nonautomotive businessmen. 
road back to economic liberty. itself, without proper conditioning a , Th d th 1 th 
he ; s ; ‘ : cally, “are greater than one-half Enforcement, he said, could be e board then may clear the 
re Besides considering legislation | and maintenance ae no apa of the countries in the United | handled through (1) getting adver-|dealer, warn him to discontinue 
on permitting dealers to sue their | poor transportation; that without Nations. tising media to reject material that | unpalatable advertising or, in ex- 
factories, the senator told re- |fair pricing and honest financing, “Tg Americans believe that ‘no in-| did not meet code requirements, (2) | treme cases, call ad media into the 
e porters that he favors a Federal |it is at best a poor bargain, and tein ~y ee ¢ that ‘no in’ linsisting that code violators run| case. The latter would ts auimane 
r charter law for corporations | that without resale value, it is at oo om oF eh this ede he | “correction” ads and (3) setting up| ized to suspend advertising that 
s which would Spell out the | best a poor investment. ee eee oe saaiele @ heard of review empowered to conflicted with the dealer's owe 
; HROUGH his association con-| get about the task of providing | invoke sanctions against offenders. ee that, th _ 
n- Dealer Must Sell tacts, Norman said, the young|through the Federal Government| Corbin said that the first system tle oe ae & content ‘cuanea 
by man has decided that he will fight} the rules—not the controls—under | had been worked in St. Louis and de seat ie esented aan ae 
ey Self P bli for “a condition of balance and (Continued on Page 8, Col. 4) to some extent in Cleveland, and ya 
1¢ : ’ ssn. of Better Business Bureaus 
to u 5 |understanding between the ele- teak am fone uoh an ieee 
rs, ° ments of production and distribu- ae 
dé NADA Aide Says tion for the ultimate benefit of the|| NADA Exhibitors Kept Busy... ns a ee could not 
~ consumer and our economy as a SS a ea ee NADA Direct Rwiltt id 
a eek a, a ae en G ‘—T: . that false and misleading adver 
ne =© Cooper, chairman of the NADA Stewart H. Johnson, national Sh t L O | tha € 
ts national affairs committee, last} vice-chairman of the Young OW e€ S Ive nes saet nik aoe oe word 
v0 — week castigated dealers for failing| Executives Group, declared that Some. 
to promote themselves as effectively future automotive sales prospects By Jack Weed tionary posts. Air can be led to “Tt is local,” he said, “when a 
al | 28 they had promoted their product. _ ——— ee he — oe Service and Truck Editor the hoist either from along the | gealer or a group of dealers does 
Speaking at the NADA conven- cian.” ry faced = 3 | Ey Aaa FOn— Although few| floor or from the ceiling above. |it and becomes national when the 
at tion, Cooper declared: “We have| ‘5, - said, was “production’s new things were shown at the} Another new machine in line|idea is sometimes picked up and 
of convinced the public that the prod- inability to pro duce a relatively| Shop equipment exposition, all ex-| with the need for corrective equip-| advocated by some overenthusiastic 
Be uct was a safe buy wherever he simple, low-cost, yet stylish car.” He hibitors contacted last week were|ment that will solve some of the factory representative. 
< might find it. Today he is finding it noted that large and complex | ore than pleased with the play| problems brought on by modern _ “As dealers, you and I have an 
in strange places and we don’t like engines. far exemala had aiv lthey got from dealers during the engine design was a camshaft interest in seeing that the adver- 
it.” bith a Sealine taal = eain.| NADA convention. grinder that can bring a worn|tising run by our competitors 
’ at : “a : ret 
Now, he said, dealers must estab- | tenance difficulties. | Almost all the 78 exhibitors re- oe oe —, Sea eS Se ee ee 
lish in the public mind the ideas * * * | ported considerable interest, and | 2” a ab y uplica a aie nning ii r : al a 
, oe, that there is more to buying a E second problem —“perhaps| many reported spirited buying. — a ro oo noe eae oe 
car than price, (2) that the dealer our biggest problem,” said; One exhibitor said a dealer told) S"™°* '™*° ne new shat. 
is as important as the car he sells| Johnson, “is the fact that Our | him that he had bought more than This machine is made by Van B tl > H ld 
and (3) that the car buyer’s one|industry’s ability to mass-produce| 19999 worth of shop equipment | Norman Co. and is said to correct oo egging e 
-t assurance of motoring satisfaction | is outstripping our industry's ability| trom among the exhibitors. rough idling in engines that have A ° 
re is in the dealer’s ability to provide|to distribute the product.” Pap ichhigy *- been rebuilt or reringed. Ss Prevalent ai 
e maintenance, service, integrity and} Johnson cited the Young Execu- : * * «# 
responsibility. tives Group as a medium for learn- QE of the ee Geen for NEW heat bank containing T-3 Canada as in U S: 
i ; the play the exhibitors received eWe 
Cooper called upon dealers to| ing to sell more efficiently and for quartz lamps was shown by 


maintain close contact with their 
congressmen in order to safeguard 
dealer interests. But he warned that 
dealers must have public opinion 
on their side if they hoped to be 
successful in the halls of legisla- 
ture. 


i Cooper said that besides such 


Spectacular measures as antiboot- 
leg, territory-security and phantom- 
freight legislation, NADA had 
fought for: 


Preservation of wage and hour 
retail exemptions; elimination of 
excise taxes on driver-training ve- 
hicles; amendment of the Internal 
Revenue Code to restrict Govern- 
ment tax-lien rights; reduction of 
automotive excise taxes; review of 
the Social Security law; preserva- 
tion of gains and attainment of 
more favorable decisions and stand- 
ards in the labor-management area; 

pport of national highway legis- 
_ lation, and revision of the proposed 


*. Mansure Plan. 


learning more about the application | 
of sound management principles to 
an ever-changing market. 





Dealer Support Urged 
For Bell Testimony 


WASHINGTON. — Walter B. | 
Cooper, chairman, NADA Na- 
tional Affairs 
wired state associations to sup- 
port the testimony given by 
Frederick J. Bell, NADA execu- 
tive vice-president, before the 
Monroney committee. 

All dealers were urged to wire 
Senators A. S. Mike Monroney, 
Frederick G. Payne and Strom 
Thurmond at the Senate Office 
Building here saying they were in 
“full support” of Bell’s testimony. 
State associations were advised 
that if their dealers were divided 


Committee, has | 





on territory security to “tell the 
senators frankly” that they are. 





at this show in comparison to some 
others held in the past. was the 
unexcelled facilities made possible 
by the Sheraton Park hotel. 
During the past year, the hotel 
built a new wing with a magnifi- 
cent auditorium and an exhibit 


hall directly beneath, easily 
reached by stairs leading from 
the hall. 

As all the meetings and general 
events were held in the auditorium, 
a greater number of dealers visited 
the exposition immediately after 
each event broke up. 

* x * 

re LINE with meeting the need 

for machines that will enable 
the dealer to put more work 
through his current facilities was a 
new Globe hydraulic hoist that can 
be mounted in a second-floor shop 
where it is impossible to have a 
well for the hoist posts below the 
floor level. 

This hoist operates with the 
carrying members rising on sta- 





Fostoria, maker of heat banks for 
the drying of paint and enamels. 

This heater generates too much 
heat for paint work as it instant- 
ly produces up to 1,000 degrees. 
It has many industrial uses, how- 
ever, in both the automotive and 
printing trades due to the inten- 
sity of the heat and the rapidity 
with which the heat can be ap- 
plied and turned off. 

The NADA show management 
announced that because of inability 
to utilize space that was originally 
planned, a number of would-be ex- 
hibitors had to be turned away. 


Jones Chevrolet Burns 


BONAFAY, Fla.—The Jones 
Chevrolet Co. building here has 
burned to the ground. The loss was. 
estimated at $125,000. J. J. Jones 
Co., which also operates a dealer- 
ship in Graceville, Fla., owns Jones 
Chevrolet. 





WASHINGTON.—Top spokesmen 
for Canada’s new-car dealers were 
watching NADA convention devel- 
opments closely “because anything 
that happens in the U.S. industry 
rebounds on Dominion retailers.” 

James L. Cooke, president of the 
Federation of Automobile Dealer 
Assns. of Canada, said that boot- 
legging north of the International 
Boundary “is just as bad, if not 
worse, than in the U.S.” 

He guessed that as many as 20 
percent of the new cars sold in 
and around Toronto come from 
used-car lots. 

Cooke was accompanied by 
Howard B. Moore, the Federation’s . 
executive vice-president, who said 
Dominion dealers had not turned 
to the government in Ottawa for 
any relief from bootlegging. 

But he said he hoped U.S. actions 
would bring equitable factory- 
dealer contracts, “because the rate 
of dealer failures in Canada is 
definitely on the rise.” 
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By J. H. Reed 
Staff Correspondent 
SAN ANTONIO.—Is the era of 
“wild trading’ which has plagued 
the auto industry for two years 
beginning to play out? 
* Or is “free wheeling” something 
* that new dealers viuese days have 
to experience before they either 
go broke or settle down to doing 
business in more conventional 
charnels? 


Sales curves, showing the com- 
parative business done by three 
pairs of San Antonio new-car deal- 
ers in 1955 seem to indicate that 
both hypotheses may be correct. 

One sales curve, comparing a 
“wild-trading” Chevrolet dealer 
with a conservative outlet in the 
same line, shows the wild trader 
led in new-car sales for eight 
months in 1955. 


His sales totals for August and 
September went “clear off the 
board,” with totals of 218 and 188. 
His total registrations for the 
charted period were 1,670, compared 
with 956 for his more conservative 
and better-established competitor. 

At first glance, that might seem 
to bear out the contention that 
what the industry needs is new, 
. life to stimulate sales—and clear 
the factory lots. 

However, the free-wheeler’s sales 
started to drop in October, when 
sales began to be difficult, and slid 
further in November and December, 
when he lost the lead position to 
another and newer wild trader. 

A second comparison—of “wild” 
and conservative Ford dealerships— 
tells the same story, but on a less 
sweeping scale. 

Here the established dealer put 
up more of a fight, or else the 
promotions of the newcomer were 


Whither Wild Trading? 


San Antonio Analysis Shows Conservative 


Deals Pay Off in Tight Market 





not quite so effective. 

After an up-and-down battle in 
which the established dealer 
shaded the wild trader by 1,089 
registrations to 1,087, sales for the 
maverick started downward in 
October and continued to drop 
till year-end. 

Sales for the older dealer, on the 
other hand, started to rise in No- 
vember and continued upward in 
December. 

This comparison also bears out 
the theory that the wild trader} 
cannot survive when the market! 
begins to tighten. 

The third comparison, of radical | 
and conservative Buick dealers, | 
tells a different story. 
Starting with the sale of one car} 
in March—while his competitor was 
selling 116 new cars — the wild 
trader pushed sales up to 112 in 
September. However, his total 
dropped off to 57 in November 
before climbing back to 97 in De- 
cember. 

His sales for the year, 623, 
never succeeded in catching up 
with the 937 recorded by his 
established competitor. Perhaps 
now they never will. 

In each of the three comparisons 
the same story is told. The wild 
trader makes a good showing—for 
a time. But there seems to be a 





turning point when wild trading 
can carry the new dealer no further. 

A 20-year veteran of new-car 
dealing in San Antonio describes 
the high-volume auto dealer this 
way: 

“In order to meet factory 
demands and sell all of the cars the 
factory wishes to place with him, 
he starts selling for what he can 
get. 


“He gives higher and higher 
discounts. He takes less and less 
as a downpayment. He _ gives 
ridiculous terms in order to make 
sales. And — perhaps worse than 
any other business mistake — he 
sells his used cars to the whole- 
saler instead of trying to retail 
them himself. 





jcounry POOR FARM 
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“While the dealership lasted I 
had a lot of quick sale action.” 





U. S. Rubber Begins 


Pittsburgh Depot 
PITTSBURGH.—Ground has 
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With Court Enforcement... 





O’Mahoney’s Target: 
New Franchise 


(Continued from Page 7) 


|which our economic system shall 
| work.” 


Without such ground rules, he 
| said, “individuals find themselves 
| dealing with large corporations by 
|which they are as clearly out- 
classed as a featherweight would 
|be in the same ring with Mar- 
| ciano.” 
| * * * 
| FUST as a result of the General 
lJ Motors hearings, O’Mahoney 
| continued, “it can now be said 
|that the signs are already appear- 
|ing to indicate a better relation- 
| ship between the factory and the 


“Having started crazy business,| been broken for a new branch and | dealer.” 


he is simply unable to stop. So he 
keeps on doing a volume business 
until, in the end, he goes out of 
business. 


“The sad part is that before his 
demise, he may force his competitor 
to sell out.” 


By John K. Teahen jr. 
Staff Writer 

N OFTEN-HEARD dealer com- 

plaint in these days of high- 
volume selling is: “The factory 
says, ‘Sell, sell, sell.’ It wants us 
to give our profit away and we 
just can’t stay in business on those 
terms.” 


But some dealers themselves 
appear to have the same low 
regard for retail profits that 
their brothers attribute to the 
factory. 

“No profit” ads abound in the 
nation’s newspapers, and who can 
blame the buyer for saying “no” 
to sensible deals when he has been 
nurtured for months on an adver- 
tising diet of “We'll give you every- 
thing but our building if you deal 
with us.” 

* * * 

OLUMBIA Oldsmobile, Cincin- 

nati; Logan Oldsmobile, Port- 


warehouse for United States Rub- 
ber Co. in Stowe Township. 

The new facilities, which will be 
completed in the late fall, will re- 
place present offices and ware- 
houses at two downtown Pittsburgh 
locations. 


jland, Ore. and Clifford Monroe 
| (Dodge-Plymouth), Flushing, N. Y., 
|fell into the latter category in 





Packard Program 


Aimed at Women 


DETROIT. — A $1,380,000, 45-day 
marketing program aimed at gen- 
erating greater interest among 
women for engineering features 
and innovations exclusive on 
higher-priced automobiles is an- 
nounced by Donald R. Stuart, gen- 
eral sales manager of Packard- 
Clipper. 

Stuart said that the 45-day ac- 
tivity will be used as a laboratory 
project for evaluating merchandis- 
|ing methods and procedures that 
|will be followed by his company 
| throughout 1956. 








Truck Dealers 


to Be Given 


Louder Voice in NADA 


WASHINGTON.—Several hap- 
penings at the NADA convention 
here indicate that truck dealers will 
play a more important part in 
NADA affairs from now on. 

The first indication was the 
passing of an amendment to the 
by-laws which permits the NADA 
president to appoint a truck com- 
mittee which would not necessar- 
ily be composed of NADA direc- 
tors. 

It was implied that the commit- 
tee would be small and that it 
would lean heavily toward exclu- 
sive truck dealers. 

Some dealers, noting that dealers 
who sell both cars and trucks far 





Appeal Widened 
By Old Timers 


WASHINGTON. — With about 
300 dealers and factory executives 
present, the Auto Old Timers, Inc., 
last week broadened its name to 
“Automotive Old Timers, Inc.,” so 
that persons in the aviation and 
auto-allied fields might become eli- 
gible for membership. 

The name change must be rati- 
fied by the directors later this year. 

Speakers at the area luncheon, 
held in conjunction with the NADA 
convention, included Secretary of 
the Interior Douglas McKay, who 
reported that President Eisenhower 
was in “fine shape;” Billy Hugh- 
son, veteran Ford dealer, who in- 
vited members to next year’s NADA 
parley in San Francisco, and Rus- 
sell Singer, of the American Auto- 
mobile Assn., who presented a 
special plaque to William Randolph 
Hearst jr. for his highway efforts. 

Life magazine, with Warren A. 
King, manager of the publication’s 
auto department, doing the script, 
presented its “Romance of the Au- 
tomobile.” 


outnumber those who sell trucks ex- 
clusively, feel that the committee 
should be composed of an equal 
number of combination dealers and 
exclusive dealers. 

It is understood that NADA will 


urge state associations to follow the | 
national group and incorporate an | 
active truck committee in their or- | 


ganizational setup. 

It is felt that this would at- 
tract more truck dealers to mem- 
bership and would give the prob- 
lems of truck dealers in local 
areas active and intelligent 
handling. 

Another indication that truck 
dealers will get to participate more 
actively in NADA affairs was seen 
in that this convention had a truck 
clinic for the first time since 1949, 
when such a clinic packed the 
meeting in San Francisco. 

At least 1,700 dealers attended 
this year’s clinic on Sunday after- 
noon. The clinic was not too well 
publicized and was even lost in 
the program, where it was labelled 
as part of a service presentation. 

- Because it drew so many dealers 
despite these handicaps, NADA 
| Officials are convinced that a truck 
/event, properly billed and promoted, 


would be of more than ordinary 
interest to a large part of NADA 
membership. 

When the truck clinic was an- 
nounced at the conclusion of the 
service talk, not more than 150 
dealers left the room. This would 
appear to show that a large part 
of the Sunday-afternoon audience 
turned out primarily to attend 
the truck clinic. 


A number of _ truck-minded 
NADA members have said they feel 
that, to be most effective, the 
truck committee should be com- 
posed of four heavy-duty-truck 
dealers and four dual dealers so 
that the truck industry could have 
wide representation. 


The chairman, no doubt, will be 
one of the NADA directors and 
will be a dealer in both cars and 
trucks. —Jack WEED. 


Magazines Give 
Big 3 Chiefs 
Feature Stories 


DETROIT.—Presidents of the 
Big Three were given blanket 
coverage in national magazines. 

Saturday Evening Post, in a fea- 
ture article, discussed the part 
played by President L. L. Colbert 
in what it termed Chrysler Corp’s 
comeback. 

Henry Ford II, president of Ford 
Motor Co., was the subject of a 
“cover piece” in Life magazine. 

Fortune, in its current issue, 
probes into details of the business 
life of Harlow H. Curtice, presi- 
dent of General Motors. 










nated him “Man of the Year.” 


This comment was underscored 
| by NADA President Frank H. 
Yarnall, who announced that “there 
are many indications that a new 
|and improved contractual relation- 
ship will 
|months have passed in this year.” 


- Dealers Try ‘No-Profit Ads’ 


dealer ads surveyed by AUTOMOTIVE 
News last week. 
“Show us $1 profit and we will 


deal,” Columbia announced. An- 
other Columbia ad mentioned 
twelve 1956 demonstrators and 


officials’ cars “to be sold regardless 
of price.” 

Logan trumpeted, “Profits take 
a holiday today” in advertising a 
one-day sale of 25 new ’56 Olds- 
mobiles at “warehouse base- 
ment ‘no-profit’ prices.” 

Gilbert Ave. Pontiac, Cincinnati, 
advertised ’56 Pontiacs at “savings 
of $750” and explained it needed 
tradeins to balance its used-car 


inventory. 
* * x 
LIFFORD MONROE offered 
“factory-fresh 1956 cars at 


dealer cost.” 

Monroe’s explanation: “Our loss 
is less if we sell at dealer cost 
than if we pay carrying charges 
for 30 days.” 

In Baltimore, Weiss Motor Co. 
(Ford), spoke of the “greatest deal 
anywhere on a 1956 Ford — $100 
down, 42 months to pay.” L. O. 
Gates Chevrolet Co., South Bend, 
also used the extended-payment 
routine. 

Gates advertised no money down 
and payments of $6 a month for the 
first 12 months, with normal pay- 
ments starting in March, 1957. 

* * eg 


(Dodge-Plymouth), Walla 
Walla, Wash., turned to the news 
of the day to declare: “President 
Eisenhower urges credit control, but 
until they actually slap the controls 
on, we are going to continue to 
be the northwest’s highest trader.” 





exist before too many | 


RED BECKER MOTORS| 


| But O’Mahoney doubted that 

factory-dealer problems could be 

solved “without the sanction of 
law.” 
| He cautioned that “a system 
|which allows the manufacturer to 
convey his orders orally and with- 
out record establishes an atmos- 
phere of arbitrary power which in- 
evitably breeds not only discontent, 
| but fear, and finally resentment that 
is bound eventually to explode to 
the detriment of all concerned.” 
|@ Revised selling agreements, he 
| said, should bind the manufacturer 
|}to convey any orders or sugges- 
[tions to dealers in writing. 

* * * 
NOTHER defect in present sell- 
ing agreements, the senator 

went on, is the factories’ right 
|of termination. 

“Despite all the protestations 
manufacturers that they wish 
be fair and just to the dealer,” 
charged, “they have contrived 
the common form of franchise 


of 
to 
he 
by 
to 


put themselves in an impregnable 
position, while the dealer is at their 
mercy.” 

When a dealer with a one-year 
franchise approaches the renewal 
date, he added, “he is in no po- 
sition to bargain.” 





Women Deemed 
Shy of Big Cars, 


Horse power 


WASHINGTON.—Delegates to 
last week’s NADA convention were 
told that two things—large size 
and high horsepower — troubled 
women buying cars. 

Charlotte Montgomery, automo- 
bile editor of Good Housekeeping 
Magazine, said that to a woman 
bigness in a car meant difficult 
parking, clumsiness and poor 
vision. Since most cars today are 
large, she suggested that maneu- 
verability be stressed in sales to 
women. 

As for horsepower, she said 
women were frightened by the idea 
of uncontrollable power. 

Editor Montgomery said she 
found that automotive features 
favored by women were safety de- 
vices, ease of operation, ease of 
handling, comfort—‘“all the way 
from foam seats to air condition- 
ing’—ease of cleaning upholstery, 
good vision, quality workmanship, 
|and good looks and beauty. 
| Polling 240 women, she learned 
that almost one-third were respon- 
sible for servicing the family car. 
|She advised dealers to employ a 
woman traffic manager in the serv- 
ice department to see that women 
customers didn’t get the “second- 
class treatment” about which they 
frequently complained. 














Columbus Dealers Cite Retiring President— 


W. C. Ewart (Pontiac), seated right, retiring president of the Columbus Automobile 
Dealers Assn., receives a plaque for “outstanding service and loyalty" from C. W. 


Curtice was also the subject of | Medick (Ford), past president. Newly elected officers include, standing, from left, 
a “cover piece” in Time magazine | George Krieger (Packard), secretary; Robert D. Keim (Ford), treasurer; Common Pleas 
|early last month when Time desig-| Judge Dana F. Reynolds, who installed the new officers; George H. Woodworth 
| (Chevrolet), vice-president, and K. C. Browne (DeSoto-Plymouth), president. 
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LIKE THE LOOKS...HOW IS IT MECHANICALLY ?” 


Plymouth’s engineering superiority means more unused mileage, 


easier sales...better profit...fewer headaches. These facts show why: 


PART-BY-PART PROOF OF PLYMOUTH’S 
ENGINEERING LEADERSHIP IN THE LOW-PRICE 3! 


Comparison based on 1954 models of the low-price 3, which you will be getting as trade-ins in great i 
measure this year. Most of these Plymouth engineering advantages apply in other model years as well! Ply mouth No. 1 Taxi ! There are more P lymouths used 


Plymouth| Car A as taxicabs than all other makes combined! Impressive 


evidence of low upkeep, top stamina. 


Resistor-type Spark Plugs : 
Exhaust Valve Seat Inserts Supreme as ‘‘Second Car’’ More and more motorists 


Chain-type Camshaft Drive ... . are making that “second car” a used Plymouth . . . discover- 
Oilite Fuel Filter... - . ing its economical long life and ease of handling in con- 


Floating Oil Intake . : . . 
sae Oil Pump gested shopping areas. They like Plymouth’s exclusive 


Oil Bath Air Cleaner safety features, too. 

Safety-Rim Wheels 

S-aylinder. Front Grains « BEST BUY NEW...BEST BUY USED! 
Independent Parking Brake .. . aw ae 
Electric Windshield Wipers .. . 

Oriflow Shock Absorbers 

Widest, Most Rigid Frame 

Cowl Ventilator ..... 

Complete Rustproofing of Bodyshell 

Full-width Defroster Vents 
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only when the President should be/| will hold credit control hearings, 





AUTOMOTIVE WASHINGTON 


Ike Pitched a ‘Curve’ 
On Credit, Foes Say 


By William Ullman 

Washington Correspondent 

7. President Eisenhower pitched his request for 
standby consumer credit controls to Congress, many 
legislators called it a curve ball. 
There are severe critics of the surprise proposal on both 
sides of the aisle, but the most outspoken opposition is 


coming from the President’s 
own party. Two powerful 


Republican leaders on the}; 


House side, for instance, were quick 
to say that they vigorously dis- 
agreed with the Chief Executive 
over the need for credit curbs. 
Rep. John Taber, of New York, 
senior GOP member of the House 
Appropriations Committee, said he 
didn’t think the nation is ready 
for credit controls because the 
banks are doing a good job al- 
ready. In more allegorical language, 





Rep. Jesse P. 





Wolcott, Michigan 
Republican, who 
is his party’s sen- 
ior member on 
the House Bank- 
ing Committee, 
pictured standby 
controls as a 
“sword of Damo- 
cles” poised over 
the head of in- 
dustry. 

There is one 
time and one time 


given control over credit, asserted 
Wolcott, and that is in the case of 
a declaration of war. 

To some extent, Wolcott’s view 
was shared by the Democratic 
chairman of his committee. Ken- 
tucky Congressman Brent Spence 
remarked that any sort of controls 
are “distasteful” to the American 
people, and he was averse to giv- 
ing the President power to impose 
them unless there is a compelling 
reason to use them now. 

And powerful Democratic oppo- 
sition to credit controls also comes 
from Rep. Wright Patman, Texas 
Democrat, chairman of the House 
Small Business Committee. 

“If anything,” Patman declared, 
“the use of consumer credit needs 
to be expanded, not contracted, if 
we are to increase purchasing 
power sufficiently to support the 


needed rise in retail sales.” 
* 7 + 


Fulbright Isn’t Sure 


— legislators thought to be 
the likeliest friends of standby 
controls are not convinced the 
economy needs them yet. Senator 
J. W. Fulbright, Arkansas Demo- 
crat, chairman of the Senate Bank- 
ing and Currency Committee which 


admits that he believes consumer 
credit has soared too high for com- 
fort. 

But he thinks indirect credit 
controls, such as manipulation 
of discount rates by Federal Re- 
serve Banks, are a better answer 
than direct curbs. 

Before making up his mind for 
good, however, Fulbright wants the 
opinion of the Board of Governors 
of the Federal Reserve System. 
During hearings on renomination 
of the board’s chairman, William 
McChesney Martin jr., the FRB 
chief said the governors had made 
no decision on the need for con- 
trols so far. But if controls are 
needed, Martin emphasized that 
they should be made a permanent 
part of a law, with their adminis- 
tration “insulated” from political 
pressures. 

Oddly enough, while some con- 
gressmen were complimenting pri- 
vate bankers for handling the 
credit problem so effectively, two 
New York bank executives said 
they favored restoration of Fed- 
eral credit controls. 

They were S. Sloan Colt, presi- 
dent of the Bankers Trust Co., 
and William N. Enstrom, chair- 
man of the Irving Trust Co. One 
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irestone 


DEMOUNTABLE ONE-PIECE DROP CENTER 





RIMS FOR TUBELESS TRUCK TIRES 


Never before has a rim been precision engineered to 


such close tolerances. The exclusive Firestone Mounting 
Ring is built for the tightest fit possible before being 
pressed and then welded to the rim. This assures a 
perfect rolling wheel . . . prevents any wobbling! 


It's the rim of tomorrow — but Firestone brings it to you 
today! It has the unanimous acceptance of truck manu- 
facturers and its 15 degree taper construction has been 
officially approved as standard for the industry by the 
Tire and Rim Association. No wonder 8 out of every 10 
tubeless truck tires are mounted on Firestone rims! 


INCREASED PAYLOAD... 
Up to 108 Ibs. Less Weight Per Axle 


ABSOLUTELY SAFE... 
No Rings to Blow Off . . . No Tire Run Off 


SIMPLIFIED SERVICE... 
Easy to Mount as a Passenger Car Wheel 
Assembly 


INTERCHANGEABLE... 


Mates with Conventional Rims on Dual Wheels 


For Further Information FIRESTONE STEEL PRODUCTS CO. Akron 1, Ohio 


Call or Write the... 


or your nearest rim distributor 





said he would like to see banks 
control it themselves, but feared 
they might be violating the anti- 
trust laws. 

Here is the paradoxical picture 
of Congress telling the bankers to 
go ahead and regulate credit, while 
the bankers advise Congress to per- 
mit the Government to handle the 
matter. It is certainly a reversal of 


traditional roles. 
+ * * 


Sikes Sees ‘Monster’ 


ON THE same day that NADA 
directors were deliberating in 
Washington’s Sheraton Park Ho- 
tel, members of the House of Rep- 
resentatives heard a spirited ad- 
dress on dealer problems by Rep. 
Robert L. F. Sikes, Florida Demo- 
crat. 


“Manufacturers want to sell 
more cars,” declared Sikes. “But 
by so doing, they may be creat- 
ing a monster which can destroy 
their own industry if, in the 
process of selling cars, they bank- 
rupt the automobile dealers of 
America.” 


The Florida congressman blamed 
new-car “bootlegging” on one ma- 
jor cause. “Auto dealers,” he ex- 
pounded, “constantly are having 
their hands tied by the manufac- 
turers in that they are being forced 
to accept an assigned quota of cars 
regardless of local or national mar- 
ket conditions.” 


He added that “in light of the 
present situation,” bootlegging is 
the overstocked dealer’s only re- 
course. 


“Legislation may be needed to 
prohibit the manufacturer from 
forcing cars on the dealer if he is 
unable to sell them on the market,” 
Rep. Sikes added, but he admitted 
that there are too many bills on 
the statute books already. 


The speechmaker was _ inter- 
rupted by Rep. Charles A. Hal- 
leck, Indiana Republican, who 
wanted to know if Sikes blamed 
any Government policy for the 
auto dealers’ dilemma. 

Sikes replied that “this is quite 
clearly a policy of the manufac- 
turers. I do not know the attitude 
of the Government toward this 
policy; I trust it recognizes there 
are dangers involved.” 


Zink Announces 


‘Harmony Design’ 
*56 Seat Covers 


FREMONT, O.—Howard Zink 
Corp. here has announced a new 
line of seat covers for 1956 designed 
to harmonize with late-model car 
interiors, according to C. M. 
Werling, executive vice-president. 

The covers are being delivered to 
Zink outlets, and have been de- 
signed to meet the demands of 
style-conscious car owners, Wer- 
ling said. 

“They also have been designed 
to fit the needs of the retailer,” 
he said. “He will be able to offer 
a wide selection with lower inven- 
tory and still realize ample profit.” 


Werling sees a “substantial sales 
uptrend” in 1956. 

Zink covers will be available in 
clear plastic, fiber fabrics, Saran 
plastic and Gard-Lon. “Jiffy 
covers” in corduroy and _ terry 
cloth also will be offered. Prices 
range from $10.95 to $29.95. Wer- 
ling said. 


Foraker Added 
To Quinn’s Staff 


DETROIT. Appointment of 
Walter E. Foraker as organization 
and development manager on the 
staff of the presi- 
dent has been an- 
nounced by E. C. 
Quinn, Chrysler 
division presi- 
dent. 

Foraker, who 
has been execu- 
tive development 
coordinator for 
Chrysler division, 
has beenwith 
Chrysler Corp. RS 
since 1934 when W. E. Foraker 
he joined Dodge’s distribution de- 
partment. 


Following his appointment, 
Foraker named E. E. Angerman to 
the post of executive development 
coordinator. Angerman joined 





Chrysler Corp. in 1943. 
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than any other newspaper 


The motor-minded people of Greater 
Philadelphia spend $896,000,000 a 
year on automobiles and accessories. 
Their favorite newspaper is The 
Evening* and Sunday Bulletin. 


Unusual reader attention is being paid 
now to the sparkling new make-up of 
The Sunday Bulletin. Published on new 
presses, in new type, in the world’s most 
modern newspaper plant, The Sunday 


Bulletin features 10 separate sections, 
R.O.P. editorial and advertising color. 


The Bulletin packs selling power 
throughout a market noted for its buy- 
ing power. Philadelphians like The 
Bulletin; they buy it, read it, trust it 
and respond to the advertising in it. 


The Bulletin is Philadelphia. 


*Largest evening newspaper in America 


In Philadelphia nearly everybody 
reads The Bulletin 


Advertising Offices: Philadelphia, 30th and Market Streets 
New York, 342 Madison Ave. @ Chicago, 520 N. Michigan Ave. 


Representatives: Sawyer Ferguson Walker Company in Detroit 
Atlanta © Los Angeles * San Francisco 
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* ¥ |. Fair and equitable contracts between manufacturers and dealers in 

A motor vehicles, parts and accessories; i. 
{ 2. Every dollar of gasoline and oil taxes, collected by states and federal 

t governments, applied to the building and maintenance of highways; 

R { 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 


Capsule Comment 


- HIS economic report, President Eisenhower noted that 
the auto industry now is bringing its production into 
better adjustment with market demand. 


Has the Chief Executive been talking to dealers? 


West Coast salesman claims that many sales managers 
are more concerned with their paper work than with closing 
a sale. 


Wonder if this is the case in many dealerships. 


* * * 


Wisconsin Automotive Trades Assn. praises a model con- 
tract signed recently by a Wisconsin dealer and his factory. 


Another step down the road toward improved relations. 


January sales figures indicate that things are going much 
better with the manufacturers who are able to get the most 
four-door hardtop production. 


It’s possible that the increasing popularity of this one 
model will tell the story of the 1956 sales race. 


* * Oe 


A dealership analyst said last week that the dealers who 
study their operations the most are usually the more alert 
operators—and consequently their operations require less 
study. 

Apparently the “inquiring mind,” mentioned repeatedly 
by GM President Harlow Curtice, has applications on the 
dealer level, too. 


* * ” 


Some 19,000 dealers replied to Senator Monroney’s ques- 
tionnaire, asking for their thinking on the auto industry. 


What happened to the other 23,000 dealers who passed 
up a golden opportunity to give their views to the nation’s 
lawmakers? 


Coming 
Events 


Dealer Conventions 


Feb. 27— Louisiana Automobile Dealers 
ag Hotel Roosevelt, New Orleans, 


ey 14-15—Pennsylvania Automotive Assn., 

The Inn, Buck Hill Falls, Pa. 

May 26-28— South Carolina Automobile 
Dealers Assn., Ocean Forest Hotel, Myr- 
tle Beach, S. C. 

June 25-27 — 
Dealers Assn., 
Mich, 

June 28-July I—New York State Automo- 
bile Dealers, Inc., Directors and County 
Vice-Presidents Spring Meeting, Lake 
Placid Club, Lake Placid, N. Y. 

Sept. 17-18—Minnesota Automobile Dealers 
Assn., St. Paul Hotel, St. Paul, Minn. 
Sept. 30-Oct. 3—New York State Automo- 
bile Dealers, Inc. 33rd Annual Conven- 
tion, The Concord, Kiamesha Lake, N. Y. 
Oct. 21-23—Florida Automobile Dealers 
aun. Fort Harrison Hotel, Clearwater, 

a. 

Dec. 2-4—Ohio Automotive Dealers Assn., 

Cleveland, O. 


Michigan Automobile 
Hotel Olds, Lansing, 


Dealer Auto Shows 


Feb. 3-12—Omaha Auto Show, New Mu- 
nicipal Auditorium, Omaha, Neb. 

Feb. 5-12—Dalias Auto Show, Fair Park, 
Dallas, Tex. 

Feb. 6-l1—Denver Auto Show, Coliseum, 
Denver, Colo. 

Feb. 11-18 — Milwaukee Auto Show, Mil- 
waukee Arena and Auditorium, Milwau- 
kee, Wis. 

Feb. 12-19 — Lansing Auto Show, Civic 
Center, Lansing, Mich. 

Feb. 18-26—Detroit Auto Show, Michigan 
State Fair Grounds, Detroit, Mich. 

Feb. 19-25—Syracuse Auto Show, Onon- 
daga County War Memorial building, 
Syracuse, N. Y. 

Feb. 25-March 3—Kansas City Auto Show, 
Exhibition Hall, Municipal Auditorium, 
Kansas City, Mo. 

March 7-l11—Spokane Auto Show, Colli- 
seum, Spokane, Wash. 

March 9-11 — Kansas Motor Show, Sports 
Arena, Hutchinson, Kansas. 

March 16-18—Wichita Auto Show, Univer- 
sity of Wichita Field House, Wichita, 
Kans. 

April — Lewiston Auto Show, 
Armory, Lewiston, Me. 


Lewiston 
aa * * 


General 


Feb. 4-12— General Motors Motorama, 
Dinner Key Auditorium, Miami, Fla. 
Feb. 6-9 — Automotive Accessories Manu- 
facturers of America Exposition, Navy 

Pier, Chicago, Ill. 

Feb. 12-26—NASCAR Speed Weeks, Day- 
tona Beach, Fla. 

Feb. 21-22—MEMA, NSPA and MEWA 
National Conventions, San Francisco, 
Calif. 

March 3-l1—General Motors Motorama, 
Pan Pacific Auditorium, Los Angeles, 
Calif. 

March 6-8—Society of Automotive Engi- 
neers, Passenger Car, Body, and Mate- 
rials Meeting, Hotel Statler, Detroit. 
Mich, 

March 19-2i—Society of Automotive Engi- 
neers, Production Meeting and Forum, 
Hotel Statler, Cleveland, O. 

March 24-April |—General Motors Motor- 
ama, Civic Auditorium, San Francisco, 


Orit. 

March 27-29 — Canadian Automotive 
Wholesalers & Manufacturers Assn., 
King Edward Hotel, Toronto, Canada. 

April 16-20 — New York's annual Safety 
Convention and Exposition, Hotel Stat- 
ler, New York, N. Y. 

Apr. 19-29—General Motors Motorama, 
National Guard Armory, Boston, Mass. 

April 21 - May 2—38th International Motor 
Show, Turin, Italy. 

April 28-May 6—International Automobile 
Show, Exhibition Hall, Coliseum, New 
York, N. Y. 

June 3-8— Society of Automotive Engi- 
neers Summer Meeting, Chalfonte-Had- 
don Hall, Atlantic City, N. J. 

June 11-15—National Plastics Exposition, 
New Coliseum, New York, N. Y. 

Sept. 20-22—Automotive Parts Rebuilders 
Association Convention and Trade Show, 
Edgewater Beach Hotel, Chicago, Ill. 


30 Years Ago nee 





Automotive Cartoon 


Of the Week 


(During iliness of Ogg Fitzgerald, other cartoonists are filling this corner). 


"I've called this little meeting of the sales staff 
to discuss our soaring stock problem." 


Letterbox 


‘Selling for 30 Years... - 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


A Salesman Speaks 


I am writing in regard to the 
article “Where Are the Salesmen?” 
in the Jan. 16 issue of AUTOMOTIVE 
News. 

I don’t feel that there is a short- 
age of auto salesmen. As a matter 
of fact, I feel that the dealers hire 
men without enough knowledge of 
their auto selling. It seems that the 
major part of auto salesmen, that 
I have met, put a remarkable em- 
phasis on discount in their selling. 

Most General Motors dealers 
work on a 24 percent profit or 
F.O.B. list plus a retroactive re- 
serve in metropolitan areas, of 
$17.50 per unit. The dealers have a 
pack from $150 to $350, including 
Ford, Chevrolet and Plymouth cars. 
This packs the price out of the 
buyer’s reach. 


I have been selling for 30 years 


and I have done very well, making | 


big money by honest selling and 
treating the customer right. 

I would like to bring to your at- 
tention the fact that auto salesmen 
are the only ones that have not 
had their commission increased 
Our cost of living is very 
much higher in addition to the fact 
that we have not received our 5 
percent F.O.B. like we did before 
the war or as far back as 1927. Most 


The Big Stories 


The bill prohibiting the sale and use of leaded or ethyl gasoline, 
which was defeated at the last session of the New York State Legisla- 
ture, has been introduced again. The use of the gasoline for operating 
a motor vehicle would be prohibited. 

During 1925 there were nearly 15,000 American cars imported into 
France. Switzerland was second with 1,000 cars and England third 


with nearly 300 cars. 


An automobile made the trip from Kansas City, Mo., to St. Louis 
over the new all-weather Kansas City-St. Louis highway in about 7 
hours and 15 minutes running time. This is 13 minutes faster than 
the fastest train time between the two cities. 

Charles W. Nash, president, Nash Motors Co., said Detroit’s posi- 
tion as a center of the automotive industry was a permanent thing 
in spite of the talk that suggests “decentralization.” 

Sales records eclipsing the Chevrolet 500,000 total of 1925 will be 
established during the present year, according to plans outlined at a 
convention of 700 Chevrolet dealers in Detroit. 


—From the files of Automotive News. 








places pay about 1 to 2 percent. 
That is why it is hard for an auto 
agency to keep good salesmen. It 
seems that they put just any one 
who is warm to work selling, and 
the dealers lose: lots of business by 
not having qualified salesmen on 
their staff. I feel that a dealer sell- 
ing approximately 2,000 units per 
year should have a staff of 15 sales- 
men, which would bring the sales- 
man and the dealer a substantial 
profit. 


In this area we are paid 5 per- 
cent F.O.B., however it costs $186.50 
to join the union, plus $11.50 per 
month in dues. I feel that the cost 
of living is higher here than any 
place in the United States. 

I spent four years in the Navy in 
addition to my 31 years of auto 
selling and I have seen the time 
that I had to go to a bank to floor 
plan a car for my dealer for $25. I 
feel that if the dealer would hire 
and train men, we wouldn’t have 
these difficult times we are now 
experiencing, both the dealer and 
the automobile salesmen. 

I would appreciate an answer to 


this letter—Seattle Salesman. 
oe ~ * 


O, a Vowel 


Reading through your Jan. 16 
issue I came across a caption under 
a cut that read: “Built-in Color.” 
Naturally I was excited because we 
use this very same phrase to de- 
scribe the merits of our saran mon- 
ofilaments which are widely used by 
some of the leading automotive 
manufacturers in the form of orig- 
inal automobile upholstery . . . not 
to mention their worldwide use in 
the form of seat covers. 

Can you imagine my complete 
chagrin when I suddenly realized 
the “Built-In Color” was a misprint 
for “Built-In COOLER! 

What a difference a simple mis- 
print can make in the life of a PR 
man. For want of another vowel a 
saran press clip was lost ... my 
wife won't talk to me... even 
Rover refuses to come out of his 
backyard split-level! — CHRISTOPHER . 
A. Barzer, Public Relations Direc- 
tor, National Plastics Products Co., 
Odenton, Md. 
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FLEET OWNERS 
REPORT MULTI-LUBER 
EXTENDS INSPECTION 
TIME UP TO 

150,000 MILES! 















Fleet owners know that keeping ’em on the road keeps profits 
up! That’s why they’re all installing Lincoln MULTI-LUBER 
...the automatic power lubrication system that increases 
operating efficiency and cuts maintenance costs. 


TR Mi a ak ek at lk ON i lek aa a 


One fleet owner reports savings up to 90% per single over- 
haul ...has more than doubled the miles between fleet in- 
spections. But that’s not all! You actually save six ways with 
a low-cost investment in MULTI-LUBER: 


1. MULTI-LUBER provides the simplest, most dependable 
method for positive, periodic lubrication of all bearings simul- 
taneously, while equipment is operating. 


Si eae 


2. MULTI-LUBER increases operating efficiency of equipment 
to a uniform maximum. 


3. MULTI-LUBER eliminates man-hours and equipment down- 





pee time required for conventional chassis lubrication. 
NOW THREE TYPES OF 4. MULTI-LUBER increases service-life of bearings and moving 
e * parts ... reduces cost of replacing bearings damaged due to 
inadequate lubrication. 
SYSTEMS TO MEET 5. MULTI-LUBER reduces stocks of replacement parts. 
ALL YOUR REQUIREMENTS 6. MULTI-LUBER prevents waste and contamination of 
AIR-OPERATED ... Designed for use wherever com- lubricant. 
pressed air is available as motive power. Applications 
include Trucks, Trailers and Buses equipped with air A SALUTE TO MISSOURI PACIFIC TRANSPORTATION COMPANY 


brakes. May be actuated automatically (for example, 
with every brake application) or manually at the opera- 
tor’s discretion. 

VACUUM-OPERATED . .. id¢al for equipment ranging 
from light trucks and automobiles to fork-lift trucks. 
Installation for manual or automatic operation. Where 
manual actuation is preferred, as on vehicles equipped 
with hydraulic brakes, a control panel is provided... 
with push button and signal light to indicate completion 
of the cycle. 


MANUALLY-OPERATED ... Designed for use where 
neither compressed air nor vacuum is available. Appli- 
cations include Farm Implements and electrically driven 
Fork-Lift Trucks. At the push of the handle, an exact 
amount of lubricant is applied to each bearing. 


... now installing Multi-Luber on all cross-country and pool service 
buses. Mr. R. C. Cheatham, Supt. of Automotive Equipment, reports 
that Multi-Luber has increased service-between-overhauls 50% plus. 







LINCOLN ENGINEERING COMPANY 
5701 Natural Bridge Ave., St. Louis 20, Missouri 
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Please send me my free copy of Bulletin 528 giving complete 
details on Lincoln Automatic Power Lubrication Systems. 







Name canciuadyaksuluasaaenso@besacasaaddauvacebwiceaetiiedanvsusseucesavseuiacizesitsteen 
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*Registered Trade Name 

LINCOLN ENGINEERING COMPANY 

5701 Natural Bridge Ave. «+ St. Louis 20, Missouri OVER 300 FLEETS ALREADY USING THE LINCOLN MULTI-LUBER. 
IMAGINATION FOR AUTOMATION EULESS UAL meme LES) 12 3) 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


ee oe ROSE, president, 
Rose Mfg. Co., recently gave 
me some of his views on the sub- 
ject of a national standard for au- 
tomotive safety belts. For the sake 
of brevity, these suggestions and 
comments will deal principally with 
those points on which Rose dis- 
agrees with the standards now tak- 
ing shape, plus his ideas on items 
that belong in such standards and 
are not yet included. 


Speaking from a background of 
familiarity with such _ existing 
and proposed specifications as 
those of the CAA, SAE and the 
California State Highway Patrol, 
Rose noted a tendency to base 





automotive safety belt stand- 
ards on those laid down by the 
CAA for aviation belts. 


1. On the question of rated 
strength, Rose said, “A rated 
strength of 3,000 pounds, it seems 
to me, is not high enough. I feel 
that it should be at least 4,000 
pounds or perhaps 5,000 pounds 
minimum.” 


2. Rated strength of webbing: 
Rose said he does not see any jus- 
tification for requiring the webbing 
to be 50 percent stronger than the 
rated strength of the complete belt 
assembly. This is said to be part 
of the CAA specification which has 
“been copied into the various sug- 


gested standards for automobile 
seat belts.” 


This 50 percent extra strength in 
the webbing, according to Rose, 
conceivably. might have been in- 
tended to give a reserve strength 
for wear and deterioration. After 
discussing various arguments pro 
and con, Rose said that, in his 
opinion, “if any manufacturer can 
design a buckle or other fixture 
that will hold more nearly the full 
rated strength of the web strap, 
he should not be required to pur- 
chase up to 50 percent excess 
strength of webbing which he does 
not need.” 

* * * 


Rose Cites Objections 


To Two-Person Belts 


OSE believes that if greater 

strength is needed in the belt 
to allow for wear and deteriora- 
tion in use, such strength should 
be required im the belt as a com- 
plete assembly, and not merely in 
any particular part of the belt. 


3. Belts for double occupancy: 
Rose is strongly opposed to any 
such installations, even though 
double strength is required. 

His objection is based on 
doubts concerning the ability of 
the industry to provide an instal- 





lation that will withstand up- 
wards of 6,000 pounds body block 
pull—plus a belief that such an 
installation fails to provide the 
necessary protection equivalent 
to single-occupancy belts. 

4. Belt Installation: To resolve 
this “confused and difficult” phase 
of seat belt specification-writing, 
Rose recommended that the stand- 
ard should be “drawn on per- 
formance and not on design.” He 
would permit any type of. attach- 
ment that could obtain official ap- 
proval or pass a series of rigid 
tests conducted by an independent 
testing laboratory, 

* & ad 


5 “Shoulder straps should not be 
* required at this time, but should 
be recommended as an important 
prevention of head and facial in- 
juries,” Rose said. 

6. Accidental release of buckle: 
Rose advocated a buckle design 
which gives protection from acci- 
dental release through the unre- 
strained movement of any object or 
body or part of a body in any direc- 
tion in a crash. 

7. Testing the belt: Rose has 
developed both static and dy- 
namic tests which are reported 
to provide adequate strength 
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Write, wire or phone for basic data. 


Model 19-51 EXB—mounts on 
1Y2-2Y2 Ton chassis. Capacity: 
Up to 19,500 Ibs. G.V.W. Exten- 


Ashton. 


americea’s fimest 
power wrecker 
equipment 


Ashton Wreckers represent more than 
40 years of specialized wrecker 
engineering, design and manufacture. 


All Ashton Wreckers, (both 
conventional and extension boom 
models) combine high working 
efficiency with remarkable safety 
and ease of operation. Specially- 
trained operators not necessary. 


Ashton Wreckers (7 models) are 
mounted on your choice of any truck 
chassis. Capacities from %-1 Ton 
(G.V.W. 6,900-9,500 Ibs.) to 5 Tons 
(G.V.W. 40,000 Ibs.) 






sion boom height—14 ft. 
ASHTON POWER WRECKER EQUIPMENT CO., INC. 
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comparisons between various 
types of belts. 

The two methods are relatively 
simple in equipment and pro- 
cedures, and they have the further 
advantage of not relying on ind- 
vidual judgment as to whether a 
belt “shows signs of failure.” 

8. Belt slippage: The suggestion 
here is that the belt be considered 
as having failed if slippage through 
the buckle or other fixtures ex- 
ceeds three inches in either test-— 
or if it occurs in the static load 
test at a loading of less than 80 
percent of belt rated strength. 


a a 


Three ‘Essentials’ 


For Car Radios 

ECTIONALIZATION, mechani- 

zation and miniaturization are 
“musts” in today’s passenger-car 
radio, according to Bert Schwarz, 
chief engineer for GM’s Delco 
Radio division. Sectionalization is 
the term Schwarz uses to denote 
a design approach that permits im- 
provement of individual parts and 
subassemblies as “units’—thereby 
contributing to advancement of the 
radio as a whole. 

Mechanization means provision 
of features that simplify opera- 
tion of the radio by such devices 
as pushbuttons, automatic signal- 
seeking tuners and foot-operated 
controls. Miniaturization describes 
the trend toward smaller radio 
sets. 

Currently being sparked by a 
swing to transistor-powered radios, 
the “small-package” concept per- 
mits greater latitude in dashboard 
styling. Freedom gained by stylists 
with radio size reductions is ex- 
pected to aid them in achieving 
the desired “living-room effect” in 
the passenger compartment. 

* * * 


Nylon Insulation Trend 
Seen in Gauge Wire 


| ae of a survey con- 


ducted on the use of resistance 
wire in the automotive gauge and 
instrument industry discloses some 


|interesting details on alloys used, 


sizes and insulation trends. The 
instrument makers use small 
resistors made of coiled resistance 
alloy wire for numerous gauges— 
such as gasoline quantity and vari- 
ous temperature indicators. 

Wire sizes are rather “fine,” 
being 0.007 to 0.003 inches in 
diameter. In many applications, 
the wire must be insulated to 
prevent shorting of turns when 
it is formed into a helical coil. 
Enameled and nylon are the two 
most commonly used forms of 
insulation for this purpose. 
Hoskins Mfg. Co., which con- 

ducted the survey, reports that one 
instrument company is using nylon, 
while the others prefer enameled 
insulation. The outlook, however, is 
said to be favorable for growing 
popularity of nylon. 

Nylon insulation has the advan- 
tage of a low melting point, so it 
will burn off during a _ soldering 
operation without interfering with 
the electrical connection. This elimi- 
nates the “stripping” process 
necessary to remove enamel before 
soldering. 

It was found that an important 
requirement of the resistance alloy 
is that it have a controlled, low, 
temperature coefficient of resistance. 
This property is necessary to 
ensure that wire resistance will not 
change significantly with tempera- 
ture variations. 

In addition, the alloy wire must 
be of a definitely established 
resistance, such as 30 or 180 ohms 
per circular mil foot. Wire resist- 
ance must be uniformly main- 
tained in production to provide 
accurate calibration of resistor 
coils. Commonly used alloys are: 
60 ohm per circular mil foot, and 
294 ohm per circular mil foot. 

Actual poundage of wire used is 

relatively small — probably about 
15,000 to 20,000 pounds per year. 
However, it was pointed out that 
this represents many miles of wire. 
Wire of 0.0056 inch diameter 
stretches out to over two miles in 
length to the pound! 


Warehouse Space Added 


In Snyder Tool Buildup 


DETROIT.—Snyder Tool & En- 
gineering Co. manufacturer of auto- 
mated special machine tools, has 
purchased an 18,000 - square - foot 
warehouse at 1030 McDougall. 


The company is completing a 


$500,000 addition to its main plant 
at 3400 E. Lafayette. 
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Advertisers invested 


Niore Nioney in 





the New York 
Journal-American 


during 1955 


than in Any Other 
Year in its History 


a 1955, the Journal-American gained 
1,960,000 lines of total advertising. It 
made substantial gains in all important 
advertising classifications — national, retail, 
amusement and classified. 


1955 brought to the Journal-American the 
greatest advertising revenue in its history! 


Advertising acceptance is based on reader 
acceptance..In daily circulation, the Jour- 
nal-American tops the World-Telegram & 
Sun by 80,000...the Times by 115,000 
... the Post by 250,000...the Herald- 








Tribune by 310,000.* On Sunday, too, the 
Journal-American leads all other full-size 
newspapers in family acceptance in the 
rich area of New York City and suburbs. 


The Journal-American is the smart invest- 
ment for your new car advertising dollars. 
The Journal-American gives you dominant 
penetration of the vast New York market. 


* A recent independent survey of newspaper readership 
in New York and its suburbs indicates the Journal- 
American is read by 1,600,000 persons daily — 500,000 
more than the second evening newspaper. 


@ Here is an invaluable extra selling aid, which is yours for the asking — 
the Journal-American’s new Automobile Dealer Analysis for 1956. 
Be sure to get your copy of this detailed current listing of new car dealer 
locations in the New York metropolitan area by phoning or writing 
your nearest Hearst Advertising Service office. 





NATIONALLY REPRESENTED BY HEARST ADVERTISING SERVICE 



































New Autocar ‘All-American Line'— 


Covering a broader range of application and featuring increased load capacities, 
the Autocar division of White Motor Co. announced a new series of Autocar trucks 
and tractors for extra-heavy hauling. The new “All-American Line” includes gasoline 
and diesel models in either standard or lightweight aluminum and a complete, new 
series of off-highway trucks. A wider variety of power transmission and axle options 
are being made available. In addition, increased ratings and greater flexibility are 
provided on extra-heavy-duty models to give the operator lighter vehicles with greater 
capacity. 





For high style... 
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Eprror’s Nore: This is one of a 
series of letters on practical 
problems encountered in auto sell- 
ing. It is written by a veteran 
salesman, Bert Simons, who is 
active in today’s auto market. 

* * * 

Dear Ed: 

RIVING down Livernois Ave. 

in Detroit one day on my way 
to work, I happened to notice a 
couple of fel- 
lows getting off 
a Greyhound 
bus. Apparently 
they had just 
arrived, suit- 
cases and all, 
from another 
state. 

Being an ex- 
used-car jockey 
on Livernois for ; 
many years, it ee 
wasn’t an unus- Bert Simons 
ual sight and it wasn’t hard for 
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Meeting the Practical Problems .. . 
Case Histories of a Salesman 


me to guess that they were look- 
ing for a used car. 

Without thinking much about 
it, I wheeled over to the curb and 
introduced myself. 

Because they were friendly 
country boys they immediately 
accepted my welcome and, in a 


matter of minutes, all three of us | 


were quite chummy. 

After a few qualifying ques- 
tions, I learned what type car 
they were interested in and how 
much they were prepared to 
spend. 

With this 
explained to them I would take 
them to some used-car dealers 
that handled the type of car they 
wanted and were reliable men. 

+ * + 


7. the boys agreed, I drove 
to four or five old cronies of 
mine. But none had anything that 
hit the spot for my new-found 
friends. By this time the boys 
from the South knew that I was 
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The top of automotive fashion is genuine leather upholstery. 


Both men and women, young and old, know that the smartest upholstery 


for their cars is genuine leather. Its colors are more beautiful, 


its texture more luxurious—and it feels so good! 


It's easy to sell the advantages of genuine leather! 





THE UPHOLSTERY LEATHER GROUP, INC. « 








99 West Bethune, Detroit 2, Mich. « 


Only genuine leather wears as well as it looks 


141 E. 44th St., New York 17, N. Y. 


information, I | 








a new-car salesman and was try- 
ing to help them. But, after we 
gave the used-car boys a fair try 
with no success, I felt I could 
talk about a new car. 

After a cup of coffee, we 
decided it might be good sense 
to try my place, at least for a 
look. 

I remembered how much they 
wanted to spend and I knew it | 
would be a substantial downpay- 
ment on my product. I knew 
where they were from and was 
sure our finance company, which 
is nationwide, had a branch office 
in or near their home town. 

I explained these things on the 
way over to our showroom and 
they were interested. They didn’t 
know or even think they could 
handle the purchase of a new car 
on credit so far away from home. 

They did know quite a bit about 
my product and didn’t need much 
selling. 

* * * 

_ a while we picked out 

a car we had in stock, made 
a deal and took the usual credit 
statement. I explained that it 
would take about three hours for 
our finance company to complete 
an investigation by telephone. 

During this time I told them 
we would prepare the car and 
get the paper work done so that 
when we got an OK from the 
finance company there would be 
no delay. 

As I figured, the credit was 
approved and by 4 p.m. that 
afternoon the boys from the 
South were on their way home in 
their new car. They were very 
proud of the deal they made with 


me. I guess you know I was 
proud, too. 
Moral: Watch when you are 


driving and open up your heart 
to strangers who you think want 
to buy a car. 

—Bert Simons. 


26 Dealers Lead 
In Three-Month 
Willys Contest 


TOLEDO.—Twenty-six dealers 
won top awards in the December 
period of the Willys Motors “trac- 
tion tournament” contest in which 
the top prize is a trip for two to 
London, Paris and Rome. 

Leading the field at the end of 
the first month of the three-month 
retail sales contest were Willys 
Intermountain, Inc., Salt Lake 
City; Wegmann Sales Co., Inc., 
Charleston, W. Va., and Main Mo- 
tors, Minot, N .D. The contest is 
based on the number of vehicles 
sold by each dealer in excess of 
his established base sales record. 

Other first-month winners, all 
recipients of merchandise awards, 
were: 

EASTERN DIVISION: Johnson White 
Trucks, Utica, N. Y.; Fox Motor 
Company, Crossville, Tenn.; Com- 
munity Garage, Inc., Watertown, 
Mass.; Modern Sales and Service, 
Grundy, Va.; Jacksonville Jeep, 
Inec., Jacksonville, Fla.; Sound- 
View Motors, Inc., Larchmont, N. 
Y.; 63rd Street Motors, Inc., Phila- 
delphia, and Sechler Motor Com- 
pany, Meyersdale, Pa. 

CENTRAL DIVISION: Specker Motor 
Sales, Marquette, Mich.; John R. 
Woods, Lancaster, O.; Bonners Wil- 
lys Motors, Houston; Brothers 
Kaiser Willys Sales, Cleveland, and 
Milander Motors, Mullen, Neb. 

WESTERN DIVISION: Socorro Motor 
Co., Socorro, N. M.; George R. 
Pierce, Inc., Billings, Mont.; Motor 
Sales Comanpy, Inc., Englewood, 
Colo.; Jordet Repair Shop, Mar- 
tinsdale, Mont.; Cecil Head, San 
Bernardino, Calif.; Galloway Mo- 
tors, Inc., Tucson, Ariz.; Barney 
Machine Works, Prineville, Ore.; 
Seevers Sales & Service, Haw- 
thorne, Nev.; E. K. Armstrong Mo- 
tors, Olympia, Wash.; and Lynn 
Farm Supply, Colville, Wash. 


Dealers Pick McNeil 


LOS ANGELES.—H. R. McNeil 
has been elected president of the 
DeSoto Dealers Assn. of Southern 
California. Other officers are Clem 
Atwater, vice-president, and Henry 
Frost, secretary-treasurer. 





2-Million-Mile, 25-Month Road Test Proves 


AUTO-LITE sta-fut 


Finest Battery Money Can Buy! 


Available wet or dry-charged 
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PROVED BEST FOR YOUR CUSTOMERS by the most dramatic test ever attempted! 


OVER 80 TIMES AROUND THE WORLD 
AND NOT A SINGLE BATTERY FAILURE! 


With this completely tamper-proof sealing, not 
a single battery used in this test could be wa- 
tered or even inspected by anyone other than 
the authorized personnel chosen for this task. 


More than two years of normal daily service, 
during which 100‘ test cars averaged 20,000 
miles, proves convincingly that Auto-Lite “Sta- 
ful” Batteries need water only three times a year.* 


Here's Clinching Proof that 


AUTO-LITE “sta-ful “ BATTERIES 


Need Water Only 3 Times a Year!* 


Two million miles of driving . . . equivalent to 80 times around the world 
. .. proves the ability of these batteries to really take punishment. More 
than 2 years ago 100 Auto-Lite “‘Sta-ful’’ Batteries were taken off the 
production line. Tamper-proof seals were installed on the caps, and the 
batteries were then installed in 17 different makes of cars in all parts of 
the United States and Canada. 


Over a 25-month period, the cars were driven a total of more than 2 mil- 
lion miles over all types of terrain and under all climatic conditions. The 
batteries were inspected in that period only by authorized personnel. 


At the end of this 25-month, 2-million mile test period, these scientific 
facts were established which account for Auto-Lite “Sta-ful’’ Batteries 
being the fastest selling premium batteries in America today: 


1. 9 out of 10 batteries subjected to this test needed water only two times a year, 
and none needed water more than three times a year. 


2. Of the 100 batteries tested, not one failed. 


3. At the end of 25 months of service, over 95% of the batteries exceeded the 
initial cold discharge voltage requirement of a new battery. 


4. Over 81% exceeded the initial cold capacity requirement of a new battery. 
5. Over 667% exceeded the initial 20-hour discharge requirement of a new battery. 


AUTO-LITE “sta-ful IS AMERICA’S FASTEST SELLING PREMIUM BATTERY! 





DRY-CHARGED ...NQ STORAGE HEADACHES! 


Ordinary wet batteries represent a large invest- 
ment in perishable merchandise for the dealer. 
If the wet-charged batteries remain in stock too 
long, they become over-aged. “Sta-ful’” Dry- 
Charged Batteries can be stored indefinitely with- 
out danger of spoilage. 
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“Sta-ful’? Dry-Charged Batteries do not deterio- 
rate while in stock; nor do they require trickle- 
charging or recharging. They are activated only 
when readied for installation. Thus, the cus- 
tomer is assured of his battery’s full strength at 
the time of purchase. 


AUTO-LITE “sta-ful “ Dry- Charged Batteries 
Begin Their Service Life Only When 
They’re Activated and Installed ! 


It’s easy to sell the average car owner on the 
merits of a premium article like the Auto-Lite 
“‘Sta-ful” Dry-Charged Battery. The dealer need 
merely explain to his prospect that there is no 
possible chance of his getting a battery that has 
deteriorated or been damaged in any way. The 
guarantee life of this premium battery begins 
when “‘Activite’”’ is added at the time it is in- 
stalled. And it is obviously factory-fresh, full of 
power, ready for long, dependable service under 
a fair guarantee policy the moment your cus- 
tomer drives away from the shop. With the 
added assurance that ‘‘Sta-ful’”’ needs water at 
most only three times a year,* he leaves with a 
feeling of security that his car’s electrical power 
system will function efficiently at all times. 


*In normal car use 





Simple Arithmetic Proves How Auto-Lite Dealers Get 
Bigger 2-Way Profits with a Fair Guarantee Policy 


From the 2-million-mile tests given Auto-Lite “‘Sta-ful’ Bat- 
teries, it is easy to see that a guarantee of 48 months, 60 months 
or even longer could be given every purchaser. Instead, from 
actual experience, dealers surely realize that long guarantees 
mean less profit. Therefore, “‘Sta-ful’’ Batteries carry a reason- 
able guarantee of 36 months. Below are clear-cut examples of 
how this policy protects dealer profit. 


It will pay you to talk this over with your AUTO-LITE BATTERY SALESMAN! 
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Commercial Car News 


A Monthly Section for those who make, sell and service America’s Trucks, 








ROM ee Me ee 


-.. by Jack Weed 


A PACKAGE came to my desk 
the other day and—upon open- 
ing it—I got quite a bang out of 
one of the most novel promotions 
to introduce a new model that I 
have ever seen in the truck busi- 
ness. 

In the package was a miniature 
silver loving cup together with a 
blue ribbon and medallion, such as 





Robert F. Black 


John N. Bauman 


are pinned on the prize winners at 


a livestock or horse show. 

It was the emphasizing piece of 
the new White “9000,” the truck 
that was designed to meet and con- 
quer the barriers that length and 
weight restrictions pose on free in- 
terstate trucking by shifting weight 
in favor of carrying more payload. 

This unique introduction to a new 
model got me to thinking about 
White and its early history. 

* * of 


Two-Part Serial 


_ BE told properly, the White 
story has to be a two part 
serial, before and after BB—Bob 
Black that is. 

For the entry of Bob Black 
into the White picture not only 
was timed to the split of a gnat’s 
eyebrow but epochal in truck 
annals. 


White, one of the old companies | 


in the business and one of the four 
“silk stocking” companies that 


made both cars and trucks for the| 





WASHO Findings 
Released After 
Truck Load Test 


peers of the road test spon- 
sored by the Western Assn. of 
State Highway Officials have been 
published. The test, called WASHO, 


4 was conducted 18 hours a day dur- 
* ing different seasons of 1952, 1953 


and 1954. 

The test was made on two 
identical highway loops. Each 
was built as a four-lane divided 
highway, 2,300 feet long with 
“turnarounds.” Thus, test vehicle 
traffic could move around the 
loop, continually remaining in one 
traffic lane. 

In the south loop were two single- 
axle vehicles, one 18,000-lb., the 
other 22,400-lb. axle-load. In the 
north loop were two tandem axle 
vehicles, one 32,000-lb., the other 
40,000-lb. axle-load. 

Tests were run Nov. 6-27, 1952; 
June 11 to Dec. 11, 1953, and Feb. 
17 to May 29, 1954. 

* * A 

AVEMENT on each side of the 

four-lane divided highway con- 
struction was 24 feet wide, con- 
structed with an asphaltic concrete 

surfacing on top of a crushed gravel 
base and sub-base. 

While the total pavement depth 
of the sections was the same on 
both sides of the two loops, there 
was a significant difference in 
that one side had a four-inch as- 

(Continued on Page 30, Col. 4) 





| “carriage trade,” was in dire trou- 
|ble and needed a strong man with 
a sound basic understanding of the 
truck business. 


Events have proved that they got 
the right man. 


days—being an oldtimer in this 
truck business I find that I, too, 
am leaning toward nostalgia and 
like to harken back to the days 
when I was a youngster in the 
business. 


White company and the three 
brothers White, Walter, Windsor 


land as advertising manager of the 
old H.A.L. Motor Co. Our plant 
was but a few blocks from the 
White plant out Superior Ave. way. 
| They still made passenger cars and 
were one of the quartet of Pack- 
ard, Peerless, Pierce Arrow and 
White. 





* * * 


'‘Who’s Who’ Customers 
is the only one of the 


But to get back to those early 


I first became acquainted with the| 


and Rollin, when I went to Cleve-| 


RUCK makers, expecting a con- 

siderable increase in sales of 
|19,500-and-over GVW units, are 
|taking steps to provide improved 
|}automatic transmissions for the 
| heavy jobs. Special emphasis is 
| being given to those types of haul- 
ing where several gear changes are 
needed to do the hauling job. 

Chevrolet already has _intro- 
duced a new automatic transmis- 
sion, called Powermatic, as 
optional equipment on its 1956 
heavy-duty trucks, and it has 
| been learned that both Borg- 
Warner Corp. and Dana Corp. 
| have units that may appear on 
| 1957 models or before. 

A third company has a new 
transmission in the works but said 
it still is so far away that it did 
not wish to discuss the unit’s 
| characteristics. 


|with Chevrolet’s new six-speed 
transmission say its impact will be 


themselves. 
| * * * 





| Three Special Features 


| hina at all driving ranges, 
the unit automatically deter- 
| mines a shift schedule according to 


Many truck men who are familiar | 


greater than that of the trucks} 


tainous country, and low, for con- 
trolled power. 

It is said to be the first heavy- 
duty automatic transmission to 
incorporate all three “plus” ad- 
vantages which many operators 
seek. 

These are power takeoff openings 
on both sides of the transmission, 
a “fluid retarder” to assist braking 
and a lockup feature so that in high 
gear, the power goes directly 
through the transmission. 

The first of these features permits 
|}a power takeoff to be connected 
|to a power input shaft in the 
transmission. This enables opera- 
tors to work a loading tailgate or 
air compressor while the truck is 
standing still. 

+ * * 


Retarder Aids Braking 


Yee only other heavy duty truck 
automatic transmission now 
being offered has provision for 
power takeoff attachment but it is 
from a reduction gear box at the 
rear of the transmission and takes 
a special type of takeoff that pre- 
|vents upshifting while the takeoff 
\is engaged and the truck is stand- 
|ing still. 

| The fluid retarder enables the 
| operator to brake his truck against 





WHITE 
W four still in the truck business|load, speed, grade and other fac-|/the unit when going down long 


but has dropped the passenger car. 

In fact, if my memory is correct, 

they stopped making passengers 
(Continued on Page 20, Col. 1) 


ICHMOND, Va.—Truck dealers 
who consider truck sales a 
“necessary evil” should take a hard 
look at today’s 
market through 
the eyes of Baker 
Equipment Engi- 
neering Co. here. 
Although Baker 
is a truck equip- 
ment distributor, 
its experience and 
relations with 
truck dealers 
throw light on the 
major problem 
faced by truck 
dealers: “How can I stop selling 
| ‘registrations’ and start selling 
|trucks at a profit?” 
With headquarters here, and 
| branches in Charlotte, N. C., and 
Columbia, S. C., Baker is said to 
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J. B. Baker 








Salesroom on Wheels— 


International's multi-stop delivery truck with Metro body serves as a mobile sales-| dividual truck 


tors. 

| It also may be manually shifted 
| into three specialized ranges. These 
are drive; intermediate, for moun- 


be the largest truck equipment dis- 
tributor in the southeast. 

Founded by J. B. Baker, the firm 
has been in business for almost 35 
years—long enough to see truck 
dealers in the territory jump from 
a few in 1921, to almost 2,000 now. 

7 * ~ 
AKER is one of the first fran- 
chised distributors for Gar 
Wood Industries and handles a 
variety of other lines. 


They include Boyertown bodies; 


Wayne buses and coaches; Gramm 
closed-panel bodies and trailers; 
Timken trailer axles; 
'trailers; Holland fifth wheel and 


TRUCK NEW PRODUCTS 








| grades in the mountains with only 
|an infrequent, if any, application 
|of the brakes. 

{ Truck men can see in this a 


_ How Equipment Shows Profits 


trailer accessories; Holmes-Owen 
hydraulic truck loaders; Thornton 
|third axle units; Snyder saddle 
| tanks; power brake equipment; No- 
|Spin differential and Holan public 
utility bodies. 

Baker Equipment’s rebuilding 
and mounting service is consid- 
ered to be the largest in his ter- 
ritory and is carried out at the 
two branches, as well as at the 
headquarters here. 

However, the firm does not pro- 
|vide pickup and delivery service. 
Dealers must deliver and pick up 





| mounting. 
* * 

| PAKER points out that even in 

today’s competitive truck mar- 
ket, there is a profit-opportunity 
for the dealer who takes the trou- 
|ble to sell equipment as well as 
trucks. 

“And,” adds Baker, “this isn’t 

half the trouble it sounds.” 
| Approximately 20 percent of the 
|dealers Baker’s men call on make 
an attempt to sell equipment—and 
invariably, he said, these are the 

(Continued on Page 19, Col. 1) 


Leasing Called 
Profit-Builder 


Toure leasing can be a profit- 
able subsidiary operation for a 





new-car or truck dealer, W. O. 
Strausbaugh Motor Co. (Dodge- 
Plymouth), Youngstown, O., has 
found. 


Hi Johnson, president, said that 
three factors influence profit in 
truck leasing. They are: Choice 
of truck and equipment to fit the 
job, a rate which will take care 
of all costs and return a profit 
and low-cost, but superior, main- 
tenance. 

Truck and equipment must be 
chosen or engineered for each in- 
lease, he pointed 


room for Goodyear Tire and Rubber Co. in the Chicago area. Goodyear products| out. The same problems which face 
| are stocked in and on the 12-foot, 7-inch body of this SM-152, affording on-the-spot | a good truck salesman in consider- 
jorder and delivery service for dealers, garages and other customers. Roof rack ing the right truck for a job in 


provides storage space for 40 tires. 


(Continued on Page 18, Col. 3) 





New Chevrolet Transmission Sets Pace .. . 


‘Heavies’ Go Automatie 


tremendous saving in brake shoes 
but engineers and others with 
extensive experience in hydraulics 
will watch this transmission with 
great interest to see how it 
handles the high heat and great 
pressures of such applications. 
In presenting the details of the 
Powermatic to the Society of Auto- 
motive Engineers, Chevrolet engi- 
neers admitted that high heats 
did develop and that great pres- 
sures were built up but claimed 
that thousands of miles of tests 
showed that the heat did not react 
unfavorably to the operation of the 
unit and that they had been able 
to design gaskets that would ably 
contain the pressures built up. 
* * * 


| Other Units Nearly Ready 


HE lockup feature sends the 
power directly through the 
transmission in high gear. In the 
Hydra-Matic it is claimed that the 


(Continued on Page 30, Col, 1) 


Chicago Scenes 








Polka Dot Truck— 
Highlighting the Dodge truck exhibit 


La Crosse |their own trucks before and after! at the Chicago Auto Show was a half- 


ton pickup truck painted pink with silver 
polka dots. K. C. Deacon, Dodge truck 
| Operations manager, is greeted at the 
|exhibit by Diane Daniggelis, one of the 
| models at the display. 





Air Suspension System— 


Philip J. Monaghan, left, general man- 
ager, GMC Truck & Coach, explains the 
principles of GMC’s new truck air suspen- 
sion system to Val F. Gruenewald, as- 
sistant manager, motor transport, Pure Oil 
Co., in the GMC exhibit at the Chicago 
Auto Show. The system consists of air- 
filled rubberized bellows instead of leaf 
springs. 
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Johnson Signs Another Lease— 


Hi Johnson (left), president, Strausbaugh Motor Co., Youngstown, O., considers 
the leasing phase of his business so important that he personally handles all nego- 
tiations. Above he is shown signing a lease agreement with Eorl Blair, a dry cleaner 
and furrier, for a fleet of Route-Vans. Strausbaugh's subsidiary is called Motoriease, 
Inc. 





Three Factors Listed .. . 


Truck Leasing Called 
Profitable Subsidiary 


(Continued from Page 17) 


making a sale hold true in truck; have a short life and too fre- 


leasing, he said. 
A study must be made of cargo, 
roads traveled and stops made. 


| quently be out of service. 
Strausbaugh follows all of the 
factors listed, sets a leasing rate 





Frequent-stop deliveries within a|from which the annual gross in- 


city require a much different truck 
and body than does steel hauling 
over mountain roads. 
+. * s 

WO cost elements are consid- 

ered in setting a rate, Johnson 
said. First are costs which should 
be charged for by the week. Next 


are costs which should be charged | 


for by the mile. A truck should be 
leased for its economical life, if 
possible—or from two to 10 years. 
Leases are made both with and 
without fuel. 

Any dealer who leases trucks 
must insist on doing his own 
maintenance, Johnson said. Other- 
wise truck and equipment will 


|come is about equal to the invest- 
|ment in the truck and equipment, 
|then endeavors'to net from 10 to 
|15 percent on that investment. 

| A separate company known as 
| Motorlease, Inc., has been set up 


|cars and trucks. 
* * * 

HE leasing business gives 

Strausbaugh Motor more car 

and truck sales each year, helps 

|reduce service shop overhead and 

keeps the shop busy without the 





usual inactive periods, Johnson 
said. 

A new-car or truck dealer, he 
said, has numerous benefits to 





WHIP WEIGHT PROBLEMS and HAUL 





BIGGEST 
LEGAL 
PAYLOADS 








NTHONY 


HYDRAULIC 


4 


Ttelleramafic 
FRAMELESS 





Story.” 


THE MOST COMPLETE LINE OF TELESCOPIC HOISTS 





classifications. 


Za 


Dump Trailer 


A completely new way to get more profit producing Payload—a 
frameless dump trailer that is literally ‘“‘a dump body on wheels!” 
Elimination of the conventional extra trailer frame and other unnec- 
essary dead weight mechanisms, makes possible up to 4000 lbs. extra 
legal payload by using a single Anthony telescopic hoist of new 
Teleramic head-lift design. Hoist location over tractor driving wheels 
gives excellent traction for spreading. Sloping tailgate lets you stock- 
pile high and clean. Write or call today for the “Complete Frameless 


ANTHONY COMPANY, Dept. 5603, Streator, Illinois 


Please send me additional information on Anthony Teleramic Hoists used for the following body 


FRAMELESS DUMP TRAILERS 
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ANTHONY COMPANY - 


(1) Contractor Bodies (1) Rock Bodies 
() Asphalt Bodies Oo 

| have the following make and model of truck. 

Name 

Firm __ Address - 

City State — 





STREATOR, 


WITH THE 
“INCH WORM TRACTION" 


DUMP BODY 






Inch Worm Traction” 
lets you get out of 
soft spots by hy- 
draulic power. 


Load and weight distributed best 
over ofl axles. 


alS 


Maximum power, leverage safety 
and stability. 


’ 
~~ et 


ILLINOIS 





“inch Worm" Traction for stock- 
piling and batch work. 


by Johnson for the leasing of both | 
| nance 








bring to the attention of a prospec- 
tive leasing customer. Truck leas 
ing reduces capital investment in 
a customer’s business, frees him 
from fleet maintenance and permits 
him to obtain an extra truck in 
rush periods. An extra truck for 
each 10 leased is needed for rush 
periods and service work. 
Johnson warned of some haz- 
ards. A new leasing company will 
tend to set too low a rate. Such a 
business only should be started 
on a small scale after consider- 
able study. Leasing rates set by 
profitable competitors should be 
learned. A good start is to learn 
the transient weekly rate set in 
a city by major leasing compa- 
nies. Although each lease rate 


must be tailor-made, an average 

rate runs around 30 to 40 percent 

less than transient weekly rates. 

It is possible to reduce mainte- 

by offering driver 
* * 


costs 
+ 





Building Goodwill— 


Driver Tom Dunn drives a leased Route- 
Van into Strausbaugh's service department 
for emergency replacement of a ceiling 
light. Mike Belick (left), in charge of 
leased equipment, had him on the route 
again in less than 10 minutes, thus 
building goodwill for me leasing service. 


training and incentives, Johnson 
has found. Prizes to drivers with 
the best safety and maintenance 
records produce good results. 
e = @ 

AINTENANCE costs also must 

be reduced by efficient shop 
methods. “Preventive maintenance” 
is a watchword. “Leased trucks 
must be the best looking and the 
best running trucks on the road,” 
Johnson said, “or your customer 


will not be satisfied.” Yet costs of 
this superior maintenance must be 


lower than flat rate costs prevail- 
od * * 





"To Reduce Delay'— 

Printed forms are supplied drivers of 
the leased equipment so that needed re- 
pairs can be reported to assist mechanics 
to expedite the work. 

~ * * 
ing in many dealer service depart- 
ments. This can be accomplished 
by short cuts, inspections, and the 
Philosophy of “a stitch in time 
saves nine,” said Johnson. 

He cautioned dealers to have 
their own contracts drawn up by 
their attorneys. These contracts 
vary in most states. 

Many firms have been sold on 
truck leasing and today there are 
about 100,000 trucks under lease. 
Some of the largest and best man- 
aged companies in the country now 
lease their trucks. Unless a new-car 
or truck dealer is prepared to offer 
a truck leasing contract he may 
not be able to compete for the busi- 
ness. 

It is possible, said Johnson, for 
a leasing company to stage a 
steady growth by learning about 
new bodies and equipment avail- 
able in various businesses and in- 
dustries and presenting that infor- 
mation to prospective customers. 


Leasing Plan, New Trailer 


Announced by Brown, Inc. 


SPOKANE.—A series “H” trailer, 
engineered for maximum cube, has 
been introduced by Brown Trailers, 
Inc. 

A new leasing program for 
Brown trailers also was announced 
by company officials, in conjunction 
with American Leasing Co., Hart- 
ford, Conn. 





” 
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Profit Message to Dealers .. . 


How Equipment Shows Profit 


(Continued from Page 17) 

ones who are leading their terri-| 
tories in truck sales. 

“It’s not hard to see why, either,” 
said Baker. “These dealers’ sales- 
men are trained to sell a ‘package’ 
rather than a stripped truck. The 
customer doesn’t have to run back 
and forth between the dealer and 
two or three equipment distributors 
in order to find out which truck 
and which equipment will provide | 
the balanced combination he needs| 
for the job. 

“The truck dealer, working with 
the equipment distributor, is able 
to recommend proper equipment | 
applications, arrange for mounting | 
or installation, provide a ‘package’ 
price, handle complete financing, | 
and accept complete responsibility 
for upholding the equipment man- 
ufacturer’s warranties,” according | 
to Baker. 





* * 


AKE a typical sale,” he said. | 

“Let’s say that a customer is| 
in the market for a truck and| 
equipment to be used for hauling | 
10 yards of rock. Now, assuming 
that the truck dealer doesn’t have 
a salesman who is a truck equip-| 
ment specialist, he gets in touch | 
with one of our salesmen 

“The Baker salesman knows ane! 
because of state axle weight laws, 
it’s necessary to work out a proper | 
axle load distribution; he’s also 
familiar with the type of brake| 
equipment that will be required, the 
type of, say, Gar Wood—St. Paul 
hoist and body combination needed | 
to do the job, and the fact that a} 
cab shield will be required.” 

Baker said his salesman makes 
his recommendation to the dealer 
salesman and arranges to be on 

hand when the customer calls | 
again. Chances are that he can | 
play an important part in help- 
ing to close the sale. 

“Time and time again,” said | 
Baker, “we’ve seen dealers lose 
sales to another dealer—simply be- | 
cause they do not offer the cus- 
tomer what he really wants: A 

complete unit ready to go out on 
the job. 

He thinks part of the trouble is 
due to the fact that many truck 
dealers aren’t aware that most | 
equipment distributors are ready | 
and anxious to work closely with 
them, to provide technical informa- 
tion, to send a salesman to talk to} 
the prospect, to take the prospect 
out in the field to show him equip- 
ment that’s already at work on a} 
job. 


* * x 
OMMENTING that many truck | 
dealers don’t really trust the 
equipment distributors, fearing that | 
the equipment salesman will bypass 
the dealer and sell him direct, 
Baker said more than 90 percent of 
his firm’s business is done through 
truck dealers. 

“We would no more think of | 
bypassing a dealer than cutting | 
our own throat. And as for ‘spe- 
cial’ pricing arrangements, we 
don’t have any,” he said. 

All equipment is sold to the truck 
dealer at dealer net cost. He said 
it is impossible to get around the 
fact that if a truck equipment dis- 
tributor is to enjoy the full confi- | 
dence of dealers, he must consist- 
ently deal on the same terms with 
all truck dealers—showing no par- 
tiality in pricing or service. 

Baker Equipment feels strongly 
about the practice of paying “bo- 
nuses” to dealer salesmen for tips 
or sales. If a dealer’s salesman ap- 
proaches a Baker salesman regard- 
ing an under-the-counter payment, 
the Baker salesman has strict or- 
ders to report the matter to the 
truck dealer’s sales manager. 

e* © «¢ 

EFF DAVIS, Baker Equipment 

Sales manager, points out that 
often a distributor has no one to 
blame but him- 
self when the 
dealers in his ter- 
ritory aren’t tak- 
ing advantage of 
the cooperation 
he makes avail- 
able. 

“Sales education 
for the truck 
dealer salesmen,” 
says Davis, “is 
definitely a re- 
sponsibility that 
should be shouldered by the equip- 








Jeff Davis 


| ment distributor whenever possi- 


ble. At Baker Equipment, we can’t 
possibly hope to reach all of the 
dealer salesmen in the territory | 
individually, or to invite them to 
our branches for sales schools.” 


He said his men do attend and 
are invited to special sales meet- 
ings sponsored by dealers. All of 
the salesmen are truck equip- 
ment specialists and any one of 
them is qualified to speak. Usu- 
ally, Baker’s men pick one line 
of equipment to discuss, and talk 
about applications, operation, and 
features of the equipment that 
truck salesmen can merchandise 
to the customer. Also, when pos- 
sible, Baker has the district man- 
agers for the lines it represents 
speak at these meetings. 

“For instance, if Don Herring, 
the district manager for Gar Wood 
—St. Paul happened to be in town, 


we'd ask him to speak on hoists 
and bodies,” 


Davis said. He feels 
certain that these meetings have 
done a lot to make dealer salesmen 
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a lot more equipment-conscious. 
* * Bd 


HERE’S a tremendous educa- 

tional job still to be done,” 
said Davis. “For instance, in our 
territory we’ve found that the old 
sales cliche that ‘20 percent of the 
dealers do 80 percent of the busi- 
ness’ is pretty accurate. 

“Only one out of five of the truck 
dealers we do business with are 
what you’d call truck-conscious; 
and in this part of the country, at 
least, the dealers who sell the most 
trucks are the ones who sell the 
most equipment,” he said. 

Baker believes many truck 
dealers still resist the idea of 
working with the equipment dis- 
tributor—and in some cases, with 
good reason. 

He declared that the truck equip- 
ment industry is a competitive bus- 
iness, too, and there are a number 
of cut-throat equipment distribu- 


tors who make a bad name for the} “ 


ethical distributors 





Built for Extra Payload— 


Using Dow Chemical Co. magnesium, 
John J. Casale, Inc., New York, designed 
and built this prototype body, which is 
said to save approximately 25 percent in 
weight over a comparable aluminum unit, 
and 50 percent, if steel. 


sells truck equipment as well as 
trucks still is the exception rather 
than the rule. 

* * x 
FTEN, the dealer thinks that 
in order to sell equipment he 


Baker believes the dealer who|has to hire a truck salesman who 


AJitdaag MIDLAND QWawtiyi 


AND 


@ Every working 





is an equipment specialist,” said 
Baker. 

“This is not only impractical for 
many dealerships, but unnecessary.” 

“By working hand-in-hand with 
a reputable truck equipment dis- 
tributor, the dealer will find that he 
has—in effect—added an equipment 
specialist to his staff.” 

However, in Baker’s view, what 
is more important is that the 
dealer will find that truck sales 
are no longer a “necessary evil” 
but a big and profitable part of 
his volume. 

A truck dealer who works closely 
with Baker Equipment verified 
Baker’s comments and spoke highly 
of the firm. “As a matter of fact,” 
he said, “Baker’s men often have 
been instrumental in closing deals 
for us.” 

However, he mentioned that there 
was one small equipment distribu- 
tor in the area who had a habit of 
“bypassing” dealer salesmen. “So, 
I no longer do business with him 
unless it is absolutely necessary,” 
he said. 


Wolfe Switches to Ford 
Wolfe Ford Sales, Inc., is a new 
Ford dealership in Otsego, N. Y. 
The firm formerly was Oliver Wolfe 
Chevrolet, Inc. 






CE OF MIND, 


part in Midland’s 


When you order new highway transport equipment, be 
sure to specify Midland Power Brakes — then you can be 
sure of getting the finest. Yes, you can rely on Midland 
Power Brakes—air or vacuum—to give you long, trouble- 
free, satisfying service — and at the lowest overall cost. 


Specify Midland, too, when replacing or modernizing 
the power brakes on your present equipment. Every Mid- 
land Air or Vacuum Power Brake Kit is especially en- 
gineered for the truck, tractor, or trailer for which it was 
designed — to give you top performance and positive pro- 
tection at all times. 


Specify Midland Power Brakes and enjoy real peace of 
mind! 


THE MIDLAND STEEL PRODUCTS CO. 


3641 E. Milwaukee Avenue « Detroit 11, Michigan 
Export Department: 38 Pearl Street, New York, N.Y. 





Power Brake Systems is thoroughly 
engineered and carefully tested to 
insure maximum efficiency and cus- 
tomer satisfaction. 


Midland Power Brakes are easily 
and quickly installed, come in com- 
plete kits for installation either at 
your nearest Midland distributor or 
in your own shop. 


Midland Power Brakes stop any 
legal load—quickly, easily, safely. 
Midland brake systems are designed 
and built with tremendous reserve 
power. 


Midland Power Brake Kits or parts 
—as well as service—are readily 
available through a national net- 
work of distributors, as well as rep- 
resentatives in most foreign coun- 
tries. There’s one near you. 


Those Who Know 


MIDLAND! 


Power Brakes Choose 






























Truckin . 
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cars around the end of World War 
I. Packard is making passenger 
cars but is out of the truck busi- 
ness in its own name. Peerless 
petered out in the so-called “Roar- 
ing Twenties,” and Pierce Arrow 
died a lingering death a little later. 

According to my recollection, 
Jay Harris, the then White ad- 
vertising manager, embodied all 
of the “tilt-nose” aspirations of 
the early White company which 
wished to sell exclusively to those 
in “Who’s Who in America” if 
possible. If they had the money 
to pay for the trucks. Maybe I 
am laying it on a little thick but 
that was my impression, take it 
for what it is worth. 


Under the very able guidance of 
Windsor White, the company had 
prospered and made money. As I 
get the picture, it was this ability 
to make money that finally got 
them into trouble and set the stage 
for the entrance of Bob Black, the 


guy who came from Brockway to 
take White out of the red. 

Today, White is earning a repu- 
tation as the company that is 
absorbing the smaller truck com- 
panies which have something worth 
while buying and much of this rep- 
utation is tagged to the sagacity 
of Bob Black. 

But White got its feet wet in this 
tradition when it took over the old 
Indiana truck back in 1928. Shortly 
after this, Studebaker had gotten 
into financial difficulties and White 
and Studebaker joined under one 
banner. 

But when Windsor White died 
early in the depression, the White 
company started to flounder with- 
out a capable leader. 

So White trod the “glory road” 
under the direction of the three 
White brothers up to well into the 
depression, and has trod the sec- 
ond “glory road” under its present 
management to one of the “tops” in 





the heavy-builder ranks. In fact, for 
the first nine months of this year, 
White stood in second place in 
registrations of trucks in the 19,500 
and over GVW classification. 

* * * 


Black from Brockway 


OBERT F. BLACK came to 

White from Brockway in May, 
1935, after having put that com- 
pany, which the creditors thought 
would have ‘to be liquidated, back 
on its feet. This record convinced 
the White board of directors that 
Black was the man needed to clean 
up the Studebaker and Indiana 
situations and put White back into 
its proper place in the industry. 


Nor was the White board’s faith 
misplaced. Black, in three short 
years, put White back into black 
ink and the company has been 
there every year, but one, since. 
Total assets of the company have 
increased from approximately $36 
million in 1941 to $105 million to- 
day, working capital from $17 
million in 1941 to over $60 million 
today and the book value of the 
common stock nearly has doubled. 

Getting his early start in the 
truck business with the old Mais, 
built in Indianapolis, and with ex- 
perience gained with two other 


truck makers as well as by operat- 
ing his own fleet of buses, has given 
this dynamic “prexy” a broad con- 
cept of truck manufacturing man- 
agement and an outlook that is 
shared by few, if any other, truck 
men. 


This experience and the type of 
thinking it generates has shown up 
consistently in White’s approach to 
meet problems of operators by de- 
signing vehicles to eliminate basic 
shortcomings of trucks in popular 
use at the time. 


White today is a team opera- 
tion with Bob Black in the direct- 
ing seat, ably aided by two stal- 
warts of the industry, J. N. (Nev) 
Bauman, outstanding in sales, 
and E. S. Reddig, the “Mr. Money 
Bags” of the company. Under this 
triumvirate is a host of experi- 
enced, hard hitting, heavy-duty 
truck men who seem to glory in 


| accomplishment. 


Recounting some of the steps 
that have put White in its current 
enviable position in the industry 
would in all probability be headed 
by the down-to-earth distributor 
and dealer policy. While the back- 
bone of the White sales organiza- 
tion still swings around a goodly 
number of direct factory branches, 
there is a keen consciousness at 





Today Stewart Mobile homes are seen 
and bought everywhere...and they can 
be sold from your showroom or used 
car lot. You, who have the proven 
ability to sell...and with practically 
no increase in personnel or facilities 
...can now get plus profits from selling 
STEWART mobile homes. 











1-ACCEPTED LINE 


Stewart Mobile Homes are accepted 
as one of the very best manufactured 
today. A complete line of coaches 
with merchandising aids that back 
you up will assure you, as an exclusive 
Stewart dealer in your area, of real 
sales potential. 


2-EASY FINANCING 


Stewart coaches are recognized by 
all the well-known trailer financing 
firms. This means that requirements as 
to sturdiness, long-life, high resale 
value and backing by a well-estab- 
lished, financially responsible mané* 
facturer, have been fully met. For qual- 
ified dealer we can arrange financing. 


3-VAST MARKET 


Nearly two million Americans are 
year-round residents of mobile homes. 
In 1954 approximately 76,000 
coaches were sold at a retail sales 
figure of nearly $324,000,000. Why 
don't you share in this great market? 
Be a franchised Stewart dealer. 


For Details Write, Wire or Call Today! 


STEWART COACH INDUSTRIES, IN 


Dept. AN-2, Bristol, Indiana 


Cc. 


White that “money-making” deal 
ers and distributors are needed to 
meet today’s wide-spread competi 
tion in field selling. 

* * cd 


Harmony with Dealers 

HITE now has 210 distributors 

and 129 dealers working in 
complete harmony with the factory 
sales department and this number 
is being augmented from time to 
time as the shift in business opens 
new spots with increased sales po- 
tential. 

White dealers have protected 
territories. In addition, the White 
policy is that dealers order only 
the trucks they want and if they 
get in a deal that is “over their 
heads” either the branch or dis- 
tributor steps in to help, even to 
the extent of taking over com- 


pletely if that is the way the 
dealer wants it. 
Next in importance perhaps is 


the emphasis that has been put on 
service. During the past 15 years in 
particular, White outposts have 
been aided in setting up complete 
(and most profitable) truck serv- 
ice centers across the nation. These 
retail outlets have been encour- 
aged to be so good that owners of 
competitive make trucks will pa- 
tronize them. 

Not only has this program been 
worth much in developing new 
vehicle customers for White but 
total service sales have risen from 
$6,380,000 in 1940 to over $55,000,000 
this year. The service department 
is shooting for the astounding mark 
of $600,000,000 in total service sales 
by 1970, and they seem to be very 
confident that they will make it. 

aa * ad 


White ‘Hits’ Market 


Not the least among the things 
that have kept White on the 
upswing during the past 20 years 
is their ability to “hit” the market 
with a new type truck just as the 
need for a vehicle of that type be- 
comes acute. 

Thus as far back as 1939 it star- 
tled the industry with a “White 
Horse” delivery model with a rear- 
mounted air cooled engine. They 
also brought out a modified pan- 
cake engine for buses. 

Realizing that it wasn’t neces- 
sary to have great weight just to 
get power and stamina for heavy 
truck operation, the company 
brought out the model 3000 in 
1949 with one of the most spec- 
tacular demonstrations ever put 
on by a truck company. 

Because many operators were 
afraid of the safety of the tilting 
cab, the company staged a “wild 
west” show in Cleveland using the 
tilt cab trucks as “broncos.” The 
show énded with a truck being 
driven full speed into a wall of ice 
and bursting through with ice fly- 
ing in every direction. 

This demonstration, while it in- 


|jured the truck, did little harm to 


the cab and the driver stepped out 
smiling after the smash. The truck 
was able to get off the track under 
its own power. 

In 1950, White brought out the 
“steering pusher” to meet operat- 
ing conditions in the southwest, 


particularly Texas. 
* * * 


Now, the ‘9000° 

A= this year it has brought out 
the model 9000, which was why 

I was sent the silver cup. 

In its progress through the 
years since taking BB, it has been 
taking over companies which 
have things which the White or- 
ganization can use to advantage. 

One of its earliest “deals” was to 
take over distribution of the West- 
Coast-built Freightliner, designed 
for the long-haul, heavy-freight 
lines of that area. 

Next White absorbed Sterling in 
1951 to get some good truck men 
and two especially good heavy-duty 
truck models. 

Then came Autocar in 1953 
which was in financial difficulties 
but had an excellent reputation 
any many outlets in the east. The 
plant was in such bad repair that 
a new plant has been built and 
the Autocar division now is roll- 
ing toward greater horizons un- 
der White ownership. 

And to signal its intent to expand 
its operations into other closely 
allied fields, White has taken over 
Superior Atlas engine division of 
National Supply Co. which pro- 
duces a wide range of diesel en- 
gines for industrial and marine 


work as well as for trucks. A new 
diesel for trucks now is 
process of development. 
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By Leo T. Parker 
Attorney at Law 

4 HIGHER court recently rend- 
£% ered an outstanding decision to 
the effect that if the purchaser of 
an automobile obtains a certificate 
of title from the seller through 
trickery, misrepresentations or 
fraud, the seller cannot repossess 
the automobile from the purchaser 
or any other person whose title 
came from or through the fraudu- 
lent purchaser. 

This law is applicable irrespec- 
tive of good intentions of the 
original seller, and of complica- 
tions arising from the automobile 
being frequently sold. 


For example, in Terry Bros. v. 
National Auto Ins. Co.. 69 N. W. 
(2d) 361, the testimony showed: 

Mr. Gibreal, of Gibreal Auto 
Sales, sold a 1948 Mercury con- 
vertible to Roy Bethke under a 
conditional sales contract for $1,150, 
the purchaser to pay $50 down, 
which he failed to do. The car was} 
turned over to Bethke, but the title 
was not given to him. 

Later Bethke told Gibreal he 
was stopped by a policeman for 
not having proper license plates 
and the car was impounded. 

He requested the certificate of 
title to enable him to buy his| 
license because he was required to 
have a license before the police 
would surrender the car to him. | 
Gibreal transferred the certificate} 
of title to Bethke. 

a * 
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Stolen Car Moves Around 


PPARENTLY Gibreal became 

suspicious of the deal and asked 
Bethke to return the title. Bethke 
refused. Gibreal then went to the) 
police and was permitted to take 
possession of the car, but Bethke 
kept the title. 

Soon afterward Gibreal sold the | 
car to one Slayman under a con- | 
ditional sales contract. Fire, theft, | 
and collision insurance was writ- | 
ten for Slayman on this car by | 
National Auto Ins. Co. 

A few days later the automobile 
was stolen from Slayman’s garage. | 
A day or so later one Bilyeu came 
to Terry Bros.’ place of business| 
with the 1948 Mercury convertible. | 
After looking at the car Terry 
Bros. offered $750 for it, which 
offer was accepted. 

A check was given to Bilyeu for} 
the purchase price, and Terry Bros.| 
received the certificate of title by 
an assignment by Bilyeu who previ- 
ously had obtained the title from 
Gibreal. Terry Bros. sold the car to 
one Gusin and gave him a certifi- 
cate of title. 

It appears that National Auto 
Ins. Co., which issued the policy 
to Slayman, located Gusin who 
had possession of the Mercury 
and took possession of it. 

Of course, Gusin demanded his 
money back from Terry Bros. and 
Gusin assigned the title to the 
Mercury to Terry Bros. who imme- 
diately sued the National Auto 
Ins. Co. for possession of the auto- 
mobile. 


* * ? 
Terry Repossession OK’d 


vo important points of law of 

this case are, first, Terry Bros. 
had the title which had been trans- 
ferred from the original title given 
by Gibreal to Bethke through fraud, 
and, second, Terry Bros. claimed 
legal ownership of the automobile 
through Slayman from whose 
garage the car was stolen at the 
time its title was in possession of 
Bethke. 

It is interesting to observe that 
the higher court held that, under 
the above circumstances, Terry 
Bros. was lawful owner of the 





Florida Insurance Firm 


Purchased by Hertz 

CHICAGO. — Purchase of Atlan- 
tic National Insurance Co., Miami, 
which handles car and trunk rental 
policies, by Hertz Corp., has been 
announced. 

Price exceeded $1 million, accord- 
ing to Walter L. Jacobs, Hertz pres- 
ident, and Carl Harber, Atlantic 
president. Harber will continue to 
direct the insurance company. Ed 
Larson, Florida treasurer and in- 
surance commissioner, approved 
the sale. The firm was chartered 
in Florida in 1947. 


Lawsuits Affecting Dealers... 


Court Decisions 







automobile and was entitled to 
repossess it from National Auto 
Ins. Co. 


The court said: “It is a general 
rule that where one of two innocent 
persons must suffer by the acts of 
a third, he whose conduct, acts, or 
omissions enables the third person 
to occasion loss must sustain it if 
the other party acted in good faith, 
without knowledge of the facts, and 
altered his position to his detri-| 
ment.” 

Another important rule of law) 
laid down by this higher court is:| 
When an automobile is obtained 
from its owner by a sale induced 
by the fraud of the buyer, and| 
title passes to the purchaser guilty} 
of the fraud, an innocent purchaser | 
of the automobile who has no| 
knowledge of the fraud takes the 
title thereto free from the right of 
the original seller to rescind the 
sale and reclaim the automobile. 

In other words, if a seller delivers 
possession to the buyer pursuant 
to a sale induced by the buyer’s 





WHITE 


with 90-inch dimension from front of 

bumper to back of cab for maximum 

“L" dimension for total gross 
- weight. Handles 35 ft. 


square-nose trailer 
within 45 ft. limit 
with three 
different king pin 
settings—24”, 
30” and 36”, 


THE 
WHITE MOTOR 
COMPANY 
Cleveland 1, Ohio 


And Now-—The 


fraud, the automobile which after-| 
ward passed into the hands of a 
bona fide purchaser for value, the 
right of the original seller to re- 
cover the property is lost. 

* + 


Theft Alters Picture 


THE other hand, this law is 

not applicable where the testi- 

mony shows that the' automobile 
was stolen. 

This is so because the law is well 
settled that a purchaser of a stolen 
automobile never takes a good and 
valid title, and the original owner 
always can repossess the automo- 
bile from its present possessor 
irrespective of the latter’s good 
faith and innocence when purchas- 


ing the stolen car. 
+ ” + 


Illinois Wins Ruling 
On State Use Taxation | 

CHICAGO. — The state gained) 
first victory in the use-tax consti-| 
tutionality battle when two motions 
aimed at forcing the Secretary of 
State to register automobiles pur- 
chased out-of-state without the 
payment of use tax were denied. | 

Although this was the first chal- 
lenge to reach the State Supreme 
Court, several lower court cases 





9000 











“Power? This baby is PACKED 
with power!” 


trial for Edward D, Biter, Dover 
automobile dealer convicted last 
April of conspiracy to defraud an 
Air Force lieutenant in the sale of 
@ car. 

Biter was found guilty of selling 
as new a used car to Lt. Charles 
Villa, Dover Air Force Base. He 
also was convicted of aiding and 
abetting one of his salesmen, Wil- 
liam Murphy, to defraud Villa, and 
his dealership was found guilty of 
setting back the car’s speedometer 
from 800 miles to eight for the pur- 
pose of making a sale. 

* * * 


Virginia Rules Out 


Special Lease Tags 


RICHMOND, Va.—The State 
| Corporation Commission has ruled 
|that it cannot require special li- 
|censing of cars leased to corpora- 
tions for use by their employes. It 
said, however, it would continue to 


have been granted prohibiting | issue the licenses to leasing firms 
transfer of funds into the treasury.| which apply for them. 


* * * 


Court Denies Appeal 
Of Delaware Dealer 


The declaratory judgement came 
| in the case of Auto Fleet Leasing 
|Corp. The commission ruled that 
|a 1954 revision of the law left the 


WILMINGTON, Del.— (UTPS)—| commission without power to com- 


Superior Court Judge 


Caleb R.| pel the purchase of special licenses 


Layton III has denied motions for| designating carriers leased for 
are pending and a few injunctions! judgment of acquittal and a new | private use only. 


Ge ee ee mse 


For More Than 55 Years The Greatest Name In Trucks 
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os ships make better copy 
than traffic headaches, but we 
haven't entirely given up trying to 
take the cussedness out of daily 
commuting. Bill Vaughan, of the 
North American Newspaper Alli- 
ance, goes so far as to say that 
man is so sick of trying to get him- 
self efficiently to work each day 
with a ten-mile commuter trek, he 
intends to shoot himself into inter- 
planetary space. 


Simple things like parking 





Friend Sells to Stone 


L. Friend has announced sale of | 
his Cadillac-Oldsmobile dealership | 
in Massillon, O., after 23 years of 
business. George Stone, Canton, O.,| 


has bought the firm. 





meters, underground parking lots 
and stricter law enforcement have 
helped in some cities. 

Denver and Baltimore gave 
Henry A. Barnes, a traffic expert, 
a free hand. Barnes came up with 
three devices: 

1.—Traffic lights controlled by an 


|| electronic brain regulated by the 


flow of traffic. 


2.—The elimination of special 
parking privileges. 
3—A scramble system, nick- 


named the Barnes Dance—at inter- 
vals pedestrians can cross in any 
direction, cars no longer plow 
through a stream of humanity when 
turning a corner. These have made 


|the daily hegira to work and back 


a pleasure instead of a nightmare 
for Denverites and Baltimoreans. 
ok + * 


Scooter Rooter 


Y DAUGHTER, Jane, tells me 
she’s thinking of getting a Ves- 
pa, a scooter made by Piaggio & 
Co. of Genoa—before the war one 
of Italy’s major rail-transportation 
and aircraft manufacturers. The 
company is making a comeback to 
the tune of 1,000,000 Vespas since 
1946. 
spring—the United States. 
Enrico and Armando Paggio 
viewed the ruins of their in- 


Gathings Signs with Hudson— 


Their big sales target this | 








Shown are the sales, service and used-car facilities of Gathings Motor Co., a 


new Hudson dealership in Charlotte, N.C. B. F. Gathings, president, has been in 
the automobile business for 30 years. 


, civilians—hand-made—is in the Au- 
tomotive Museum in Turin, the De- 
troit of Italy. 


dustrial empire, took a look at 
the war-damaged Italian roads, 
the lack of vehicles and the low 


Them "they eee a7 4 Vespa means wasp. Just watch 


simply made scooters used by |it dart in and out of traffic. Slight- 
American and German para- \ly bigger and heavier models than 
troopers and went to work. those merchandised in Italy will be 
The first Italian scooter 


Blue Sunoco is all one grade 


Premium Octane 
Sular Gas Price 


At Re 











it i a a 
ig: 


THATS WHY I SWITCHED 
FROM A'TWO-GRADE’ 


SERVICE STATION 
TO BLUE SUNOCO 


And thousands more are switching from premium- 
priced brands to Blue Sunoco for the same reason! 


Interested in a Sunoco Dealership? 


A Sunoco dealership may be available in your com- 
munity. Call our local office or write us direct: Sun 
Oil Co., Philadelphia 3, Pa. 


SUN OIL COMPANY :- 





It is Sun Oil Company’s single grade 
policy that enables it to produce a 
premium octane high-test gasoline 
at regular gas price. 

And that’s why Sunoco dealers, 


on the average, outpump com- 
petition by 2 to 1. 


Philadelphia 3, Pa. 





for | built for the U. S. market. Three 


wheeled—anyone can handle one—- 
six horsepower, top speed 50.m.p.h., 
110 miles per gallon . .. six can 
park in the space required by the 
average car. They seem a natural. 

Twenty thousand of the lighter 
Italian type, sold under a different 
name—Allistate Cruisaire—by Sears, 
Roebuck, were sold here in the last 
two years with practically no pro- 


& | motion. 


* x * 


}| Dealers Set Up 


TH good publicity, Piaggio’s 

Fillipo M. Theodoli, general 
manager of Vespa Distributing Cor- 
poration, predicts a minimum sales 
gain of 30 to 50 thousand a year 
within two or three years. Dealer- 
ships have already been set up in 
New York, Florida and Denver. 
Wonder if Mr. Barnes’ traffic face- 
lifting will effect the Denver sales 
potential? 


Enrico Piaggio believes there 
are U.S. sales possibilities for their 
other products: A_ three-wheel 
commercial model with delivery 
van, light-truck and dumper 
bodies; and a station wagon- 
model now being exported to 
India for use in the Government 
program to eliminate rickshaws. 

We are accustomed to think of 
Italian production methods as 
primitive compared to ours and to 
worry about low wage standards 
that make for unfair competition. 
But I gather that Piaggio has 
adopted American production me- 
thods, credit selling and pay stand- 
ards. It has introduced a voluntary 
payroll-deduction plan so employes 
can buy Vespas. And they buy 
’em, too! 

P. S. The two-car family with 
the one-car pocketbook could put 
a lot of money in the Piaggio 
pockets: And perhaps the “get a 
horse” of early automotive days is 
proving to be good advice. Cutting 
up through Central Park yesterday 
—the East and West highways 
jammed—a mounted policeman 
jogging along seemed healthy, 
happy and unharassed. 

Contrasting the old station 
wagons with the shiny ranch wagon 
leviathans of today, I wonder if 
the scooters will stay scooters. Or 
will they get bigger and bigger— 
more luxurious—until they defeat 
their original purpose? Maybe we 
are only putting off the day when 
we're going to have to turn loose 
our politically hog-tied traffic en- 
gineers. 


9 eo 
Dodge’s Nichols 
Urges Dealers 

6 e e 

To ‘Specialize’ 

DETROIT. — Automobile dealers 
must employ a new sales technique, 
according to Byron Nichols, Dodge 
general sales 
manager, if they 
are to cope with 
today’s “special- 
ized car market.” 

He said the 1956 
customer de- 
mands a car 
tailored to his 
particular require- 
ments. Nichols 
cited Dodge’s 
LaFemme for ‘ 
women, its Texan Byron Nichols 
for Texas and its special taxicab 
as examples. 

“One of the most popular models 
is the station wagon,” said Nichols. 
“It used to be available in one or 
two colors. Now we offer a fleet of 
seven in every color of the rain- 
bow.” 

Because of this trend, Nichols 
said, a dealer must have a well 
rounded stock of vehicles in a good 
variety of colors if he “expects to 
achieve his fair share of sales.” 








Major Race Winners 


Use Firestone Tires 


AKRON. — Firestone Tire and 
Rubber Co. reported last week 
that all major auto races in the 
U. S. in 1955 were won on Fire- 
stone tires. Included are all AAA- 
sanctioned championships and the 
NASCAR grand nationals. 

Last year a new tire, the Fire- 
stone Super Sports 170, was de- 
veloped for sports car racing. The 
company said that this tire was 
put to the acid test at the Grand 
Prix in Florida and carried the 
winning Jaguar-D to victory in 
the 12-hour grind. 
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Ohio Operator Tells How He Does... 


Can a Rural Dealer Sell Volume? 


By Joseph M. Callahan 
Staff Writer 


CELINA, O.— Can a small-town 
dealer go for volume? 

“Yes, if he keeps his overhead | 
down and his enthusiasm up,” | 
optimistically replies Rudy 
Buschor, owner of Rudy’s Auto 
Sales (Mercury) of Celina and 
Rudy’s Mercury Sales of Wapa- 
koneta, O. 

Buschor’s enthusiasm received a 
considerable boost last month when | 
2,000 persons turned out for the| 
grand opening of his dealership in 
Wapakoneta—a town of only 7,000. 
The turnout was remarkable be-| 
cause the new Mercury had been 
introduced two months earlier. 

Explaining his operation, Buschor 
said: “I believe and I have a sign 
in my office stating ‘You Don’t 
Have To Be In a Big Town to Do} 
Big Business.’ You just have to 
treat the people like you would 
want to be treated and give them 
the best deal possible and still make 
a little and sell a lot,” 

While Buschor’s expected vol- 
ume — 80 cars a month (50 in 
Celina and 30 in Wapakoneta— 
would hardly make him a volume 
dealer in the eyes of many, it is 
a substantial number of cars for 
a small-town operator. 

This figure is also a substantial 
increase from the 200 he sold in 
1953, his first year as a Mercury 
dealer. He sold 250 cars in 1954 
and 400 last year. 

Prior to taking on Mercury, he 
sold Packard and then Studebaker 
for 12 years. He started in the auto 
business in 1936 at the age of 22, 
operating a used-car lot that 
handled up to 100 units a month. 

Said Buschor: “Our new-car 
prospects come from a radius of 
about 50 miles. How I get them 





The machine tool industry is 
likely to enjoy one of the best years 
in its history in 1956, according to 
the Value Line Investment Survey. 

Under the stimulus of general 
business activity and large govern- 
ment buying, the survey said, 
machine-tool makers are working 
with the largest backlog of orders 
they have had for four years. 

x * * 


Walker Sales Increase; 


Profit Hiked to $915,946 

Net sales of Walker Mfg. Co. 
of Wisconsin totaled $30,893,093 in 
the fiscal year ended Oct. 31, 1955, 
compared with $23,968,331 in the 
previous fiscal year. 

Net earnings in the period 
amounted to $915,946, compared 
with $522,079 in the previous year. 


* * * 


Continental Motors 


Net sales of Continental Motors 
Corp. and consolidated subsidiaries 
for the fiscal year ended Oct. 31, 
1955, were $145,381,477.21, C. J. 
Reese, president, has announced. 

* * * 


Fedders-Quigan 
Fedders-Quigan Corp. three 
months ended Nov. 30, 1955, vs. 
Same period year earlier—Net sales, 
$5,883,774 and $4,288,320; net loss, 
after tax credit, $176,755 and $468,- 
422. 


Antique Auto Fanciers 
Elect Clymer President 


LOS ANGELES. — Floyd Clymer, 
publisher, last week was elected 
national president of the Horseless 
Carriage Club of America. 


Other officers are: Vice-president, 
Joe Goodell; chairman of the 
board, Herb Prentice; treasurer, 
Bob Gottlieb, and secretary, Les 
Barnett. Two new directors are G. 
C. Coffee, of Lafayette, Calif., and 
Herman Bear, of Dinuba, Calif. 
Herb Prentice, of Downey, Calif, 
was reelected a director. 

The club numbers 6,041 members 
and is dedicated to the preservation 
of historical automobiles. 


|so that when factory work is slack|in stock at all times. This makes 


who have purchased vehicles 
from him in the past two decades. 
Used-car ads frequently list the 


in here I don’t know. But I have | 
been in business for 20 years in | 
the same location. We have 
always given good deals and one former owners. 

(customer) tells another. Buschor added: “We also adver- 

“We try to sell the farmers new tise ‘no buying from pictures,’ as 
cars as well as the factory worker,| we try to have 40 to 50 new cars 
we still have the farm business.|a car a lot easier to sell when they 
Most of our advertising is aimed|can see the car they really like. 
at the farmer, telling him to drive| We try to tell all the farmers what 
to our garage and save salesmen’s| new cars, body styles and colors 
commissions, as we have no sales-| we have in stock.” 
men on the road and no road He now employs 28 persons at 
expense.” the two dealerships, including 10 in 

When Buschor started selling the two shops. The Celina shop has 
Mercury he had four salesmen|a service absorption of 79 percent. | 
“running all over” the county. The Summing up, Buschor declared: | 
next year he cut his staff to two! “A lot of small-town dealers think | 
road men and then to none. Buschor that to operate big you must be | 
now has only two salesmen on the in a big town and that the fac- 
floor at each outlet. | tories are for the big boys. 

His advertising consists of a | “Well, this is not true. If any| 
once-a-month newspaper ad, 





Rudy Buschor's Sales Team— 


The sales team of Rudy's Auto Sales (Mercury) gathers in the Celina (O.) showroom. 
From left: Carl Clifton, sales manager; Bill Hoening, salesman; Don Kremer, salesman, 


‘this kind of business can be done 2°49 Rudy Buschor. pal 


|in a small town, he can get all the! 
facts from us—at no charge.” 


a |dealer in a small town thinks so} 
large quantity of handbill adver- |or wants to know what or how 
tising and about 1,000 direct mail 
pieces a month — mostly to 


e R Wondering how new-car and truck production and sales are making out? AUTOMO- 
neighboring farmers and others 


TIVE NEWS gives you the entire story every week throughout the year. 








Stalcup 


OUTDOOR ADVERTISING 
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oi¢ ..- THE BEST 
‘LOCATION IN 
KANSAS CITY 
WILL SOON BE 
AVAILABLE 
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“epnoNne HOWARD STALCUP 
VA. 1-2888 e¢ KANSAS CITY 
COLLECT NOW! OR SEE YOUR AGENCY 





Sesors \ 
=" shiccd 


Bold Design Establishes Immediate Brand identity 


Stalcu 


INC. OUTDOOR ft 


ADVEntising ¢ SPECTACULARS . POSTERS . PAINT 
3126 MAIN ST. VA. 1-2888 KANSAS CITY, MISSOURI 








The Franchise wit 
and the c 


New, modern-day, 
progressive policies and 
products—plus extra-liberal 
features—make the Hudson. 
franchise, today, outstanding 
in the industry 





oe New V-Line, high-fashion styling ¢ Luxurious comfort e New 
V-8 power e Top performance e Smoother ride e Easier drive 


DIFFERENT, DISTINCTIVE ’56 HORNET V-8 


The relationship between Hudson and its dealers is 
now the most mutual in the business. It’s a greatly 
strengthened partnership, backed by American 
Motors’ broad program on dealer policies . . . the 
most advanced in the industry. 


HERE IT 1S! The broad eight-point plan 
that benefits both dealers and company, and builds 
customer confidence and demand: 


ae Dealer Councils elected by the dealers them- 
selves. 


2. These Dealer Councils to advise and counsel on 
all matters affecting dealers and customers. 


3. Periodic review of the sales franchise with the 
Dealer Councils, to keep it on a practical, fair 
and equitable partnership basis, including the 
length of franchise and any other aspect of it. 


4 Early consideration to be given to a joint com- 
pany-dealer appeal board with final authority 
in dealer cancellation cases. 


The greatest cars in Hudson’s history... the two style 


5. Joint formulation of policies to prevent unethical 
or misleading advertising, selling, financing or 
servicing. 


6. Primary reliance on dealer projections and 
orders to keep car production sufficiently bal- 
anced with market demand, to avoid bootlegging 
and unsound inventory accumulation. 


Be Joint consideration of methods of avoiding ex- 
cessive fluctuations in car sales and production, 
and maintaining them at profitable levels for 
both the dealers and the factory. 


8. Consideration of annual programs for sharing 
with dealers the financial benefits from future 
growth and greater total sales volumes. 


There is an opportunity to make our relationships 
more effective and productive than any the industry 
has known. It cannot be done overnight. Neverthe- 
less, we want you to know our objectives. Only 
when our relationships are right can our customers 
benefit most fully from our products and services. 


GEORGE ROMNEY, President 
American Motors Corporation 


You can actually feel the difference the second you unleash the surging V-8 power 


of the new 56 Hornet. You can feel the difference in its live, alert performance at 
all speeds. You can see the fine-car difference in the luxury of its 24 stunning two- 


and three-tone exteriors, beautifully color-matched with 17 fresh, new interiors. 
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AND THERE’S MORE! 


The Hudson franchise provides the highest gross- 
profit margin. A discount structure that’s as 
liberal as any in the industry, plus generous area 
bonuses, plus an exclusive volume investment 
fund, which is unique in the industry, give 
Hudson dealers excellent opportunities for best 
profits. Mutual provisions protect you against 
forced car shipments. 


The Hudson deal today is 
the best deal in every way! 


lesensations of the year! 


a neart.... 
s to make it tick! 


TUNE IN “DISNEYLAND” 
ABC-TV NETWORK 


New, advanced policy attracts new dealers in record number 


In the short time from the first introduction of the 
new 56 models, until the end of December, a record 
number of 97 new dealers joined the Hudson family 
of quality dealers. 


This trend continued in January, proving that 
smart businessmen all over the country are recog- 
nizing that “this is the franchise with a future.” 


Today, the Hudson franchise is more valuable 
and attractive than ever. A few preferred areas are 


still open for quality dealerships. For detailed in- 
formation regarding the qualifications required for 
one of these dealership opportunities, get in touch 
with N. K. VanDerzee, Vice President, Hudson 
Motors Division, American Motors Corporation, 
Detroit 32, Michigan—or contact your nearest 
Hudson Zone Office, listed below. (In Canada, con- 
tact L. E. Fenn, General Sales Manager, Hudson 
Division, American Motors Sales of Canada, Ltd., 
2951 Danforth Avenue, Toronto 13, Ontario.) 


Hudson 


fg Motors Division 
> > American Motors Corporation 
“oma sso" 14250 Plymouth Road, Detroit 32, Michigan 





ALL-NEW, ALL-AMERICAN ’56 RAMBLER 


Call or write your nearby 
HUDSON ZONE OFFICE 


ATLANTA, 953 Donnelly Ave., S. W. 
BOSTON, 1320 Soldier’s Field Road 
BUFFALO, 1231 Main Street 
CHICAGO, 4821 W. 67th Street 
CINCINNATI, 4527 Reading Road 
CLEVELAND, 8500 Brookpark Road 
DALLAS, 2601 Mockingbird Lane 
DENVER, 3660 E. 49th Avenue 
DETROIT, 12727 Greenfield Avenue 
KANSAS CITY, 555 Sunshine Road 
LOS ANGELES, 601 Nash Street 
MEMPHIS, 744 Royal Avenue, Box 4947 
MILWAUKEE, 3322 S. Clement Avenue 
MINNEAPOLIS, 4100 Washington Avenue 
NEW YORK, P. O. Box 492, Union, N. J. 
PHILADELPHIA, 800 Chester Pike 
PITTSBURGH, 210 Thomas Street 
PORTLAND, 2053 N. W. Upshur Street 
ST. LOUIS, 3525 Hampton Avenue 

SAN FRANCISCO, 2445 Mason Street 
WASHINGTON, 1509 Leslie Avenue, Box 2188 


These and other features — more room, more power, 

easier handling, better ride —-make the ’°56 Rambler 

a much-wanted and fast-selling car in the volume field. 
. with highest resale of all low-priced cars. 


«#2 Brilliant, new styling e Lowest price, model for model 
_ @ Highest mileage e Amazing performance e Top resale value 

















Auto Personnel 





Robert H. Kilgore has been| service and market development of 
named manager of General Tire &|3M’s “Scotchply.” Bertrand Y. Au- 
Rubber Co.’s newly formed flooring| ger is technical director of the re- | 
division. First product of the new|inforced plastics division. He is 
division will be “Bolta-Floor,” a/| responsible for research and mar- 
vinyl plastic floor tile. ket development of “Scotchply” ma- 

* * & terials. 


Mechanical Picks Ewing | R Joins P ; 
James Rowan Ewing has been — a + vor 
appointed general sales manager of | Ed Roos has been named Omaha 
Mechanical Handling Systems Inc.,| 4istrict representative for Premier 
Detroit. He formerly was assistant | AUtoware Co., Cleveland, manufac- 
sales manager of Motor Products| ‘turer and distributor of automotive 
Corp. | replacement parts. 
* * * * *- * 


Keeshin Names Russel | Thompson Quits Modine; 

D. W. Russel has been appointed| He Plans to Retire 
assistant to the president of Keeshin | 
Transport System, Chicago. 


” * * 


* * * 


The resignation and retirement of 
| Arthur F. Thompson as executive 
vice-president of Modine Mfg. Co., 
Mercury Appoints | Racine, Wis., has been announced 
. by C. T. Perkins, president. 

Maroni and oo M. i | Thompson joined Modine in 1936, 

Appointment of J. R. Maron 48 | being elected secretary of the com- 
assistant divisional controller has/ pany in May of that year. After 
been announced by Paul F. Lorenz, | holding the positions of secretary 


Mercury division controller. Maroni| ang treasurer, vice-president and 
will direct the capital investment as aia 
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treasurer, and vice-president, he! service facilities of the firm’s gen-| activities in Yakima, Wash., and 
was elected executive vice-president! eral products and textile divisions. | Dillon formerly was regional used- 


and chairman of the executive) 


committee in 1948. 
+ * * 


Higgins Is Board Chairman 


Of Pittsburgh Plate Glass 


Harry B. Higgins, president of 
Pittsburgh Plate Glass Co. since 
1944, has been named chairman 
of the board. His successor as 
president is David G. Hill, for- 
merly vice-president in charge 
of glass manufacturing. 


The changes followed the re- 
tirement of Clarence M. Brown, 
who had been chairman since 
1931. Brown has been elected hon- 
orary chairman and will continue 
to serve as a member of the 
board of directors. 

Board membership, meantime, 
has been increased to 12 from 11, 
with the new seat going to C. 
Robert Fay, vice-president and 


comptroller. 
* * * 


LOF Links Service Setup; 
Petersen to Head Office 


Working with Petersen will be 
| George C. Arnold, A. J. White, John 
M. Vanselow and William F. Moll 


| jr. Headquarters will be in Toledo. 
| * * 


L-M Promotes Folcke 


Oliver Folcke has been appointed 
western regional sales promotion 
manager for Lincoln-Mercury. He 
formerly was a zone sales manager 
in Los Angeles. 

* * * 


Hunter Appointed 


Appointment of Robert E. Hunter 
as general sales manager of Detroit 
diesel engine division of General 
Motors Corp. has been announced 





by Semon E. Knudsen, general 
manager. Hunter has been director 
of sales of General Motors Diesel 


Ltd. of Canada. He first joined GM | 


in 1937 at Pontiac. 


+ 1 + 


Dodge Promotes Clark, 


Dillon on West Coast 

Dodge has named Robert L. Dil- 
lon city manager for Portland, Ore., 
and Willett P. Clark manager of 


L. O. F. Glass Fibers Co. has| territorial development, Pacific! 
named Raymond Petersen manager | zone. Clark will be headquartered in| pointed assistant treasurer of Gen- 


of the newly created customer serv- 
ice department, which combines the 





analysis department, the price and 
forward program analysis depart- 
ment and the business research de- 


partment. 
At the same time, Lorenz an- 
nounced appointment of A. H. 


Baume as manager of the business 
research department. Maroni joined 
Ford Motor Co. in 1951, Baume in 
1949. 


* * > 


3M Appoints Colson 


Promotion of Victor H. Colson to 
technical service manager of the 
reinforced plastic division has been 
announced by Minnesota Mining & 
Mfg. Co., St. Paul, Minn. Colson 
will be responsible for customer 


be 
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NOW AVAILABLE FOR ALL CARS! DEALERS 


DISGUSTED WITH TOUCH-UP 
GADGETS? Try TRU-MATCH 
in the time-tested, customer- 
approved One Ounce Bottle. 


WE FEATURE... 


IMMEDIATE DELIVERY . NO WAIT- 
ING 


LEAK PROOF, EVAPORATION PROOF 
¢ SEAL ON EVERY BOTTLE. 


Tg 


NEW, HIGH SOLIDS FORMULA. 


GUARANTEED ORIGINAL COLOR 
@ MATCH. 


NO MINIMUM ORDER REQUIRED. 
WILL SHIP 1 BOTTLE. 


POSTAGE PREPAID ON ORDERS OF 
30 BOTTLES OR MORE. 

Send us your order TODAY! 
AUTOMOTIVE SOLVENTS & 


SPECIALTIES CO. Box 346 
ST. CLAIR SHORES, MICHIGAN 





WOULD YOU SPEND 
$29.75 


To Fill Your Showroom 
and Lot with Live 


Prospects? 


More Than 3,000 Dealers in the 
United States and Canada are 
now using our “Profit Sharing 
Bird Dog Plan" to increase Sales. 


Write or Wire for Free 
Samples and 
Details of this AMAZING PLAN 


SANZO SPECIALTIES 


Box 68-A Endicott, N. Y. 


San Francisco. 
Dillon had been assigned to sales 


a new FIRST for safet 


car manager at Portland. 
| + * * 


| Walker Appoints Rapp, 


| Archer and Jaspersen 


| Wayne Rapp has been appointed 
| sales manager of Walker Mfg. Co.’s 
| Wholesale division and Robert E. 
| Archer will serve as field sales 
| manager of wholesale sales. 


J. W. daspersen has been ap- 
pointed sales manager of Walker 
| original equipment division. Rapp 
| has been with Walker 19 years, 
Archer and Jaspersen both six 
years. 

* * * 


|Simoniz Selects Clark 


As First TBA Chief 


Walter V. Clark, formerly New 
York divisional sales manager 
| for Simoniz Co., Chicago, has 
| been appointed to the newly cre- 

ated position of national TBA 
manager. 

ok * +. 


| General Tire Picks Sutton 


| Thomas C. Sutton has been ap- 


}eral Tire & Rubber Co. of Canada, 
| Ltd. 


MORE 


for you to 


SELLS 
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By Martin L. Whitmyer 
Staff Writer 
The “record-breaking” business 
conducted last year by J. E. Cober- 
ly, Los Angeles Lincoln-Mercury 
dealer, achieved with help from an 
advertising campaign exclusively 
in newspapers, is described by the 
Bureau of Advertising of the 
American Newspaper Publishers 
Assn. in its latest “Advertising 
Facts” success story, “How to Steer 
More Sales Your Way.” 


Most “phenomenal” sales oc- 
curred in May, when the com- 
pany moved a record 522 new 
Mercurys. A new and used-car 
total of 1,054 units were sold 
within the month. 

As the climax to a 30-day spring 
drive for more sales, Coberly ran 
a heavy campaign employing every 
daily newspaper in the Los Angeles 
area, interspersing a series of 16 
full-page ads with numerous small- 


Affecting Factories and Dealers .. . 


Auto Advertising 





space ads on an intensive nearly- 
every-day schedule. 

“Newspapers helped us immeas- 
urably in what we believe to be 
the most concerted effort for integ- 
rity ever produced at the auto re- 
tail level,” said Coberly. 

Now a confirmed newspaper 
advertiser, Coberly began his con- 
centration in that medium in 
1950, says the article, when the 
“competitive squeeze on dealers 
began in earnest.” 

To meet the competition, Coberly 
embarked on a two-point plan 
which has been in operation ever 
since. ° 

The company, according to the 
Bureau’s account: 

‘1. Established a new cost- 
cutting method of selling that 
pared the buyer’s price—honestly— 
on new cars; 

“2. Went straight to the public, 
through advertising in newspapers, 
to explain its plan of operation and 
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man of the board and executive| been produced for Oldsmobile by 


the advantages it offered the con- 
sumer.” 

Coberly’s cost-cutting innova- 
tion was a revision of its sales 
structure. “High-priced supervi- 
sory personnel,” the story re- 
lates, “was de-empasized in favor 
of sales on the floor.” 


To save time for salesman and 
prospect, Coberly’s prepared a 
“Buyer’s Guide,” giving the Los 
Angeles delivered price on the com- 
plete line of Mercurys and Lin- 
colns, plus prices for all optional 
equipment. 

The sales program, the advertis- 
ing and the straight-forward ap- 
proach on price information, “paid 
off tremendously,” Coberly said. 

Ss £'s 


Erwin, Wasey Sells Out 


Erwin, Wasey & Co., Los Angeles 
advertising agency, has been sold 
to Howard D. Williams and his son, 
David B. Williams, who had been, 
respectively, president and execu- 
tive vice-president of the firm. 

The announcement was made by 
David B. Williams, who now be- 
comes president, while his father 
Howard D. Williams becomes 
chairman of the board. L. R. 
Wasey and his nephew, George 
Wasey, give up their posts as chair- 








vice-president, and will devote 
themselves to other business 


interests. 
* * * 


Chrysler Picks Lockwood 
Appointment of Clifford C. Lock- 
wood as administrative manager 
for advertising and merchandising 
has been an- 
nounced by E. M. 
Braden, general 
sales manager of 
Chrysler Division. 
Lockwood, who 
until his present 
appointment was 
assistant advertis- 
ing manager, has 
been with Chrys- 
ler division since 
: 1924. He was a 
C. C. Lockwood member of Chrys- 
ler’s advertising department for 
nine years and then was appointed 
to a post in the sales department, 
where he worked for eight year. 
He was named assistant advertis- 
ing manager in 1945. 
* * * 


Oldsmobile Film Made 


A 6-minute, full-color animation 
film, “Tops in Transmissions,” has 





a new FIRST for selling! 





The New GUIDE 





Sifely-Alin 


The Selling Method is Built 
into These 3 ‘‘Guide Points.’’ 


The driving public is being educated to “look for the three 
‘Guide Points’” that mean safer night driving. The “Guide 


Points” are built into T-3 
headlamps so you can fit 
the Guide T-3 Safety-Aimers 
over them quickly and easily, 
and properly safety-aim the 
headlamps in about eight 
minutes in broad daylight. 
You can sell these lamps in 
Pairs in a hurry if you tell 
the story to your customers. 


The complete Line of GUIDE Automotive 


Lamps is available from your regular 





YOU CAN AIM THIS 
IN A HURRY AND 


Guide Aiming 
Equipment only 





HEADLAMP 


HEADLAMPS 


#15°° 


The durable, attractive, accurate Guide T-3 aiming equip- 
ment for passenger cars is a real buy—the first accurate, low- 
cost equipment. (For trucks, 
$18.95.) And that’s all you 
need except a screwdriver to 
do a perfect job. It can be 
done in broad daylight, too. 
Any serviceman or station 
attendant can learn all 
that’s necessary in just a 
few minutes. Get going with 
. Guide Lamps—right now! 


IN. DAYLIGHT. 


SUPPLIER. 
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John Sutherland Productions, Inc. 

The film is an explanation of 
Oldsmobile’s jetaway transmission, 
how it works, and its competitive 


advantages. 
* * * 


New Chevrolet Magazine 

Latest promotion and advertis- 
ing device adopted by Chevrolet 
is “Briefed Magazine,” a business- 
idea monthly digest. 

Chevrolet is sponsoring the 32- 
page, pocket-sized condensation 
of selling techniques as a regular 
sales department service to its 
more than 8,700 retail dealers and 


wholesale distributors. 
* + = 


Chrysler Extends Contest 

A two-week extension has been 
added to the television station pub- 
licity directors’ contest for “It’s A 
Great Life,” sponsored by Chrysler 
division and its dealers. 

The contest, which began on 
Nov. 14, was originally slated to 
end Jan. 30. The two additional 
weeks will bring the new clos- 
ing date to Feb. 13. 

Extension was made because of 
the enthusiastic response of station 
publicists, 40 percent of whom are 
competing for approximately $8,000 
in prizes, which include two 1956 
Chrysler Windsors, two checks for 
$1,000 and two checks for $500. 

Contest judges are Burton Dur- 
kee, assistant sales manager, adver- 
tising and merchandising, of Chrys- 
ler division; J. H. Tinker jr., senior 
vice-president and executive crea- 
tive director of McCann-Erickson, 
Inc., New York; Pete Wembhoff, 
editor of Automotive News; Frank 
Burke, editor of Radio-TV Daily, 
New York, and Rufus Crater, edi- 
tor of Broadcasting - Telecasting 
magazine. 


Attention! 
General Motors Dealers 


DUAL EXHAUST 


Removal Units that fit with 
no dissassembly at all. 
































No. JMP 7756 - Adapter Units 
- $26.50 


Fits All 1956 Olds. Duals 


1956-55 Singles and Square 
Reflectors 


No. JMP 7856 - Adapter Units 
$23.60 


Fits All 1956 Buick Duals 
1956-55 Singles - Extensions 
1956 - Pontiac Duals-Reflectors 
1955 - 1956 Ford-Mercury 
1955 - 1956 Chrysler Products 


ALL UNITS CONSIST OF 
2 Units as Needed 
7’ Crushproof Hose 
1 Rubber “Y" 2% Diameter 
2—2 %2"' Adapter Bushings 


Mail All Orders Direct To 


Eastgate Industries 
3922 W. Irving Park Rd., 
Chicago, 18, Ill. 


F.O.B. Chicago, Ill. 
5% Disc. Cash with Order 
Net. C.O.D. 
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RETREAD WIRE—Development of Kimes 
Universal retread wire, designed to give 
greater tire protection, increased traction, 
and allow more treads per carcass, has 
been announced. Spring steel grippers of 
wire, arranged in a wedge-like pattern 
in the tire, are said to bite deeper into 
the road surface as traction and braking 
are applied. Installed with Kimes wire 
leading and wire abutting tools. Harold 
E. Kimes Corp., Rockford, Ill. 
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TANK COMPARTMENT—Master Tank & 
Welding, Dallas, Tex., has announced that 
its combination delivery tank truck, said 
to have facilities for both LP gas and 
petroleum packaged and drum goods, is 
now available with a closed rear end and 
closed bottle compartments on each side, 
large enough for an oil drum. 





| 
PORTABLE CONTAINER The Rolli- | 


Tanker is a rubber tank designed for bulk 
transportation and storage of fuels and | 
other liquids. It can be rolled over ground, | 
floated in water and dropped without | 
bursting, it is claimed. Built in a range 
of sizes, the tanks are of nylon cord and 
tread stock construction with fuel-proof 
inner lining, and are mounted on hubs 
and axles to permit easy handling. Avia- 
tion Products Division, Goodyear Tire & 
Rubber Co., Akron 16, O. 
me Se 





TANK TRAILER—This 20-ton tank trailer 
is equipped with the Vacu-Veyor, a pnev- | 
matic conveyor said to eliminate screw | 
conveyors, canvas belts, or rotary valves. | 
The -only moving parts are the motor and | 
blower, mounted in the front end of the | 
trailer. The plastic-lined pressurized tank | 
is made from 10 gauge mild steel, and | 
has stainless steel piping. Vacu-Blast Co., 
Inc., Belmont, Calif. 


+ * * 


Milwaukee Man Develops 
Safety Device for Trucks 


A four-inch long brass valve 
which sets truck and trailer brakes 
automatically has been designed by 
W. S. Campbell, Hubertus, Wis., in 
cooperation with staff engineers of 


Milwaukee Faucets, Inc., Mil- 
waukee. 

The unit operates both by air pres- 
sure changes and mechanically. It 
will set brakes automatically in 
case of a breakaway, rupture of a 
brake diaphragm or leakage in the 
air lines, it is claimed. 


* * * 





TRUCK SEAT—Bostrom Mfg. Co. demon- 
strates its Level Ride 80 truck seat, right, 
along side a conventional 
seat at the SAE meeting in Detroit. The 
Bostrom rubber-torsional spring suspension 
seat is said to reduce driver fatigue and 


discomfort by absorbing most of energy | 
impact of ride vibration. Bostrom Mfg. Co.., | 


133 W. Oregon, Milwaukee, Wis. 
Y ee 





BODY REPAIR TAPE—A pressure-sensi- 
tive tape for permanently sealing holes in 
metal truck and trailer bodies has been 


marketed. Called Permacel 12-A body re- | 


cushion-type | 
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NEW PRODUCTS 


| incorporates a number of improve- 
|ments while retaining its original 





SCHOOL BUS—A wrap-around design 
featured on the 1956 Oneida Ambassador 


include: Redesign of the body structure; 
use of 16-gauge outside front and rear 
panels for greater impact strength, and 
new floor construction and full 72-inch 
inside headroom throughout the bus. In 
addition to the Ambassador body, adapt- 
able to all makes of school bus chassis, 
the firm will market a Monobilt coach, with 
choice of either Reo, International or 
White engine. Oneida Products, Canas- 
tota, New York. 








HYDRAULIC LIFT—The Hy-Deck is a 
| truck-mounted hydraulic lift that can be 
| installed on trucks, trailers or floors. Con- 


. | sisting of a base, hydraulic column and 


| platform, the lift is powered by a gaso- 
|line engine capable of lifting a 500- 
| pound payload to a 27-foot working level 
lin less than 30 seconds, it is claimed. 
| Variations of the model elevate loads to 
| 33, 37 and 43 feet. G. W. Galloway Co., 
| Arcadia, Calif. 


pair tape, it is an aluminum foil laminated | 


to a strong cotton cloth with a rubber- | 


based adhesive. Said to be weatherproof, 


the tape will not loosen from vibration, | 
sticks to metal and can be painted. Per- | 


macel Tape Corp., New Brunswick, N. J. 
ie 


Heil Bulletin Issued 


Heil Co. has issued a sales bulle- 
tin describing the company’s cruiser 
and whippet truck tanks for deliv- 
ery of fuel oil and other liquids. 
For copies (No. TT-55212) write 


Heil Co., tank sales division, Mil-| 


waukee 1, Wis. 


HINGED VISE—The Columbian “Long 
Jaw" hinged pipe vise is available in four 
models, designated as Nos. 160-161-162- 
163. Pipe capacity ranges from ¥-2 inches 


to Ye-4% inches. Weights are 9, 11, 19) 


and 26 pounds respectively. Equipped with 
bender for small pipes, the vises are said 


to feature reversible lower jaws. Colum- | 
bian Vise & Mfg. Co., 9018 Bessemer 


Ave., Cleveland 4, O. 





| < = 





HOSE REELS — Overhead hose reels, 


| feature of service stations, garages and 
car dealers, have been introduced by 
Alemite. In g new “sectionalized" design, 
new units, with each reel interchangeable 
for either high or low pressure use, can 
be added to the bank at any time, it is 
claimed. A choice of 10 hose assemblies 
are available with the reels. Alemite divi- 
sion, Stewart-Warner Corp., 1826 Diversey 
Parkway, Chicago 14, III. 


oa * * 


Redesigned TandemTrac 


|Put Into Production 


Truck Equipment Co., Inc., Buf- 
falo, has announced the production 
and availability of an improved 
version of TandemTrac, the uni- 
| versal Tandem suspension intro- 
| duced by the company in 1954. 


Called the Series D, the product 





for both windshield and rear windows is | 


school bus. Other highlights are said to! 


| built and designed as an “up to stay" | 


| exclusive features of automatic 
| tracking, automatic wheel align- 
| ment, variable rate springs, no 


| lubrication, no wheel hop, and full 


axle compensation. 





TRUCK MIRROR — Stainless steel con- 
struction is featured in this western-style 
mirror being manufactured in a 7 by 11- 
inch size. Exclusive ‘“‘tie-rod”’ 
is said to eliminate many common causes 
of failures in mirrors 
screws, rivets or welds. Offered in stain- 
less steel, chrome and baked enamel fin- 
ishes. Electroline Mfg. Co., 2622 E. Fifty- 
first St., Cleveland, O. 


| SAFETY BRAKE VALVE—A safety device 
| said to prevent cars, trucks and buses from 
running out of control when brake failures 
occur has been invented by James L. Strat- 
| ton, Oklahoma City. The device, known as 
| the Safeguard safety brake valve, plastic 
| model above, is a valve which is inte- 
grated into the brake system and operates 
automatically to seal off escaping air or 
hydraulic fluid when leaks occur. It is pro- 
|duced by K & B Mfg. Co., 17 E. Reno, 
Oklahoma City, Okla. 


White Sidewall Cleaner 
Available as Liquid 


For spray application, Imperial | 


white sidewall cleaner is now avail- 
able in liquid form. 

Akron Paint & Varnish Co., Fire- 
stone Parkway and Beck Ave., Ak- 
ron, O., also packages the cleaner 
under private brand labels. 

* x x 


WAGON LINER — An auto salesman 
with an idea designed this liner to pro- 
tect the interior of station wagons. Made 
of vinyl-treated black convertible topping, 
the liner is attractive and can easily be 
kept clean, according to Dan Humes, 
owner of Wagonliner Co., 2406 E. Court 
St., Flint, Mich. Made to fit all late-model 
station wagons, it retails for $24.95. It 
can be left snapped into position whether 
the seat is up or down. 





construction | 


assembled with | 








INJECTOR TESTER—The Kent-Moore J 
7000 injector tester is said to check all 
GM Detroit Diesel injectors with no major 
change in setup. All six tests specified for 
series 51, 71 and 110 engine injectors 
}can be performed on the tester without 
specie! conversion units or individual hold- 
|ing fixtures. An important feature is said 
| to be the tester’s adaptability to all of the 
injectors by merely changing the threaded 
end connectors. Kent-Moore Organization, 
| Inc., 5-105 General Motors’ Bidg., Detroit, 
Mich. 








COMPRESSOR HOSE—A compressor dis- 
charge hose for use on truck and bus 
air-brake systems has been marketed. 
Available in sizes from %, through one 
inch, the hose is constructed with a sili- 
cone tube and features a stainless steel 
outer braid. It has been designed to oper- 
ate at 125 p.s.i. and may be used with 
| Aeroquip’s “little gem” fittings. Aeroquip 
| Corp., 300 S. East Ave., Jackson, Mich. 


* * x 





| FEATHERING DISC PAD The 3M 
|feathering disc pad is said to have a 
long-lasting sponge rubber face bonded 
to a molded rubber backing, offering a 
combination of flexibility and firm disc 
| support. There is no center-nut to inter- 
|fere with the feathering operation since 
| the disc is held on the pad by a special 
|adhesive, it is claimed. Construction of 
|the product, 8 inches in diameter with 
5% of an inch arbor size, is said to make 
it suitable for use with a wide number 
of grits, ranging from 80 through 240 
and finer. Minnesota Mining and Mfg. 
Co., 900 Fauquier St., St. Paul 6, Minn. 


* cd * 





BATTERY CHARGER — Battery Buoy is 
a home-use, portable charger, of two 
coil design, available in models for either 
12 or 6-volt storage batteries. The unit 
plugs into 110-volt, 60-cycle current, con- 
nects through color-coded leads to battery 
terminals, and cuts off automatically when 
battery is “up.” It will bring up a dead 
battery to starting strength within a few 
hours, and will recharge a battery in 24 
to 36 hours, it is claimed. The unit lists 
at $19.95, complete with special wall 
bracket. Buckeye Stamping Co., 555 Mar- 
ion Rd., Columbus 7, O. 
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New Automotive Invention Creates an 
i] Outstanding Money-Making Opportunity 
"| For Dealers and Distributors Coast to Coast! 
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Nothing else like SAF-T-VISOR. Opens up a vast, untouched market in every state, 
county, town, and city. No competition from any source. Every man who drives a 
car is eager to discard inadequate, “standard equipment" visors and replace them 
with this new invention that insures greater safety and driving comfort. 


Those who see SAF-T-VISOR for the first time are amazed 
that a device so simple can bring results so spectacular. 
Yet it is the very simplicity of this new automotive discovery 
that has made it such a sensational seller in the seven terri- 
tories where preliminary tests have been conducted. But 
these tests have proved beyond a shadow of a doubt that 
fortunes will be made by wide-awake dealers who share in 


the profits from our first Nation-wide sales drive. 


Reduces Glare 87°%o—SAF-T-VISOR was designed to bring 
two definite benefits to every man or woman who drives a 
cor. The first of these benefits makes driving SAFER by 
eliminating GLARE. This was accomplished by developing a 
new color—‘Dawn Blue.” As the picture shows, the upper 
half of the SAF-T-VISOR in front of the driver is a Bi-Filter 
diffusion band of ‘Dawn Blue." It is this diffusion band 
that works like magic to eliminate 87% of all glare. Blind- 
ing headlights and the direct rays of the sun are broken up 
and diffused when they hit this patented bafid. The lower 
half of the SAF-T-VISOR, 
is like clear glass in one respect. Unlike most tinted glasses 


in the same “Dawn Blue” color, 
it retains the detail and color of any object seen through 
it. Thus SAF-T-VISOR eliminates glare yet allows perfect 


visibility at all times. 


New Driving Comfort—When glare—whether from sun or 
oncoming headlights—is reduced to the point where it is 
practically non-existant, car owners experience a new driv- 


ing comfort never before known. Absence of glare brings 


about a new sense of relaxation and freedom from nervous 
tension. For short trips or long trips, for city or country driv- 
ing, in any kind of weather, the new SAF-T-VISOR makes 
driving easier under any and all conditions. 


Easy to Install—installation is a quick and easy job. It 
is simply a case of removing the old-style visors and putting 
in SAF-T-VISORS—one with diffusion band at 
the left for the driver and one at the right with a built-in 


“Dawn Blue" 
mirror. The entire operation takes only a minute or two. 
And the only tool needed is an ordinary screwdriver. The 
difference in driving comfort and safety become apparent 
to the car owner before he has driven a city block. 


Best of all, SAF-T-VISOR fits 95% of all cars on the road 
today. So the market is almost as vast as the total number 
of car registrations in the entire United States. 


Helps Sell New and Used Cars—New Car Dealers will 
quickly discover that SAF-T-VISOR is a powerful selling feature 
when if comes to closing car orders. It gives to even the 
most expensive cars a plus value unequalled by any other 
accessory. As a sales clincher, SAF-T-VISOR is worth many 
times its cost to the Dealer who makes it part of the car's 


equipment. 


SAF-T-VISOR is perhaps sven ‘#ore valuable to used car 
dealers. For this inexpensive sevice “gives a finishing touch” 


to old cars that adds moterially to their re-sale value. 





SUN’S RAYS FILTERED OUT 
TO REDUCE GLARE 87% 
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“DAWN BLU ig the secret of SAF-T-VISOR’S amazing effectiveness. Developed through exhaustive 
laboratory research. “Dawn Blue" FILTERS light rays without distorting shape, detail or COLOR of any object 
seen through it. NO GLARE. Neither blinding headlights nor the direct rays of the sun can penetrate the Bi- 
Filter band that covers the top half of the new SAF-T-VISOR. Furthermore, the new “Dawn Blue” color will har- 


monize with all automobile interior finishes. 


GET ANIMATED DISPLAY THROUGH YOUR LOCAL DISTRIBUTOR 


Mail coupon now and we will instruct our Distributor in your 
territory to show you actual samples of the new SAF-T- 
VISOR. If you wish, he will also install one of our spec- 
tacular ANIMATED Displays so you can see an actual demon- 


stration of how this amazing Window Display helps to sell 
SAF-T-VISORS for you—in quantities you wauld consider im- 
possible until you check your sales figures. Facts are free. 
No cost or obligation to you. Mail coupon now. 


Mail coupon for Animated Display Offer and full details — FREE. 


F. L. LEWIS & CO., INC. 


P. O. BOX 1698, CLEARWATER, FLORIDA 


[or a ee eee 


F. L. LEWIS & CO., INC. 
P. O. Box 1698, CLEARWATER, FLORIDA 


Mail Now! 


(0 Without cost or obligation to me, please instruct your Distributor in my 
locality to explain your SAF-T-VISOR ANIMATED DISPLAY offer and how | 
can get two (2) SAF-T-VISORS for demonstrating. All facts are FREE, 


DISTRIBUTORS: A limited number of good territories are still open. Check 
here if interested and we will send complete details of Plan that gives 
Exclusive Territorial Sales Rights to all qualified Distributors, 


* NAME nai ‘ wikia 


ADDRESS 
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Chevrolet Unit Sets Pace . 
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New Automatic Drives 
On Way for ‘Heavies’ 


(Continued from Page 17) 


efficiency of the unit is so great 
in high gear, approximately 97 to 
98 percent, that it is not deemed 
necessary to provide this feature. 

While it is claimed that GM’s 
transmission division would like 
to sell its heavy-duty units to 
outside truck makers—as it sells 
passenger-car units to some other 
makers, the division is caught in 
a production pocket and is unable 
to take on any more customers 
at this time. 


Thus, if it were not for at least 
three other transmission builders 


who are about ready with heavy-| 


duty automatics, the truck indus- 


try, outside of the General Motors | 


divisions, might be in a bad way 
for several years. 
It is understood that both the 


Borg-Warner and Dana units have | 





been practically approved by truck} 
makers with whom they have been 
conducting tests and modifications. 

Both transmissions have the same 
features as the Chevrolet heavy- 
duty job as to power takeoff open- 
ings that will engage on a power 
imput shaft and both have the 
ability to lock up in direct gear. 

* * * 


B-W Omits Retarder 


E Borg-Warner heavy - duty 

unit does not have any retarder 
at present, however, as the engi- 
neers feel that this would be 
imposing a hardship of extra cost 
and weight on the majority of 
users to gain an advantage for a 
few. A comparable advantage, 
however, can be gained in most 
localities by downshifting into the 
low gear which produces braking 





action 


for most grades, it is 
claimed. 

The Spicer unit, made by Dana, 
has what is termed Hydrody- 
namic braking which provides the 
same result as the “retarder” in 
the Chevrolet job. It has two 
openings for the power takeoff 


and also locks out the converter 


which enables direct drive 
through in any gear. 
With the new socalled “wide- 


range,” One-shift, two-speed axles 
that have been introduced recently, 
it is claimed that if the automatic 
can take the full power of the 
engine, the equivalent of an eight- 
speed transmission can be obtained 


Export Subsidiary Set Up 


By Clark Equipment 

BUCHANAN, Mich — Clark 
Equipment Co. announced last 
week the formation of a subsidiary 
to consolidate export functions of 
the firm’s operating divisions 
throughout the world. 

The new corporation will be 
known as Clark Equipment Inter- 
national, C. A., and it is being 
organized under the laws of Vene- 
zuela. Domestic branch offices will 
be established at Battle Creek and 
Benton Harbor, Mich. 








with the use of a four-speed as 
the axle has two gear-reduction 
ranges. 

The operator would simply flick 
a lever on the steering column or 
other mounting and shift from one 
range to the other with the trans- 
mission taking care of all other 
shifts. 

Truck men say the automatic 
enables any good driver to handle 
a heavy-duty truck in multiple 
gear-change work without “tear- 
ing it to pieces” due to inexperi- 
ence in making rapid and frequent 
shifts. 

In the meantime they also see 
that in many cases the Fuller 
“Roadranger,” a preselective job 


with nine selective ratios, will con- 
tinue to be used. In this job, there 
is no split which is the bane of 
the inexperienced driver. 








—_ 


Top Trucks 


New-truck registrations for 
eleven months plus 28 states for 
December: 


1955 Pos. Make 1954 Pos, 
1—307,526 Chev. 279,833— 1 
2—277,791 ,Ford 255,314— 2 
3— 95,794 Int. 80,297— 3 
4— 78,794 GMC 63,810— 4 
5— 62,885 Dodge 57,542— 5 
6— 25,566 Willys 16,583— 6 
I— 13,590 White 10,969— 7 
8— 10,334 Stude. 9,650— 8 
9— 10,327 Mack 5,835— 9 

10— 3,531 Diamond T 2,573—10 

11— 2,918 Reo 2,192—11 

12— 1,038 Brockway = 1,259—12 

7,999 Misc. 4,858 
Total All Makes 
898,093 790,715 


Further details on Page 82. 








Truck Load Highway Test .. . 





-WASHO Findings Bared 


(Continued from Page 17) 


phaltic surfacing, the other only 
a two-inch surfacing. The find- 


MULTI-PURPOSE 
LUBRICANT 


“We needed a top quality, top profit line 
of lubricants, so | ordered Quaker State!" 


Ever sold satisfaction by the quart? 
That’s exactly what you do when you 
sell the Quaker State line of motor oils 
and Superfine lubricants. For Quaker 
State has a world-wide reputation for 
quality . . . and technical skills that are 


years-ahead. Every item in 


the line is 


Pennsylvania-bred and the tops in its 
field. Watch your dollar volume and 
your profits grow when you put that 
famous green-and-white Quaker State 


sign out front! 


QUAKER STATE OlL REFINING CORPORATION, OIL CITY, PA. 
Member Pennsylvania Grade Crude Oil Association 


ings included: 

INNER AND OUTER WHEEL PATHS: 
Indications are that a pavement 
depth under the inner wheel about 
four inches thinner than under the 
outer would provide the same load 
support. 

ASPHALTIC SURFACING: Pavements 
with a four-inch asphaltic surfac- 
ing showed load-supporting capaci- 
ties comparable to four to nine- 
inch deeper pavements where a 
two-inch surfacing was used. 

SHOULDER PAVING: Indications are 
that adding paved shoulders in- 
creases the load carrying capacity 
of a pavement by approximately 
the equivalent of four inches addi- 
tional depth of pavement. 

” * em 

FFECT of weather: Structural 

distress (cracking and break- 
ing) in the pavement, most of 
which occurred in the thin six-inch 
and 10-inch pavement sections, was 
confined largely to two critical 
periods: June 11 to July 7, 1953, 
and Feb. 17 to Apr. 7, 1954, when 
subsurface conditions were adverse 
because of moisture. 


Less than 14 percent of the test 
traffic was applied during these 
periods but 67 percent of the dis- 
tress occurred then (as measured 
by square feet of pavement cracked 
or broken). 


Conversely, when _ conditions 
were favorable (July 24 to Nov. 
21, 1953) only 1.60 percent of the 
total pavement distress occurred 
under 45 percent of the total load 
applications. 


PAVEMENT DISTRESS: This was 
measured by the square feet of 
pavement in which there were sur- 
face cracks or pavement breaks 
developing during the period of the 
test. 


For this project, the total area 
of pavement in all test sections 
showing distress was 13.80 percent 
greater under the 22,400-lb. axle- 
load than under the 18,000-Ib. axle- | 
load. It was 48 percent greater un- | 
der the 40,000-lb. tandem load than 
under the 32,000-lb. tandem load. 


* * * 


west of the test pavement—74 
percent of the total area— 
showed no distress during the pe- 
riod of the test. However, 88 per- 
cent of the distressed areas were 
in the six, and ten-inch pavement 
sections. These depths and the 14- 
inch, too, were considered below 
“normal” as established for test 
road conditions. 


FROST PENETRATION: It was found 
that the frost penetration into the 
soil beneath the pavement was ap- 
proximately the same, regardless of 
the depth of the covering pavement. 
This indicates the test pavement 
structure materials had little or no 
insulating qualities. 


PAVEMENT DEFLECTIONS: These were 
a& maximum under static loads. 
They decreased with increases of 
speed up to about 15 miles per hour. 
At higher speeds, deflections de- 
creased slightly. 


SuRFACE CROWN EFFECT ON WHEEL |. 
Loaps: It was found that, for the 
type of loading employed on the | 
test road, there was no significant 
difference between the magnitude 
of the wheel loads in the outer and 
the inner wheel paths due to the 
crown of the pavement. 
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“Touch the Wonder Bar, Dilworth- 


lets see whos making the news!” 


Dilworth knows . . . wherever you drive . . . the Delco Wonder Bar tunes 
in any station your radio can receive—automatically. A touch, and this 
electronic marvel seeks a station. Another touch, another station, all the 
way across the dial. Safer, too—you keep your eyes on the road! At home, 
use “Favorite Station” pushbuttons. Delco radios with amazing Wonder 
Bar tuning are available for any of the really modern cars. Delco Radio, 
Division of General Motors, Kokomo, Indiana. 


DELCO 
RADIO 


A General Motors Value 


AS ADVERTISED IN THE SATURDAY EVENING POST, FEB. 11—LIFE, 
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Pushbuttons Sell 
Automatic Drives, 


Chrysler Says 


DETROIT. — Chrysler Corp. has 
reported that a greater percentage 
of its cars are being shipped with 
automatic trans- 
missions than 
ever before and 
credits public ac- 
ceptance of the 
pushbutton gear 
shifting for the 
boost, according 
to C. L. Jacobson, 
corporation sales 
vice-president. 

He said ship- 
ments of Plym- 
ouths equipped 
with automatic transmissions are 
running at 67 percent; Dodge, 92 
percent; DeSoto, 99.30 percent, and 
Chrysler, 99.60 percent. Dodge’s gain 
was 7 percent, DeSoto’s 2.20 per- 
cent and Chrysler’s was said to be 
“slightly higher’ than a year ago. 

Chrysler engineers said the link- 
age is simpler than any transmis- 
sion used today, normally requires 
no servicing and is protected from 
freezing and mud. 


Cc. L. Jacobson 


2 Zone Managers 


Named by Nash 


DETROIT._New Nash zone 
managers in Boston and Milwau- 
kee have been appointed by John 
W. Raisbeck, sales vice-president. 


R. J. Goodyear has been trans- 





R. J. Goodyear 


E. Vv. Halla 
ferred from Milwaukee to Boston, 
succeeding A. E. Tracy, who re- 
cently was promoted to eastern 
division sales manager. E. V. Halla 


has been elevated from assistant 
manager of .the Milwaukee zone 
to zone manager, succeeding Good- 
year. 

Goodyear joined Nash in 1946 as 
a special representative in Detroit. 
He later served the Kansas City 
zone as a district manager, serv- 
ice manager and assistant zone 
manager. In 1951 he was promoted 
to zone manager in Memphis and 
was transferred to Milwaukee in 
July, 1954. 

Halla, a 20-year veteran of the 
auto industry, joined Nash in 1949 
as a parts and service representa- 
tive. He had been assistant zone 
manager since April, 1955. 









The following advertised-delivered prices 
include the suggested base factory list 
prices, Federal excise tax amounts and 
suggested dealer delivery-and-handling 
charges. Not included are variable items 
passed on to the retail buyer, such as 
State and local taxes, transportation 
charges and optional equipment. 


BUICK—Special—4-dr. sed., $2,372; 


hardtop, $2,413; conv., $2,696; 4-dr. stat. 
wag., $2,731. Century—4-dr. hardtop, $2,- 
980; 2-dr. hardtop, $2,918; conv., $3,261; 
4-dr. stat. wag., $3,211. Super—4-dr. sed., 
$3,205; 4-dr. hardtop, $3,295; 2-dr. hard- 
top, $3,159; conv., $3,499. Roadmaster— 
4-dr. sed., $3,458; 4-dr. hardtop, $3,647; 
2-dr. hardtop, $3,546; conv., $3,659. (Dyna- 
flow standard on Century, Super and Road- 
master. ) 

CADILLAC—Series 62—4-dr. sed., $4,- 
2-dr. hardtop, $4,569; conv., $4,711; Eldo- 
rado 2-dr. hardtop and conv., $6,501. 


15—8-pass. sed., $6,558; limousine, $6,773. 
(Hydra-Matic and power steering stand- 
ard.) 


models; for V-8s, add $99)—One-Fifty— 
4-dr. sed., $1,835; 2-dr. sed., $1,792; bus. 
cpe., $1,760; 2-dr. stat. wag., $2,137. Two- 
Ten—4-dr. sed., $1,921; 2-dr. sed., 
878; 4-dr. hardtop, $2,083; 2-dr. hardtop, 
$2,029; cl. cpe., $1,937; 2-dr. stat. wag., 
$2,181; 4-dr. 2-seat stat. wag., $2,229; 
4-dr. 3-seat stat. wag., $2,314. Bel Air— 
4-dr. sed., $2,034; 2-dr. sed., $1,991; 4-dr. 
hardtop, $2,196; 2-dr. hardtop, $2,142; 
conv., $2,310; 4-dr. 3-seat stat. wag., 
$2,448; 2-dr. Nomad stat. wag., $2,574. 

CHRYSLER—Windsor—4-dr. sed., $2,- 
824.75; 2-dr. Nassau hardtop, $2,859.25; 
4-dr. Newport hardtop, $3,082.75; 2-dr. 
Newport hardtop, $2,995.75; conv., §$3,- 
290.25; 4-dr. stat. wag., $3,552.50. New 
Yorker—4-dr. sed., $3,727.50; 2-dr. New- 
port hardtop, $3,899.50; 4-dr. Newport 
hardtop, $4,050; 2-dr. St. Regis hardtop, 





$3,943.50; conv., $4,190.75; 4-dr. stat. wag., 
$4,471.50. 300B—2-dr. hardtop, $4,367.25. 
(PowerFlite standard on New Yorker.) 


CLIPPER—Deluxe — 4-dr. sed., $2,731. 
Super—4-dr. sed., $2,866; 2-dr. hardtop, 
$2,916. Custom—4-dr. sed., $3,069; 2-dr. 


hardtop, $3,164. 

CONTINENTAL MARK II — 2-dr. sed., 
$9,507. ¢Turbo-Drive and power steering 
standard. ) 

DeSOTO — Firedome — 4-dr. sed., $2,- 
632.25; 2-dr. Seville hardtop, $2,688.25; 
4-dr. Seville hardtop, $2,787.25; 2-dr. 
Sportsman hardtop, $2,808.75; 4-dr. Sports- 


DeSoto Shifts 10 


In Western Region 


SAN FRANCISCO. — DeSoto has 
announced 10 personnel shifts in 
its San Francisco region which 
serves northern California, Nevada, 
Utah, western Wyoming and south- 
ern Idaho. 

Frank C. Fisher, former San 
Francisco city manager, has been 
named regional business manage- 
ment manager, with George Gar- 
tung, former Salt Lake City dis- 
trict manager, replacing him in the 
San Francisco post. 

Clifford J. Willey, formerly San 
Jose district manager, is new-car 
sales manager; Roy Dryer is used- 
car manager, and Keith Armstrong, 
formerly Oakland district manager, 
is merchandising manager. Lee Jo- 
hanning, formerly a parts repre- 
sentative in Albuquerque, has been 
named parts and accessory man- 
ager. 

W. H. Peterson is service man- 
ager. New district managers are 
Wes Haymond, Salt Lake City; 
Luther Rogers, central California, 
and Charles E. Reinhart, Oakland. 


CHEVROLET — (Prices are for 6-cyl. | 


$1,-| 


2- | 


dr. sed., $2,313; 4-dr. hardtop, $2,484; 2-dr. | 263: 


241; cl. cpe., $4,146; 4-dr. hardtop, $4,698; | 
| 6-pass. 


Series 60 Special—4-dr. sed., $4,992. Series | 





| man hardtop, $2,907.75; conv., 
|4-dr, stat. wag., $3,325.25. Fireflite—4-dr. 
sed., $3,073.50; 2-dr. Sportsman hardtop, 
$3,300.50; 4-dr, Sportsman hardtop, §$3,- 
385.50; 2-dr. Adventurer hardtop, $3,682.50; 


conv., $3,498.50; Pace Car conv., $3,569.50. | 


(PowerFlite standard on Fireflite.) 
DODGE — Coronet 6—4-dr. sed., $2,- 
228.50; 2-dr. sed., $2,155.40. Coronet V-8 
—4-dr. sed., $2,336.25; 2-dr. sed., $2,- 
4-dr. hardtop, $2,512.50; 2-dr. hard- 
| top, $2,398.50; conv., $2,638.50; 2-dr. 500 
| sed., $2,494.90. Royal—4-dr. sed., $2,473.75; 


|4-dr. hardtop, $2,657.75; 2-dr. hardtop, 
$2,543.75. Custom Royal—4-dr. sed., §$2,- 
| 583.75; 4-dr. Lancer hardtop, $2,767.75; 
|2-dr. Lancer hardtop, $2,653.50; conv., 
| $2,873; 2-dr. 500 hardtop, $2,841.90; 500 
conv., $3,061.40. Station Wagons — 2-dr. 
Suburban 6, $2,452.25; 2-dr. Suburban 


V-8, $2,560; 2-dr. Custom Suburban V-8, 
$2,689; 4-dr. 6-pass. Sierra V-8, $2,677.25; 
4-dr. 8-pass. Sierra V-8, $2,782.75; 4-dr. 
Custom Sierra V-8, $2,829; 4-dr. 
8-pass. Custom Sierra V-8, $2,934.50. 
FORD—(Prices are for 6-cyl. models; for 


V-8s, add $99.98)—-Mainline—4-dr._ sed., 
$1,835.38; 2-dr. sed., $1,800.20; business 
2-dr., $1,698.12. Customline—4-dr. _ sed., 


$1,950.75; 2-dr. sed., $1,905.57. Fairlane— 
4-dr. sed., $2,043.54; 2-dr. sed., $1,998.36; 
4-dr. hardtop, $2,198.70; 2-dr. hardtop, 
$2,143.88; Crown Victoria cl. cpe., $2,287.65; 
conv., $2,309.97. Station Wagon—(2-dr. 2- 
seat)—Ranch Wagon, $2,134.95; Custom 
Ranch Wagon, $2,199.50; Parklane, §$2,- 
378.95; (4-dr. 2-seat)—Country Sedan, $2,- 
246.77; (4-dr. 3-seat) — Country Sedan, 
$2,378.95; Country Squire, $2,482.50. 
Thunderbird—2-dr. hardtop, $3,101.50. 
HUDSON — Wasp 6 Super — 4-dr. sed., 
$2,380. Hornet 6 Super—4-dr. sed., $2,729. 


| Hornet 6 Custom—4-dr. sed., $2,978; 2-dr. 


hardtop, $3,095. Hornet V-8 Custom—4-dr. 


$3,035.75; | 


Current Prices on New Cars 


sed., $3,245; 2-dr. hardtop, $3,388. 
IMPERIAL — 4-dr. sed., $4,780; 2-dr. 
hardtop, $5,042.25; 4-dr. hardtop, $5,173.50. 
Crown Imperial—4-dr. 8-pass. sed., 
550.50; 8-pass. limousine, $7,684.50. (Pow- 
erFlite and power steering standard.) 
LINCOLN — Capri — 4-dr. sed., $4,157; 
2-dr. hardtop, 
sed. and 2-dr. hardtop, $4,546; conv., $4,- 
691. 
standard.) 
MERCURY—Medalist- 


2-dr. sed., 


Custom-——4-dr. sed., $2,370; 2-dr. sed., $2,-| 


310.50; 4-dr. hardtop, $2,515; 2-dr. hard- 
top, $2,445; 4-dr. 6-pass. stat. wag., 
$2,682; 4-dr. 8-pass. stat. wag., $2,779. 
Monterey—4-dr. sed., $2,515; 4-dr. spt. 


sed. $2,611.50; 4-dr. hardtop, $2,660; 2-dr. 
hardtop, $2,590; 4-dr. 8-pass. stat. wag., 
$2,937. Montclair—4-dr. spt. sed., $2,746; 
4-dr. hardtop, $2,794.50; 2-dr. hardtop, 
$2,724.50; conv., $2,859.50. 

METROPOLITAN 
conv., $1,469 (both prices at coastal 
of entry). 

NASH—Statesman Super 6—4-dr. 
$2,345. Ambassador Super 6—4-dr. sed., 
$2,644. Ambassador Super V-8—4-dr. sed., 
$2.956. Ambassador Custom V-8 — 4-dr. 
sed., $3,195; 2-dr. hardtop, $3,338. 

OLDSMOBILE — Series 88 — 4-dr. sed., 
$2.443; 2-dr. sed., $2,378; 4-dr. hardtop, 
$2,627; 2-dr. hardtop, $2,555. Super 88— 
4-dr. sed., $2,595; 2-dr. sed., $2,529; 4-dr. 
hardtop, $2,836; 2-dr. hardtop, $2,763; 
conv., $2,986. Series 98—4-dr. sed., $3,253; 
4-dr. hardtop, $3,506; 2-dr. hardtop, $3,- 
435; conv., $3,695. (Hydra-Matic and 
power steering standard on Series 98.) 

PACKARD—Patrician — 4-dr. sed., $4,- 
160. 400—2-dr. hardtop, $4,190. Caribbean 
—2-dr. hardtop, $5,495; conv., $5,995. 
(Ultramatic standard.) 

! PLYMOUTH—Plaza 6—4-dr. sed., $1,- 


ports 


sed., 


$7,-| 
$4,064.50. Premiere—4-dr. | 


(Turbo-Drive and power steering | 
$2,214. | 


Hardtop, $1,445; | 


| 

| $92.50; 2-dr. sed., $1,849.50; bus. cpe 
| $1,750.50, Plaza V-8—4-dr. sed., $1,995.75: 
| 2-dr. sed., $1,952.75; bus. cpe’, $1,853.75, 


Savoy 6—-4-dr. sed., $1,951.50; 2-dr. sed, 
$1,948.50; 2-dr. hardtop, $2,095.75. Savey 
V-8—4-dr. sed., $2,094.75; 2-dr. sed., $2, 


| 051.75; 2-dr. hardtop, $2,199.25. Belvedere 
| 6—4-dr. sed., $2,075.50; 2-dr. sed., $2, 
| 032.50; 4-dr. hardtop, $2,247.50; 2-dr. hard. 
top, $2,179.75. Belvedere V-8—4-dr. sed. 
$2,178.75; 2-dr. sed., $2,135.75; 4-dr. hard. 
top, $2,351; 2-dr. hardtop, $2,283; conv. 
$2,443.50. Fury V-8—2-dr. hardtop, $2, 32, 
Suburban 6—2-dr. Deluxe stat. wag., $2,. 
| 162.50; 2-dr. Custom stat. wag., $2,235.50; 


4-dr. Custom stat. wag., $2,279.75; 4-dr, 

| Sport stat. wag., $2,449.75. Suburban V4 
|—2-dr. Deluxe stat. wag., $2,266; 2-dr, 
Custom stat. wag., $2,337; 4-dr. Custom 
stat. wag., $2,383.25; 4-dr. Sport tat, 
wag., $2,553.25. 

PONTIAC — Chieftain 860 — 4-dr. sed, 
$2,259; 2-dr. sed., $2,201; 4-dr. hardtop, 
$2,404; 2-dr. hardtop, $2,331; 2-dr. stat, 
wag., $2,529; 4-dr. stat. wag., $2,612, 
Chieftain 870—4-dr. sed., $2,374; 4-dr, 


hardtop, $2,491; 2-dr. hardtop, $2,441; 4-dr, 
stat. wag., $2,709. Star Chief—4-dr. sed, 
$2,488; 4-dr. hardtop, $2,696; 2-dr. hard. 
top, $2626; conv., $2,818; 2-dr. Safari 
stat. wag., $3,089. 

RAMBLER—Deluxe—4-dr., sed., $1,795, 
Super — 4-dr. sed., $1,905. Custom — 4-dr, 
sed., $2,025; 4-dr. hardtop, $2,190; 4-dr, 
stat. wag., $2,295; 4-dr. hardtop stat. wag., 
$2,460. 

STUDEBAKER — Champion 6 — 4-dr, 
sedan, $1,993; 2-dr. sedanet, $1,841; 2-dr, 
sedan, $1,943. Hawk 6—Flight Hawk 5- 
pass. cpe., $1,982. Commander V-8—4-dr, 
sedan, $2,121; 2-dr. sedanet, $1,970; 2-dr, 
sedan, $2,072. President V-8—4-dr. sedan, 
$2,231; 2-dr. sedan, $2,184. President Clas- 
sie—4-dr. sedan, $2,485. Hawk V-8— Power 
Hawk 5-pass. cpe., $2,097; Sky Hawk 
2-dr. hardtop, $2,473; Golden Hawk 2-dr. 
hardtop, $3,057. Station Wagons—Pelham 
6-cyl. 2-dr., $2,229; Parkview V-8 2-dr., 
$2,350; Pinehurst V-8 2-dr., $2,525. (Over- 
drive standard on Golden Hawk.) 





New Commercial Car Registrations, 


28 States for December, 1955-1954. 


Truck registrations by states 


are released here weekly, as | Brock- 


way 


compiled by R. L. Polk repre- 
sentatives in state capitals. 
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12 States Previously "55 | 5) 4793) #8 707; 3670! 1453) 1057 114 25) it} 173) 383} 79| 12668 

Reported for December "54! 6 3367 66 755 3463} 654 1075 78 20 163) 119) 331 62) 10159 

Colorado *55| 359| 4) 37| 233) % 59) 7 I i} iT él 10 889 

‘54 208 | 2) 35) 239! 61) 85) 1} 2 Wl 3 91 16 754 

Delaware *55| | 91 3) 12| 150} 45) 64 6| | 19 4 2 3% 

54) 83) | 22) 65) 6) 23) | | 32 7 | 240 

Florida “55 | | 1134) 15) 139) 900 | 267 210} 67 13 22 38) 178) 62 3045 

"54 | 690 22} 148 | 686) 195} 148} 33 5 32| 28 92) 16 2095 

Kansas ‘55 470 2| 42) 348} 105) 92| 1} 8 6 19 I 1094 

*54| 348) I 43) 385| 71} 119} 6 12 7 29 1021 

Maine ‘55 | | 170 | 15) 164) 63 70} 18 | 10! 5) 45) 2 562 

"54! I 113 3} 28) 106} 68| 54 4 2 4) | 26 2 4il 

Maryland “55 | | 424) | 72 366 | 88 b6 19) 4 9) 30) 15| 10; = 1103 

*54) 1} 275} 3} 22!) 252} 41) %6 4 3 7 10 7| 2; 9 

New Jersey “55 | 23) 664 19 192) 656 255 158) Al 3) 18) 58 | 63) 50; 2208 

"54! 19) 563) 17| 150! 640) 157} 189 28} 10 21) 53) 40| 21; = 1908 

North Carolina *55| | 984) | 102 600 | 240) 122 90 2) 31) 33) 20 1} 2225 

‘54! | 855) | 173| 807! 166} 203} 57 4 44 70 28 | 3 2410 

Ohio *55| | 4178) 25) 233; +1250 335 352) 48) 21) 29! 80) 165! 69| = 3785 

54) | 977) 16} 286; 1149) 183) 388 28 4 37 44, 76| 33} 3221 

Tennessee *55) | 624) 2) 62) 472) 186) 109 15 | 15) 10 10| i 1506 

‘54 | 532) 3) 161| 547 121 157 2 8 21) 7 10! 3 1572 

Utah ‘55 | | 182} 2) 178 159 146) 93 16 2 15) 12} 47| 18) 870 

"54! | 159! 2) 74 125) 49| 70 2) | 8 5) 45 2 542 

Vermont *55| | 47 | 1} 10 83 33 29 2 3) 1} 46 & 261 

‘54 63) | 14) » 69 17 20 2! | | 2) 30) I 219 

Washington *55) 333) 2) 104 405 170 71} 3 2) 10} 16} 78} 14; = 1208 

“54! | 172} 2| 86) 243 72| 74) 3 | 22) 2 52! 7 735 

West Virginia “55 | 283 | 1} 56| 204) 95) 61) 27)| I 7| 7| 50! 17 809 

"54! | 215) | 50) 229 44 42) ! 8) 8) 33) | 631 

Wisconsin *55| | 550| 4) 87 502 139 255 15 6 9) 14) 60) 34 1675 

"54! | 457) 2) 74 464 65 140 | 3 10) 13 55) “ 1287 

Wyoming “55 | | 150} | 34) 109) 74 66 | 2| 10) 4| 71 1 521 

‘54! 96| 40! 92| 33) 36) 1 1 73| | 32 

28 States Reported ‘55 28; 12436) 178| 2082; 10271; 3790, 2934 496 83 318) 517; 1315) 377! 34825 

To Date for December ‘54 27; 9173} 140} 2360) 9561; 2003 2919) 244 68 40! 404 1025 174; 28499 

Year ‘55 1038| 307526; 3531; 62885) 277791; 78794; 95794) 10327; 2918| 10334) 13590) 25566 7999 | 898093 
To Date 54) 1259} 279833| 2573; 57542) 255314; 63810; 80297 5835; 2192 9650; 10969! 16583) 


4858| 790715 





“‘The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 
exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 
R. L. Polk & Co, cannot assume any liability by reason of inaccuracies or omissions.’’—R. L. Polk & Co. 





New Passenger Car Registrations, 21 States for December, 1955-1954 


Car registrations by states 


are released here weekly, as 
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compiled by R. L. Polk rep- son 


resentatives in state capitals. 
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Eight States Previously '55| 156{ 253] 409| 539| 397 S| 2320| 4155| 7730 157; 1225 9122) +2380 += 589| 8750/2045, +2034) 15798 2 9| 11] 235! 366] «= 601]: 233] 30319 
Reported for December ‘54| 181 378| 559} 589) 456) 1002} 2450) 4497) 11319 119} 799} 12237] 2323) += 560, 11884) 1892) +1942) 18601} 22 46 68) 77| 548} 625 148) 36735 
Arkansas "55 | é 8 14 16 17 35 116 184,454 4| 91 549/101 | 20; 492) NN} 101} 825) | | 4 12) 16) 1} 1589 
54) 8 WW 19 41) 24 82 177| 324820 9| 67, ~—- 8%} «55 | 34) 684] 124 147| «1144 2 2) 4 5 30 35 2| 2424 

Colorado "55/22 60 82 90 55 135) 274) ~—«554)_—=«105 38; 252) ««41346) ~—-343) S115] 1126, = 317, += -269| ~—«2170) | Nl 27 71 98 24) 4269 
'54| 46 72 118 137 57 143; 244/581] ‘1427 19} 143] 1589] 399), 97] 1476} 375 314| 2661 2| 2 20 69| 89 13} 5053 

Connecticut 55, 44) 124) 168) 236) 145) 388) 726) 1495) 1714 59; 389) 2169) 829; 204) 1826, 735; 640) 4234 1 1) U7) 105; +222) :~—Ss«28|~—«B4110 
‘541 67} ~—:140| 207 198 112] -260| —e42}_—1212)_~—_—stg2i 28! 215} +2064) + +604) += 167| ~—«:1222| = 458! = 577| +3028 2 uN 13 37| 163! ~—«200 82| 6806 

Delaware 55 | 1 12 13 54 37; —s«WN7|—=Ss«226| S434) —Ss«S47 13) (105 +667) ~—«-226| 50; 626, 205) 204) 1311] ] 15) 27 42 17| 2482 
‘54| 2| é 8 39 2B 47|__ 114) __—-225/_——sS7I 13 39| 623 113| 35; 643 92; 105) 988) 1 8 9 6 29 35 _7\__ 1895 

Florida 55, 46; 102; 148) 328) 216) 486) 1361) 2391) 5323 177; 881; 6406) +1578)  639| 7262; 1791| 1480) 42750 l 4 4) 145) 212); +357, + ~=—-280| +2231! 
‘54| 65} ~—s«s130)_~—s195| (364 195} 435! _—*1066| ~—-2060/ +5649 94] 371| 614] 1346, 393) bel} (1038) 946) +9834] 15) 13 28} «38212; ~—250 144) 18625 

Minois "55, 346} =-527| S873) 1086) = 815; 1299/3765) + 6965| 8629|- 290; +2188) +1il31; 3928); 1192) 9484; 3932) 3009) 21545) 1 8 9| 229; 426, 655 134| 41288 
‘54| 399} ~—«594/ 993) ~—s«1140| ~~ 655] 1436] ~~ 3469/6700) +—13064 197} 1406] 14667/ 3851; —«*1199| 17500) 3259} 2960) 28769) 36 5! 87| 174) ~—-705|_~—«879|_~—«417| 52512 

Kansos 55, 44, +104) ~=—«148 ng 94, —«(192|—s«4921—s«897)~—«B19 42; -343)—=«2208| ~=—«607 117; 2167, 544) ~—«508| 3943] 3 3 44 69) 113] 24| (7332 
54) bl 148} 209 179 95| 324) ~~ 636} ~—«:1234| 2837} 33| _267| ~—3137| ~——730 126| 4219] 687) += 700) 6462 10} 15 25) 14} 158) «+172 10} 11249 

Maine 55; 13 29 42 24 42 62; «121, ~—«249)~—Ss« 462 8 8i 551 122 25) «392 96) 97; —‘732| ] 12] 27) 39| 21; 1634 
54] 13] 30 43 34 38 72| 183) +327) ~— 450 12} 67} —«529| 156 33| — 490} (108; ~—153} 940) 1 3 4| 1| 40 41| 12} 189% 

New Jersey "55, -69|—«186{ 275] = 733 s«577|—Ss«939| 2188) -4437| «4348; ~=—S«d86) —«1044)+~=«S591| 2640, +705, + 4916) +«2119| 1388) 11768) 3 3) 164) 204) 368) 173| 22602 
54) 150) 210) 360} = 709) ~— 436) ~—717|_—«2014) +3876} ~—7185 iit] 1124] 8420) 1947) 685} 7115} 1583) 2039 | 13369| 9| 36 45! 89| 346; 435! ~—s150| 26655 

North Carolina 55; 49) 75| «124, —Ss«218| ~—Ss«s178| = 411| +966) +~=«1:773|+~=«3797 59/580 4440/1034; = 218] +3752; +1032; «929/46 965) l 7 7| 43; 114) ——=«*57| 36| 13498 
a 54) 41 86 127| 248 177| 482} 1053] —:1960) 369! 56| 345; 4092] ~—«1047 203} 3645, 789) += 895| 6579! 1 26 37| 38} 218| —- 256) 31| 13082 

Tennessee "55 | l 51] 71; (106) ~—=«103),—Ss277|~S773)~=«1259) +~=—2571 41| 3360/2972; S776, ~—Ss15| 2959, += 838) = 628) +5316) 1 1| 35) 76; TN 20; 9750 
: ‘54! 31] 61 92 182} 116} 353} 880} 1531] 3767 27| 269) += 4063) S731 125} 3594|  660| 659} ~—«45769| 4 . 10 25| 147) «72; 12) 11649 
Wisconsin "55, 156) 412| 568) 274) 252| 530| 1020) 2076) 3138 85| 626, 3852; 1647; 321) 3520, 1292; 849) 7629) 5 5 86 166) 252) 49| 14428 
‘54) 78} —204)_~—282}_~—s180| ~—s149|_—259| +506} ~—:1094| ~—« 3428 34 197| 3659} 809}_~—s180|_—«3323| ~— 642) 640) «594 i} 21 32! 26| 134) ——*160! 29| 10850 

Wyoming ‘55 | 2 6| 8| 36| rT ¥| 89| «230 366 30 74| «470 168 54; 389, ~—«*147| 97\——«855| l | 14) 15] 29) 7| ‘1599 
S415 v7 32 35 2 50} 64|_—s170| ~—369/ 6| 57] _—432 147 30; 477|_—«s130}_——sN12|_—«896 2| 6 8| 3] 23) 26! 4} 1568 

21 States Reported 55/994) 1949/2943) 3859| 2969/5834) 14437; 27099) 41949 1189/8239| 51474) 16379| 4364) 47661| 15204 12233) 95841 | 4| 40 44, 1170; (1890; «3060! —«1147| ‘1BI5Ii 
To Date for December 54! 1157| 2087/3244) ~— 4075] ~— 2556] 5662) 13498) 25791} 56398; 758] 5366] 62522| 14358] 3867| 62383 11837) 12189] 104634) 128] 244; = 372| ~—-553) + 2822| +~—«43375! ~—«1061| 200999 
Net Adjustment eb — 9+] S12] 9] 05] SO] S| S| —120; —215| +33|_ —378| —219| +72) +—707) | 2) 2) = +15) ~=~—-23; += 8] +~=—20) ~—927 
Year '55| 41572| 89543| 131115) 147432| 110929) 269674| 611782|1139817|1471411| 32156] 350360/1854353| 695881; 130123) 1526812| 553418) 499178/3405412; 929) 6130) 7059 49332) 90672; 140004| 48304|6725638 
To Date 54} 33801| 79257] 113058) 92780) 70524| 141148! 350313) 654765|1290756| 34523) 257300|!582579| 478832| 100775|1287778| 380155] 330208|2577748|  8884| 16992| 25876| 37409] 89549) 126958! 27152/5108136 





“The information contained in this report has been compiled from official state documents. Every reason- 
able precaution has been exercised to insure accuracy of this report to the extent of the registrations 





received and tabulated at the time the report is published. R. L. Polk & Co. cannot assume any liability 
by reason of inaccuracies or omissions.’’—R. L. Polk & Co. 
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AUTOMOTIVE NEWS, FEBRUARY 


Average Used-Car Auction Prices 


(Compiled by Automotive News from auction reports.) 


$888* $875 


$868 $851 


Feb. March Apr. 


* Prices of 1955 models added; prices of '47s dropped. 


Market Trend 


The average price of used cars 
sold at wholesale auction in- 
creased again last week, accord- 
ing to Automotive News’ index. 

The price advanced $11, follow- 
ing a $7 hike in the previous 
week. Two models, however, ran 
counter to the trend: The price 
of 54s went down $5 and the 
price of ’51s fell off $11. 

Average prices of all other 
models went up, as follows: ’50s, 
up $1; ’55s, up $9; ’52s, up $16; 
49s, up $20; ’56s, up $25, and ’53s, 
up $33. 

The setback on ’51s represented 
a new low price for that model. 

At a group of representative 
auctions, the average consign- 
ment was 153.3 units, compared 
with 145 in the previous week. Of 
that number last week, 74.1 per- 
cent were sold, compared with 
15.2 percent a week earlier. 

Prices marked with an * indi- 
cate a unit equipped with an au- 
tomatic transmission or overdrive 
and (ps) indicates power steering. 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 

day. Prices are for sale of Jan. 24.) 
(Sold 297 cars out of 441 offerings.) 

BUICK — '56 Special 4-dr., $2,600*. 
Super Riviera, $2,355* (ps); conv., $2,- 
215* (ps); Century 2-dr., $2,295* (ps), 
$2,225* (ps), $2,190* (ps); RM Riviera, 
$2,205* (ps); Special Riviera, $1,900*, 
$1,875*, $1,860*°. '54 Skylark conv., $1,- 
905* (ps); RM Riviera, $1,685* (ps); 
Super Riviera, 2-dr., $1,615* (ps), $1,- 
550° (ps). 

CADILLAC—'56 Eldorado conv., $5,925* 
(ps); (62) coupe, $4,420* (ps). °55 (62) 
coupe de Ville, $3,930* (ps), $3,900* (ps), 
$3,780* (ps), $3,760* (ps); 4-dr., $3,395* 
(ps), $3,195* (ps); (60) Special 4-dr., 
$3,750* (ps). °54 (62) coupe de Ville, 
$3,150* (ps). 

CHEVROLET— 56 Bel Air (8) Sport coupe, 
$2,000, $1,975. ‘55 Bel Air (6) Handy- 
man, $1,855*; 2-dr., $1,325*; Bel Air (8) 
Sport coupe, $1,655°; Two- ten (6) Han- 
dyman, $1,600*; Two-ten (8) 2-dr., $1,- 
505, $1,100; One-fifty Handyman, $1,450. 
*54 Bel Air 4-dr., $975; Two-ten Delray, 


) 


: 2-dr., $875*, $835, $790; 4-dr., 

75. 

CHRYSLER — '54 Imperial 4-dr., $1,530* 
(ps); NY Newport, $1,450* (ps); 2-dr., 
$1,395* (ps); Windsor 4-dr., $1,205*, $1,- 
080° (ps). '53 NY 4-dr., $825* (ps); 





Model Breakdown 
Of Auction Averages 


Jan., Dec., Nov., 

1956 1955 1955 
$2,338 $2,372 $2,354 
1,632 1,743 1,868 
1,077 1,133 1,157 
154 15 806 
4384 510 529 
320 355 373 
240 251 262 
195 180 195 











$ 943 


$800*. '52 Saratoga 4-dr., 

"51 Imperial 4-dr., $375*. 

‘55 Fire Dome (8) Sportsman, 
$1,870* (ps). '54 Fire Dome (8) 4-dr., 
$1,070*. ‘53 Fire Dome (8) 4-dr., $785* 
(ps). "52 Deluxe 4-dr., $385*, $265°. 

DODGE—'55 Royal (8) 4- -dr., $1,680°. '54 
Royal (8) 4-dr., $1,030*; Coronet (8) 
2-dr., $845°; Meadowbrook 4-dr., $710. 
’53 Coronet Suburban, *; 4-dr., 
$695°. 

FORD—’55 Ranch Wagon, $1,745*; Coun- 
try sedan, $1,675; Custom (8) 2-dr., $1,- 
370, $1,345; 4-dr., $1,300. ’54 Custom (8) 
2-dr., $1,020*, $915*, $895; 4-dr., $895; 
Main (6) 4-dr., . "53 Crest (8) 
Country Squire, $1,140* (ps); Custom 
(8) 2-dr., $795, $675, $650; Cus- 
tom (6) 2-dr., $600; Main (3) 2-dr., $475. 


Windsor 4-dr., 
$375*. 


HUDSON—'55 ‘Wasp 2-dr., $1,415°; 4-dr., 
$1,400*. '54 Wasp 4-dr., $565. "53 Wasp 
4-dr., $450. 

LINCOLN—'52 Capri 4-dr., $695°. 


MERCURY — '56 Montclair coupe, $2,600* 
(ps). °S& Monterey coupe, $1,765°. ‘54 
Mon' station wagon, $1,500°; coupe, 
$1,350*; 2-dr., $1,000*. ‘53 Monterey 
coupe, $1, 210°, $1,105*; 4-dr., $1,090°. 

NASH—’54 Statesman club coupe, $1,100°. 
‘53 Ambassador club coupe, $915*, $760; 
2-dr., . '52 Statesman 4-dr., $500*, 
$240; 2-dr. $475. 

OLDSMOBILE—’55 (98) Holiday, $2,480* 
(ps), $2,395* (ps), $2,300° (pe); 4-dr., 
$2,250° (ps); (88) Holiday, $2,350° (ps), 
$2,255* (ps), $1,850*° (ps); 4-dr., $1,650°. 
"54 (98) Holiday, $1,840* (ps); 4-dr., 
$1,720° (ps); (88) 2-dr., $1,530° (ps). 
PACKARD—’53 Clipper 4-dr., $800* (ps). 

PLYMOUTH—'56 Belvedere (8) 4-dr., 32, 


$827 


10 
"7 oe $769 $747 $725 


Oct. 
56s added; 


Nov. Dec. 
‘48s dropped. 


May June duly Aug. Sept. 


t Prices of 





050°. '55 Plaza (8) Suburban, $1,285. '54 Champion club coupe, $355*. 

Belvedere Sport coupe, $1,000*; Savoy 4- | WELLYS—’52 Aero 2-dr., $295*. '46 Jeep- 
dr., $885, $880. °52 Cranbrook 2-dr., ster, $250. 

$325. '51 Cranbrook Belvedere, 340. '50| wiscELLANEOUS — ’55 Jaguar roadster, 
Suburban, $400. $1,810; Opel sedan, $725. 


PONTIAC — '56 Star Chief (8) Catalina, 
$2,600* (ps). '55 Star Chief (8) Catalina, 


DENVER 


$2,055* (ps), $2,000* (ps); 4-dr., $1,935°; 
Chieftain (8) 4-dr., $1,685*. °54 Chief- (Colorado Auto Auction, Sale every Mon- 
tain (8) Catalina, $i, 280*; 4-dr., $1,155*; | day. Prices are for sale of Jan. 23.) 


Star Chief (8) 4- dr., $1, 265* (ps). 
STUDEBAKER—’55 Commander 4-dr., 
095°. 
*53 Commander Land Cruiser, $625*. 


(Sold 174 cars out of 300 offerings.) 
BUICK—’56 Century Riviera, $2,975* (ps); 

Special station wagon, §$2,835*; Super 

Riviera, $2,770* (ps). '55 Century Rivi- 


$1,- 
’54 Commander club coupe, $1,385*. 
"52 


IMI MM salt 
to see 


6, 1956 


era, $2,235* (ps), $2,185*, 3 at $2,150*, 
$2,100* (ps), 2 at $2,080° (ps); Special 
Riviera, $2,100* (ps), 2 at $1,970°, 4 at 
$1,900*, 3 at $1,875*, $1,775. '54 Skylark 
conv., $1,865* (ps); Special 4-dr., $1,- 
610*, $1,275*. °53 Super Riviera, $950*, 
$845*; RM 4-dr., $905* (ps). 

CADILLAC—’ 56 (62) coupe de Ville, $6,- 
225° (ps); coupe, $4,550° (ps). '55 (62) 
conv., $3,720* (ps). °54 (62) coupe de 
Ville, $3,350* (ps), $3,105* (ps), $3,000* 
(ps); 4-dr., $3,000* (ps), $2,560* (ps). 
’53 (62) 4-dr., $1,810° (ps). 

CHEVROLET—’56 Nomad station wagon, 
$2,720* (ps); Two-ten (8) Handyman, 
$2,300*, $2,205; Bel Air (8) Sport coupe, 
$2,300*. '55 Bel Air (8) Sport coupe, $1,- 
835*; Two-ten (6) 2-dr., $1,775, $1,250, 
2 at $1,150; One-fifty (6) Business coupe, 
$1,000. '54 Corvette conv., $1,650*; Two- 
ten 4-dr., $1,030*, $945. '53 Bel Air 2-dr., 
$795, $775 (ps). ‘50 FL Deluxe 4-dr., 
$190. 

CHRYSLER—’'56 NY 4-dr., $3,420* (ps); 
Hardtop, $3,395* (ps). '55 Ambassador 
Hardtop, $2,500* (ps); NY 4-dr., $2,065* 
(ps). 

DeSOTO—’55 Fire Dome (8) Hardtop, $2,- 
000*, 46 station wagon, $125. 


DODGE — '56 Coronet (8) 2-dr., 
Hardtop, $2,330°. 

FORD—’56 Fairlane (8) 4-dr., $2,195, $1,- 
990; Custom (8) 4-dr., $1,945, $1,800. 
’55 Country Squire, $2,025, $1,950; Fair- 
lane (8) 4-dr., $1,655, $1,495* (ps); Cus- 


$2,385°* ; 


tom (8) 4-dr., $1,390, $1,265, $1,240. '54 
Custom (8) 4-dr., $980, $965. °53 Crest 
(8) Victoria, $930*; Custom (8) conv., 
$770. '52 2-ton truck, $790. ’51 Deluxe 
(6) 2-dr., $380. 
HUDSON—’52 Hornet (6) 4-dr., $300. 
LINCOLN—’ 54 Capri conv., $1,555* (ps). 


MERCURY—’55 Montclair coupe, $2,305* 
(ps); Custom 4-dr., $1,695. °54 Custom 





4-dr., $1,140*, °53 Custom Sport coupe, 


eyes 








$1,040. "52 Monterey Hardtop, $700. ’51 


4-dr., $230. 
NASH — ‘55 Rambler 4-dr., $1,415*. 
Ambassador 4-dr., $1,320°*, 


OLDSMOBILE — (98) conv., $3,250° 
(ps); (88) Holiday, $2,620°; 4-dr., $2,- 
305. °'55 (88) Super Holiday, $2,360*, 
$2,250*; (98) 4-dr., $2,260*° (ps). ‘54 
(98) Holiday, $1,970* (ps); (88) 4-dr., 
$1,315. °53 (98) 4-dr., $1,125°. 

PLYMOUTH — '56 Belvedere (8) Hardtop, 
$2,350°, $2,340°, $2,210%; Savoy (8) 4- 
dr., $2,285*, $1,900. ‘55 Belvedere (8) 
4-dr., $1,550°, $1,495; Savoy (8) 4-dr., 
$1,415; Plaza (8) station wagon, $1,350. 
’54 Plaza station wagon, $1,090*. ‘53 
Savoy station wagon, $745. 


PONTIAC—'56 Chieftain (8) Catalina, $2,- 
600*. °55 Star Chief (8) Catalina, §2,- 
050* (ps); Chieftain (8) 4-dr., $1,905*; 
2-dr., $1,515*. '54 Star Chief (8) 4-dr., 
$1,105. '51 Silver Streak (8) 4-dr., $380°*. 


WILLYS — '56 Jeep, $1,650. °51 %-ton 
pickup, $445. 


JENISON, MICH. 


(Grand Rapids Auction, Sale every Tues- 
day. Prices are for sale of Jan, 24.) 


(The market was not quite as hot as 
last week, but still good merchandise sold 
very well. Sold 109 cars out of i34 offer- 
ings.) 

BUICK—’56 Century Riviera, $2,750*. ‘55 
Century Riviera, $2,010*, $1,920*° (ps); 
Super Riviera, $2,000*° (ps); Special 4- 
dr., $1,850°; 2-dr., $1,800*. '54 Century 
Riviera, $1,595*; Super Riviera, $1,590°, 
$1,585*, $1,500*; 4-dr., $1,465* (ps); Spe- 
cial 2-dr., $1, 365° (ps), $950. '53 Special 
4-dr., $900°* (ps), $850, $775, $695; Super 
Riviera, $775*. °52 Super Riviera, $640*; 
4-dr., $595*; Special 2-dr., $535*. ‘51 


(Continued on Page 34, Col. 1) 
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at high-vacuum, low throttle 


POSITIVE LOW SPEED “HIGH 
VACUUM” OIL CONTROL 


Low speed oil creep around 
the side of the ring is pre- 
vented by using an accurately 
machined separator which 
supports the cylinder con- 
tacting rails throughout their 
depth and circumference and 
prevents rocking. This pro- 
vides uniformly close clear- 
ance between the groove wall 
and the rail without reducing 
the free action of the ring 
in the groove. 


Fay 






ORDINARY 
STEEL SPACER 


Ordinary Steel Spacer 
lacks broad support to 
prevent rocking in the 
groove. Sides of the spacer 
are not machined. Lack 
of machining prevents a 
uniformly close clearance 
between the groove wall 
and the rail, so oil passes 
around back of the ring. 


OR SCUFF 


cause it is 





























throughout its cir- 
cumference. 








... at open-throttle high speeds and 


POSITIVE OIL CONTROL 
AT HIGH SPEEDS 
High speed “‘flutter’’ or “‘surf 
ing” in controlled by 
special flexible reverse loop 
expander which provides a 
more uniform high unit pres- 
sure on the two cylinder con- 
tacting rails. The rails are 
chrome armored but are pre- 
lapped and heat shaped for 
rapid break in. 


WILL NOT GOUGE 


The spacer will not gouge or 
scuff the cylinder wall be- 


furnace iron. It is another oil 
ring in itself with built-in 
tension and two additional 
scraping edges. With the two 
chrome armored rails and 
the two oil scraping edges on 
the spacer, the 400 oil ring 
is really two rings in one. 


HEAT SHAPED CYLINDER CONTACTING RAILS 


Ordinary steel rails Cam shaping by heat treatment 
are not cam shaped produces the same “light tight’”’ fit 
by heat treatment, in cylinders that exist in piston 
therefor do not pro- shat that exo Sephclieantig seas to 
duce positive contact a cam pe. This cam _shap’ ping, 
with the cylinder exclusive with McQuay-Norris, is 


very important where the bea: 
chrome 


RINGS HAVE CRACKED THE 


speeds 


CYLINDER WALL 





made of electric 


ring 
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Millions of installations have proved be- 
oe a doubt that Chrome Control Leak- 


% are . When i i i 
- Piston Ring sets will outperform « 
——— lapped, it pred ces pest tive con- - oer piston set regardless of 
wi rice. uick ti 8, 
and assures t trouble free ring and cylinder life. ing or break “in, satisfied custo one, ea ee 
more money in till, start using them 
today. They’re guaranteed. 
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Used-Car Auction Prices 





(Continued from Page 33) 


Special 4-dr., $470*, $325. '50 Super Rivi- 
era, $400*; Special 4-dr., $210. 


CADILLAC—'52 (62) 2-dr., $400*; Special 
4-dr., $210. '51 (62) 4-dr., $1,010*, $985°*. 
"49 (62) 4-dr., $445°*. 

CHEVROLET—’'56 Bel Air (8) 4-dr., $2,- 
005*. '55 Two-ten (8) station wagon, $1,- 
640; Bel Air (8) club coupe, $1,550*. '54 
Bel Air 2-dr., $950*, $930*, $925; Two- 
ten 2-dr., $820; One-fifty club coupe, 
$675. °53 Bel Air 2-dr., $775, $740*%; 4- 
dr., $730, $680; Two-ten 2-dr., $705, 
$700; 4-dr., $615. ’51 SL Deluxe 4-dr., 
$425, $300°. 

CHRYSLER—’51 NY 4-dr., $395*. 

DODGE—’' 55 Coronet (8) Hardtop, $1,475*. 
‘53 Coronet club coupe, $565; Meadow- 
brook 4-dr., $500. '51 Coronet club coupe, 
$235*. '50 Coronet 4-dr., $185. 

FORD—'55 Main (8) station wagon, $1,- 
385; 4-dr., $1,135. '54 Main (6) Ranch 
Wagon, $1,050*; Custom (8) club coupe, 
$845, $510. '53 Main (8) Ranch Wagon, 
$785; Custom (8) club coupe, $710; 2- 
dr., $700*; Custom (6) 2-dr., $615; 4-dr., 
$570. '51 Custom (8) 2-dr., $285; Custom 
(6) 2-dr., $210. ’°50 Custom (8) 2-dr., 
2 at $220, $190. 

HUDSON—’52 Hornet sedan, $320*. 

LINCOLN—'53 Capri club coupe, 
(ps). 


$1,450°* 


MERCURY—’'55 Custom 4-dr., $1,605*, $1,- | 


575*; 2-dr., $1,325. '53 Monterey club 
coupe, $940. '51 4-dr., $305. '50 Custom 
club coupe, $175. 

NASH—’51 Statesman 4-dr., $150. 








OLDSMOBILE—’56 (98) Holiday, $3,110* 


(ps). °54 (88) Super Holiday, $1,725* 
(ps); (98) 4-dr., $1,700* (ps). '53 (98) 
4-dr., $1,075*; (88) 4-dr., $1,025* (ps), 
$745, $565. "52 (98) Holiday, $985*; 4- 


dr., $725*. '51 (88) 4-dr., $280. ’50 (88) 
4-dr., $210°. 
PACKARD—’51 (200) 4-dr., $155*. 
PLYMOUTH—’56 Belvedere. (8) 4-dr., $2,- 
060*. ’°53 Cranbrook club coupe, $575; 4- 
dr., $450. '52 Cambridge 4-dr., $415*. ’51 
Cambridge club coupe, $220. 
PONTIAC—’55 Chieftain (8) Catalina, $1,- 
800*; Star Chief (8) 4-dr., $1,100*. '53 
Chieftain (8) Catalina, $950* (ps), $925*; 
4-dr., $690* (ps). °52 Chieftain (6) 2-dr., 
$565. '51 Silver Streak (8) 4-dr., $285*; 
Silver Streak (6) 2-dr., $280. 
STUDEBAKER—’55 Commander 4-dr., $1,- 
275*. '54 Commander 2-dr., $735; Cham- 
pion 4-dr., $700. '53 Champion 2-dr., 
$525. °'52 Champion 4-dr., $305. °50 
Champion 2-dr., $125. 


DYER, IND. 


(Dyer Auto Auction, Sale every Friday. 
Prices are for sale of Jan. 20.) 


(Market very active with prices strong. 
All of December's losses have been re- 
covered, Sold 161 cars out of 237 offer- 
ings.) 

BUICK—’56 Super Riviera, $2,850$ (ps). 
’55 Super Riviera, $2,120* (ps). '54 Spe- 
cial Riviera, $1,355; 2-dr., $985; Century 
2-dr., $1,310. ’53 Super Riviera, $1,000* 








(ps). °52 Special 2-dr., $465*, $325. ‘51 
RM conv., $365*. '50 Special 4-dr., $200. 

CADILLAC—’55 (62) 4-dr., $3,290* (ps). 
’54 (60) Special 4-dr., $2,850* (ps); (62) 
coupe, $2,850* (ps); 4-dr., $2,995* (ps), 
$2,840* (ps). 53 (62) 4-dr., $1,850* (ps), 
$1,725* (ps). "52 (62) conv., $1,480°*, 
$900* 


CHEVROLET—’ 56 Bel Air (8) Sport coupe, 
$2,220*; Sport sedan, $2,245*; One-fifty 
(6) 2-dr., $1,585. "52 Bel Air (8) 2-dr., 
$1,445; Two-ten (8) 2-dr., $1,275. ’54 
Bel Air coupe, $1,185*; Two-ten 4-dr., 
$935*, $930*, $925*, $900*. °53 Bel Air 
coupe, $810; 4-dr., $785; Two-ten 4-dr., 


$600*; One-fifty 2-dr., $550. '52 SL Spe-| 


cial 2-dr., §420. ’51 SL Deluxe 4-dr., 
$375*, $305. 

CHRYSLER—’49 Royal 4-dr., $170. 

DeSOTO—’51 Custom 4-dr., $325. 

DODGE—’52 Coronet 4-dr., $395, $290. ‘51 
Coronet Diplomat, $315. °49 Meadow- 
brook 4-dr., $125; %-ton pickup, $130. 

FORD—’56 Fairlane (8) Victoria, $2,190* 
(ps). '55 Main (8) Ranch Wagon, §$1,- 
510*; Custom (8) 4-dr., $1,510*; Fair- 
lane (8) 4-dr., $1,500, $1,450; Custom 
(6) 4-dr., $1,030. '54 Custom (8) conv., 
$1,215* (ps); 4-dr., $975, $780. ’°53 Cus- 
tom (8) 2-dr., 2 at $750, $625*. 52 Cus- 
tom (8) 4-dr., $545*. °51 Custom (8) 
2-dr., $385*, $250*. ’50 Custom (8) 2-dr., 
$295, $250*. 

HUDSON—’51 Hornet 4-dr., $230*. '50 Su- 
per 2-dr., $110. 

KAISER—’51 Deluxe 4-dr., $125. 

LINCOLN—’52 Capri coupe, $1,015*. 


MERCURY—’55 4-dr., $2,085*. °54 coupe, 
$1,340*; 2-dr., $925*. ‘51 4-dr., $360*, 
$315*. 

NASH—’50 Ambassador 4-dr., $255*. 

OLDSMOBILE—’56 (88) Super coupe, $2,- 
730* (ps); Deluxe Holiday, $2,590*; 
coupe, $2,565*. °55 (98) coupe, $2,425* 


(ps); (88) Super 4-dr., $2,175* (ps); De- 
luxe 4-dr., $1,750*. ’54 (88) Super 4-dr., 
$1,505*. °53 (88) 4-dr., $945*. 





PACKARD—’55 Clipper 4-dr., $1,825*. °53 
Clipper 4-dr., $570. °51 Clipper 4-dr., 
. 


$290°. 

PLYMOUTH—’ 54 Belvedere coupe, $1,045*; 
4-dr., $835*. °53 Cranbrook Belvedere, 
$745. ’'52 Cambridge 4-dr., $330. '49 Spe- 
cial Deluxe club coupe, $140. '46 Special 
Deluxe club coupe, $100. 

PONTIAC — '55 Star Chief (8) Catalina, 


$1,755*. ‘54 Star Chief (8) Catalina, 
$1,520* (ps); Chieftain (8) 4-dr., $910*. 
’52 Chieftain (8) 2-dr., $375. ’50 Silver 


Streak (8) 2-dr., $210*. ’49 Silver Streak 
(8) 2-dr., $130*, $125*. 

STUDEBAKER—’55 Commander 2-dr., $1,- 
365*. ’54 Commander coupe, $1,270* (ps). 
"50 Commander 4-dr., $155*%, $120*; 
Champion 2-dr., $165, $100*, 


WILLYS—’54 station wagon, 
Jeepster, $300. 


ALBANY 


(Tim Anspach Auto Auction, Sale every 
Monday. Prices are for sale of Jan. 23.) 

(Buyers were hungry for nice units, 
but weather conditions stopped many cars 
from coming. Prices were normal in most 
cases. Dealers were given the go sign 
for ’'56 as we sold 103 cars out of 114 
offerings for a percentage of over 90. We 
could easily have sold 100 more cars.) 


BUICK—’53 Special Riviera, $900. 52 Spe- 


$535°*. °46 


cial 4-dr., $560*. °50 Super Riviera, 
$410*, $350*; 4-dr., $190*. '49 Super 4- 
dr., $100. 


CADILLAC—’56 (62) coupe, $4,500* (ps). 
’54 Eldorado conv., $3,100* (ps), $3,025* 
(ps); 4-dr., $2,960* (ps). ’52 (60) Special 
4-dr., $1,330* (ps), $1,135* (ps). '50 (62) 
4-dr., $850*; (60) Special 4-dr., $835*. 
’47 (62) conv., $175*. 

CHEVROLET—’56 Two-ten (6) Delray, $1,- 
770; 4-dr., $1,770. "55 Bel Air (8) 4-dr., 
$1,500*; Two-ten (6) 4-dr., $1,360, $1,- 
245. °54 Two-ten 4-dr., $1,035*, $990*, 





EATON 2-SPEED AXLES 










ep Trucks on the Job ! 


‘ The extra stamina built into the Eaton 2-Speed Axle prevents harmful 


distortion or misalignment under excessive loads. Practical, down-to-earth 


design makes maintenance quick, easy, and economical. Eaton’s 


exclusive planetary gearing distributes pressure and wear over four 


husky planetary gears. These extra-quality construction features, plus 


More than Two Million 
Eaton Axles in Trucks Today! 


EATO 





job, and low maintenance cost. 


AXLE DIVISION 
MANUFACTURING COMPANY 


Eaton’s forced-flow, positive lubrication system, give longer 


parts life, outstanding dependability, more time on the 








CLEVELAND, OHIO 


PRODUCTS: Sodium Cooled, Poppet, and Free Valves * Tappets « Hydraulic Valve Lifters » Valve Seat Inserts « Jet 
Engine Parts * Rotor Pumps * Motor Truck Axles » Permanent Mold Gray Iron Castings » Heater Defroster Units e Snap Rings 
Springtites * Spring Washers * Cold Drawn Steel» Stampings« Leaf and Coil Springs e Dynamatic Drives, Brakes, Dynamometers 





$930, $900*, $840; 2-dr., $840, $825, 2 at 
$800; One-fifty 4-dr., $720, $680; 2-dr., 
$720, $700; Bel Air 4-dr., $950. 53 Bel Air 
2-dr., $760. "52 SL Deluxe Bel Air, $700*; 
conv., $460*. ‘51 SL Deluxe Bel Air, 
$400*; 4-dr., $140*. '50 SL Deluxe 2-dr, 
$305, $210. '49 SL Deluxe 2-dr., $160. 

CHRYSLER — '53 Windsor 4-dr., $910", 
$835°*. 

DeSOTO—’'52 Custom club coupe, $545". 
’51 Custom 4-dr., $300*. 

DODGE — '54 Coronet club coupe, $925"; 
4-dr., $870. '51 Meadowbrook 4-dr., $190 


’49 Coronet 4-dr., $200*, $170*. '48 %- 
ton pickup, $150. 
FORD—’'55 Fairlane (8) Victoria, $1,590*; 


Custom (8) 2-dr., $1,380*. '54 Custom 
(6) 2-dr., $700; Main (6) 2-dr., $700, '53 
Custom (8) 2-dr., $780, $635; Main (Ss) 
Ranch Wagon, $1,000; Main (6) 2-dr, 
$620, $535. '51 Custom (8) 2-dr., $460*; 
Deluxe (8) 2-dr., $280; Deluxe (6) 4-dr., 


$230. °50 Custom (6) 2-dr., $160. ‘49 
Custom (8) 4-dr., $220; 2-dr., $140. 
HUDSON—’53 Super Jet 4-dr., $450*. ‘51 

Pacemaker 4-dr., $180. 
LINCOLN—’'55 Capri 4-dr., $2,250* (ps). 


’51 Cosmopolitan 4-dr., $270*. '50 Cosmo- 
politan 4-dr., $180*. 


MERCURY — '54 4-dr., $1,180*. ‘51 club 
coupe, $280°*. 

NASH—’'53 Statesman 4-dr., $590. 

OLDSMOBILE—’56 (88) Holiday, $2,575*. 
"54 (98) 4-dr., $1,625* (ps); (88) Super 


4-dr., $1,575* (ps), $1,290. '53 (88) 4-dr., 
780°, "52 (88) Super 2-dr., $250* (ps). 
’51 (88) 4-dr., $200*. °50 (88) 2-dr., 
$310*. 
PACKARD — ’'52 
4-dr., $100, 


PLYMOUTH—’'56 Savoy (8) 2-dr., $1,810. 
‘54 Belvedere conv., $975*; Plaza 2-dr., 
$620. '53 Cranbrook 2-dr., $510. '51 Cran- 
brook Belvedere, $340. °49 Deluxe 4-dr., 
$120. 

PONTIAC—'54 Star Chief (8) Catalina, $1,- 
030*. '51 Silver Streak (8) 4-dr., $280. 
*49 Silver Streak (8) 4-dr., $180, $120*. 

WILLYS—'53 station wagon, $340. '51 sta- 
tion wagon, $535. '48 %-ton pickup, $230. 

MISCELLANEOUS—'54 Anglia 4-dr., $435. 


FLINT 


(Flint Auto Auction, Inc. Sale every Wed- 
nesday. Prices are for sale of Jan. 25.) 
(Prices were slightly lower and mer- 
chandise was on the medium to rough 
side. Not many sharp autos consigned. 
Sold 98 cars out of 130 offerings.) 
BUICK—'55 Century Riviera, $1,950*. °54 
Super Riviera, $1,500* (ps), $1,400*; 
Special Riviera, $1,405*; RM 4-dr., $1,- 
315* (ps). ’°53 RM 4-dr., $945* (ps), 
710; Special Riviera, $840, $800; 4-dr., 
$685, $520. "52 Super Riviera, $685; Spe- 


Clipper 4-dr., $460*. °49 


cial 4-dr., $575. °51 Super 4-dr., $410*, 
$390, $375, $365, $300, $200. "50 Super 
4-dr., $175; RM 4-dr., $160*; Specia! 4- 
dr., $155. 
CADILLAC—’'52 (62) 4-dr., $1,200*. 
CHEVROLET—’'55 Two-ten (6) 4-dr., S1,- 


175. "54 Two-ten 2-dr., $860; 14-ton pick- 
up, $730. '53 Two-ten station wagon, 
$925*; 2-dr., $600, $585; 4-dr., $570; Bel 


Air 2-dr., $750; 4-dr., $705, $675. "52 SL 
Deluxe 4-dr., $450*, $400*; 2-dr., $420, 
$335. °51 SL Deluxe 2-dr., $330, $325, 
$215, $205; 4-dr., $240. "50 SL Deluxe 
4-dr., $170; 2-dr., $140, $120*, $110. °49 
Carryall, $150. °48 %-ton pickup, $160. 
DODGE "54 Meadowbrook club coupe, 
$825*. '53 Coronet 4-dr., $325. '51 Mead- 


owbrook 2-dr., $305; Coronet club coupe, 
$255. '49 4-dr., $135. 


FORD—'55 Custom (8) 4-dr., $1,180*, '54 
Custom (8) station wagon, $1,070; Cus- 
tom (6) 2-dr., $700, $500*. '53 Main (6) 
4-dr., $435. ’°52 Custom (8) station wag- 
on, $400; Main (6) 2-dr., £390. ’51 Cus- 
tom (8) Victoria, $350; 2-dr., $255*. '50 


Custom (8) 4-dr., $130. 

HUDSON—’'53 4-dr., $130. 

MERCURY—’'55 Montclair club coupe, $1,- 
825*; Monterey 2-dr., $1.350. '53 Custom 
4-dr., $820;. 2-dr., $670. '51 club coupe, 
$380. '50 4-dr., $250, $160. 


NASH—’53 Statesman 2-dr., $685, $625*, 


$615*. 

OLDSMOBILE—’56 (88) club coupe, §2,- 
650* (ps). '54 (88) 4-dr., $1,525* (ps). 
"52 (88) 4-dr., $780*, $740*, S$660*. °51 
(88) 4-dr., $185*. ’50 (88) 2-dr., $170*; 
4-dr., $140*. 

PLYMOUTH—'54 Savoy 4-dr., $755*. °53 


Cranbrook 4-dr., 
dr., $205. 
PONTIAC—'54 Chieftain (8) 4-dr., $950. 
°53 Chieftain (8) 4-dr., $720; commercial 
4-dr., $525*. °52 Chieftain (8) Catalina, 
$630*. °51 Silver Streak (6) 4-dr., $335. 
STUDEBAKER "52 Commander club 
coupe, $365*. °51 Champion 2-dr., $115. 


DENVER 


(Denver Auto Auction, Sale every Friday. 
Prices are for sale of Jan. 20.) 

(Market good. Sold 123 cars out of 
201 offerings.) 
BUICK-—~’55 Special Riviera, $2,000*; conv., 


$495. °51 Cambridge 4- 


$1,990* (ps); 2-dr., $1,645*. °54 Super 
4-dr., $1,450*; Special 4-dr., $1,340*; 2- 
dr., $1,335*. °53 Super Riviera, $800*; 
Special 4-dr., $750*. °52 RM Riviera, 


$790* (ps); Special Riviera, $445*; 2-dr., 
$395. ’51 Special 2-dr., $350*. 
CADILLAC—’56 (60) Special 4-dr., $5,015* 


(ps). °54 (62) coupe de Ville, $3,295* 
(ps); coupe, $3,175* (ps); 4-dr., $2,790* 
(ps). ’53 (60) Special 4-dr., $1,885* (ps); 
(62) 4-dr., $1,800* (ps), $1,745* (ps). 
’51 (61) club coupe, $1,090*; 4-dr., $1,- 
010*; (62) 4-dr., $990*, $985*, $805*. "49 


(62) 4-dr., $430*. 

CHEVROLET — ’56 Two-ten (8) station 
wagon, $2,400; Bel Air (8) Sport coupe, 
2 at $2,338*, $2,255*; conv., $2,300*%; 
Hardtop, $2,260*; Two-ten (6) station 
wagon, $1,965, $1,925; Nomad station 
wagon, $1,990* (ps). °55 Bel Air (8) 
Sport coupe, $1,695; 4-dr., $1,380; Bel 
Air (6) Sport coupe, $1,535; 2-dr., $1,- 
490*; Two-ten (8) 4-dr., $1,405; 2-dr., 
$1,300; Two-ten (6) 4-dr., $1,330. '54 
Bel Air Sport coupe, $1,270*, $1,150; 4- 
dr., $1,155*, $1,135* (ps); Two-ten 4-dr., 
$990*. '53 Bel Air 4-dr., $940*; Sport 
coupe, $915; Two-ten 4-dr., $670*. ’52 


(Continued on Page 35, Col. 1) 








MORE AUTO DEALERS SPECIFY 


STEMAC 
PERSONALIZED NAME PLATES 
THAN ANY OTHER MAKE 

1281 So. Cherokee 


peraits- DUEMAC oviver, colorado 
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2 at 4-dr., $825*, $790*. °52 RM 4-dr., $460*. | PACKARD—’53 Clipper 4-dr., $700. '52| . $280, $275, $200; 4-dr 20, $315. ’ 
“ar, CADILLAC—'56 (62) coupe, $4,650° (ps).| (200) 4-dr., $400*; 2-dr., $350. 2-dr., $150, $140. '40 shema, $180, Pe 
Ate e 2 55 (62) coupe, §3,725* (ps); (60) Spe- PLYMOUTH—’55 Belvedere (8) 4-dr., $1,- HUDSON—’51 Hornet 4-dr., $210. 
Air, U se -( ar uction Prices yA t-dr., $3,625° (ps); coupe, $3,580°|  4ig*. +54 Belvedere 4-dr., §715°, $670*,| MERCURY — '55 Monterey 4-dr., $1,755°. 
ai ps), $3, (ps). 53 Cambridge station wagon, $580; 4 54 Monterey 2-dr., $1,470*, $1,020*; 4- 
: CHEVROLET—'56 Two-ten (8) 4-dr., $1,-| dr., $500. '52 Cranbrook ciub coupe,| “-, $940°. '52 Monterey conv., $670*. 
. 920*, $1,910*; One-fifty (6) 2-dr., $1,635. $290. "49 Deluxe 4-dr., $160. "50 4-dr., $230, $215. '49 2-dr., $315. '47 
10°, "55 Bel Air (8) 4-dr., $1,625, $1,480*,| PONTIAC—'55 Chieftain (8) 4-dr., $1,225. | _2-dr., $150. 
(Cantinesé teem Pane 81) $1,415*; Two-ten (8) 2-dr., $1,200; Bel| ‘54 Chieftain (8) 4-dr., $1,050; 2-dr,, | OL-DSMOBILE—’53 (88) 4-dr., $1,050, $750. 
45° oa “a ae ae 1150; ax 7 2 2-dr.,| $950*. ‘53 Chieftain (8) 4-dr.,' $780°: eareen a = -dr. ‘ee tate (88) club coupe, 
j : . J . : ; r 4-dr. $900,/ 2-dr., $720°. °51 Silver Streak (8) 2-dr., ee 1, $240°. i 
wr, | CASE Gudystraneort, HN: SL) EB Cutem, 20) tig thd Te) | Sas, ten Dery, wits! Aa, feo. | aoe Me oe ene eres eae 
190. ‘55 NY : 1 io | "53 Bel Air 4-dr., $810; 2-dr., $790; sta-| MISCELLANEOUS — ‘50 English Fora|_'51_ Cranbrook 4-dr., $345, $23 0. 
). CHRYSLER—’55 NY 4-dr., $2,425* (ps); 4-dr., $975*, $940, $890. '53 Custom (8) i ‘ ng ord | pPONTIAC—’ i 
Y - Windsor Newport, $2,095* 4-dr.. $720; Main (6) 2-dr., $565, '52| jon wagon, $770; Two-ten 4-dr., "$755, | Anglia, $105. ONTIAC—'56 Chieftain (8) Catalina, $2,- | 
’ , $2, ’ = s * ; 2-drr., . $725; club ‘coupe, $705. '52 SL ‘Deluxe 270°. ‘55 Chieftain (8) station wagon, i 
eT + = ‘cess Geet aun @ 55 a S oa’ Se 51 Custom (8) 4-dr., $440; Bel Air. $385 D E $1,760*. '53 Chieftain (8) 2-dr., $785* 1} 
e. Royal 4-dr., $1, (ps). '49 club coupe, -dr., > b9 ustom 2-dr., - c . ; ANVILL 51 ‘ 3 eo H 
wa. $190°. sit ae om (8) 2-dr..| CHRYSLER — ‘56 Windsor sedan, $2,360° VA ‘Si Sliver Streak, (8) 4-dr., $825. "50 |) 
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49 $1,470*; Main (8) Ranch ‘Wagon, $1, 675°, (ps). °54 (88) Super Holiday, $1,800* 2-dr., $110*. BUICK—’54 Special 4-dr., $1,405*, $1,130. t 
$1, 515% (Pa) > © 4-dr., $1,555* i. mune eset ad (a8; oan % "50 “a. a7 Custom (8) station wagon, $2,- ons Special 2-dr., $615*. '51 Special 2-dr., NEW YORK CITY i 
be (ps), 415; 2-dr., $1,250. °54 Country ) Holiday, a 8) 2-dr., $130. *; 4-dr., $1,675; Fairlane (8) Vic- 440; RM 4-dr., $300. '50 Special 2-dr., * { 
1 Squire, $1,175*; Country sedan, $1,175; | PLYMOUTH — '54 Savoy 4-dr., $780. '53 toria, $2,215*, $2,200*. ‘55 Fairlane (8) $255°. °49 Super 2-dr., $250. ay. Pros cn tn ode at he en 
Main (8) Ranch Wagon, $1,140; Custom Cranbrook 4-dr., $545. °51 Cranbrook 2- Crown Victoria, $1,900* (ps); conv., $1,-| CHEVROLET—’'55 Two-ten (8) conv., $1,- (Market opened up stron 5 here this i 
ps). (8) 2-dr., $955, $935. "53 Crest (8) Vic-| dr., $370, $275, $235. '50 Deluxe 4-dr., 720°; 2-dr., $1,570. °54 Crest (8) 4-dr.,| 410. '54 Bel Air 2-dr., $1,055, $970; 4-| week, as consignments fell short of the : 
mo- toria, $905*, $900°; Custom (8) 4-dr., 2 at $260, $180. $870*; Main (8) 2-dr., $805. '53 Crest dr., $940. 53 Bel Air 2-dr., $880; 4-dr.,| number of buyers. We could have sold 50 i 
$780* (ps), $745; Custom (6) 2-dr., $595, | PONTIAC — '55 Star Chief (8) Catalina, (8) Country sedan, $1,025. "52 Crest (8) $870; Two-ten 2-dr., $795, $755*, $500.| more sharp autos. Prices good on all i 
club $485. $1,975* (ps). '52 Chieftain (6) 4-dr., Victoria, $565*; Custom (8) 4-dr., $475*, 52 SL Deluxe 4-dr., $465, $450. '51 SL| merchandise. Sold 97 a om of 121 i] 
HU DSON—’55 Wasp 4-dr., $1,440. '53 Wasp $410. '51 Silver Streak (6) 4-dr., $185. $450*. °50 Custom (8) 2-dr., $300. Deluxe 2-dr., $330, $200. ‘49 SL Deluxe! offerings.) 7 
4-dr., $645*; Hornet 4-dr., $450. LINCOLN—’55 Capri coupe, $2,250* (ps). 4-dr., $305, $295; 2-dr., $225, $180. '48| pyICK—'55 . 
-" LINCOLN—'55 Capri coupe, $2,675* (ps). VALDOSTA, GA. MERCURY—'55 Montclair sedan, $2,050*| FM 2-dr., $260; FL 2-dr., $230. 04 Special Bee. Ohaae’ ab eo ee 
5 '54 Capri coupe, $1,700* (ps); 4-dr., $1,- ? (ps); Monterey coupe, $1,950" (ps); | DODGE—'49 2-dr., $175. pecial 2-dr., $1,100. '52 Super Rivi- } 
iper 550° (ps). (Tom Hewitt Auto Auction, Sale every| conv., $1,900° (ps); 4-dr., $1,520; 2-dr.,| FORD—'56 Custom (8) 2-dr., $1,750, '55| *r®, $675. (51 Super Riviera, $575°; Spe- } 
dr., MERCURY—’56 Monterey coupe, $2,675*.| Friday. Prices are for sale of Jan. 27.) $1,510*. °54 Custom 4-dr., $1,075*. '53| Fairlane (8) Victoria, $1,690, $1,680;|  °!@! 2-dr., $460 i 
Ds). '55 Monterey 4-dr., $1,875. '54 Monterey (Consignments are increasing every Custom 4-dr., $900*. ’52 Monterey 4-dr.,| 2-dr., $1,580*; Custom (8) 4-dr., $1,475; | CADILLAC—'’55 Eldorado conv., $4,100* i 
dr., 4-dr., $1,325; conv., $1,365*, °49 4-dr.,| week, as we have large demand for $330. 2-dr., $1,300. '54 Crest (8) coupe, §$1,- (ps); (62) 4-dr., $3,635* (ps), $3,360* ' 
$130. good, clean used-cars. We sold 169 cars | NASH—’54 Rambler 4-dr., $1,000. 110*; Main (8) 2-dr., $960; 4-dr., $755. (ps). ’54 (75) 4-dr., $2,925* (ps). ’50 ij 
49 NASH—’55 Rambler 4-dr., $1,350*. out of 219 offerings this week for a | OLDSMOBILE—’56 (98) Holiday, $3,125*| °'53 Crest (8) Victoria, $1,050; Custom! (62) 4-dr., $810*. °49 (75) limousine, ; 
OLDSMOBILE—’56 (98) Holiday, $3,255*| percentage of 83.) (ps); (88) Holiday, $2,500* (ps). '54| (8) 2-dr., $810; %-ton pickup, $695. '51| $270°. 
ne (ps); (88) Supef Holiday, $2,950* (ps), | BUICK—'56 Special Riviera, $2,610*; Cen-| (88) 4-dr., $1,430; Super 4-dr., $1,250*.| Custom (8) station wagon, $350; 2-dr.,|CHEVROLET—’55S Bel Air (8) station wag- 
ot $2,950, $2,905* (ps), $2,730*; Deluxe| tury coupe, $1,975*. '55 Century Riviera,| '53 (88) Super 4-dr., $1,050*, $1,000. '51| $410, $355, $250; 4-dr., $275, $265; %-ton| 0M, $1,725°*, $1,550*%; Two-ten (8) 2-dr., 
an- Holiday, $2395" i.” $2:300°. pe). "54 Sar, $1,315. °53 8 per Riv ea, ‘fess; $s) 4-dr., $425*. '50 (88) Super 4-dr.,| pickup, $360. ‘50 Custom (8) station| $1,315*; 4-dr., $1,255; One-fifty (6) 2- 
oliday, , (ps), $2,300* (ps). '54 -dr., , ‘ juper viera, : 420°. wagon, $370; coupe, $605; 2-dr., °, 
dr., (88) Super Holiday, $1,940* (ps). °53 7 ms — (Continued en Page 88, Cel. 2) 
$1,- (ps). 


PACKARD — ’'55 Patrician 4-dr., $2,265* 
(ps); Clipper Hardtop, $1,855*, $1,830* 
(ps). °50 4-dr., $575°*. 

STUDEBAKER—'55 Commander 4-dr., $1,- 
200. '53 Champion 4-dr., $530. °51 Com- 
mander Land Cruiser, $275*. 

MISCELLANEOUS—'53 GMC %-ton pick- 
up, $510*. °51 Riley conv., $330. °50 
International %-ton pickup, $355. 





eh N. PLAINFIELD, N. J. 


(Lebanon Auto Auction, Sale every Wed- 

nesday. Prices are for sale of Jan. 25.) 
(Prices and activity in general strong, 

reflecting optimism and retail upswing. 
Sold 63 cars out of 82 offerings for a 
percentage of over 75.) 

BUICK—’53 Super sedan, $910*, $825*. °52 
RM sedan, $640*; Super sedan, $670*, 

per $620*. '51 RM sedan, $400*; Special se- 

dan, $420, $410. 

CADILLAC—’51 (62) coupe, $1,300*. °49 
(60) Special sedan, $480*. 

CHEVROLET—’56 Two-ten (6) 2-dr., $1,- 
640. ’°55 Bel Air (8) 4-dr., $1,400*. °53 
Two-ten sedan, $690. '52 SL Deluxe se- 
dan, $485. ‘51 SL Deluxe sedan, $400. 
’50 SL Deluxe Bel Air, $360*. 

CHRYSLER—’52 Imperial sedan, $525*. ’50 
Imperial sedan, $325*. 

DeSOTO — '52 Custom sedan, $500*. °51 

49 Custom sedan, $330. 

60 DODGE — ’53 Coronet sedan, $500. °52 

a Meadowbrook sedan, $410. '51 Coronet 
sedan, $360, $310. 

pe FORD—’56 Fairlane (8) Victoria, $2,265*. 
: ’54 Custom (8) sedan, $910, $880. ‘53 

Custom (8) sedan, $740, $665. '52 Crest 


j 
j 
; 
(88) 2-dr., $905°. °52 (88) conv., $900*° 
: 
} 
| 

















































= (8) Victoria, $660*°. ’51 Custom (8) se- 
6) dan, $390, $210; Victoria, $365*. '50 Cus- 
1g- tom (8) sedan, $310. . , ’ ’ 
us- HUDSON—’53 Hornet sedan, $680. '51 Hor- AB 
50 net sedan, $220. ee ; > «2 
MERCURY — '53 sedan, $790*. '52 Sport : 
coupe, $785*. ’50 sedan, $230, $200. '49 
Ss sedan, $175. 
— OLDSMOBILE — ’54 (88) sedan, $1,385*. 
De, 52 (98) sedan, $780*. ’50 (88) sedan, . 
$390*. 
5*, PACKARD—’48 conv., $115. <> 
PLYMOUTH—’55 Savoy (8) 4-dr., $1,200. = -_ 
9,< ’54 Savoy sedan, $790, $780. 53 Cran- . : 
<8 brook sedan, $490, $470. °52 Cranbrook Ay: pe 
51 Suburban, $640. ‘51 Cambridge sedan, = nN , 
)*: $390, $330. cS e fl B d . a 4 ns 
PONTIAC — '53 Chieftain (8) Catalina, d Hi t LS Piet 
53 $880*. ’52 Chieftain (8) sedan, $560. ’51 Pp Cl y oO ies an OIS Ss ral Se 
4- Silver Streak (8) station wagon, $405; ee a 
pe ma ore ’49 Silver Streak (6) AG, 
50. sedan, at -_ 
al STUDEBAKER—’53 Champion sedan, $635. , . 7 Nie. 7 
a, ’51 Commander sedan, $190. SUILT RIGHT vides straighter shaft drive for less friction Bs 
35 WILLYS—’50 Jeep station wagon, $270. 9 . 
1b When you specify Heil bodies and hoists, and wear on universals. =, 
5. INN : . ome : . 4 , 
| M EAPOLIS you sell strength and capacity without @ Lifting arms, designed on bell-crank prin- a 
| (Minneapolis Auto Auction. Sale every . . ipl ff t effecti f hyd li a 
Wednesday. Prices are for sale of Jan. 25.) payload-robbing excess weight . . . low cip ao most effective use of hydraulic ! 
LY: market stromg Sut Our con- . power, fewer power-robbing wear points. 3 
chs signments are being cut down due to the maintenance features for dependable ’ +h 
very light ; tail business. Sold : : 
, i jo cars out of 98 offerings. eae es matched-to-the-truck performance. @ Foul-proof assembly design prevents rock noe 
v- | “ileus Meese buavee "OS Geectal or debris spillage from interfering wi ' 
S| BB Ragt SE Mapecia vir, 880" ao © Walia, latutgched spiienne seevnete —_———< 
os Special #dr., $130. 7 ‘ sagging of body floor, soaks up shock. 7 xs 
a, | CADILLAC—’54 (62) coupe, $3,065* (ps). ; ; ‘ R 
i (53 (62) coupe, $1.770° (pa). 6 (62) e@ One-piece sides with V-section braces, ° 
-dr., $1,070*. '48 (62) conv., $380°. . eae 
5° CHEVROLET—'55 Bel Air (8) 4-dr., $1,- rugged corner posts provide rigidity ... % SERVICED RIGHT 
5* 580*, $1,565*; Two-ten (8) 4-dr., $1,390, prevent bulging or sagging at tailgate. tet > 
5 Sa50. o-dr., $875. ‘as eeten ‘ade. e Double-acting tailgate provides easy You benefit because your customer’s dump- Jae eke 
d 790%, $625. ’ -dr. ; : ‘ a ote . ‘ ; ; -_ 
e dae, 30.8, Deluxe nen ee eqvending ee fst decanting -- ote reinforced ing unit stays on the job longer with expert = | 
9 — -dr., $1,975* ; ol : ° : : 
: DesOTO—'53 Custom “sd, ‘$680" sae WE sugges ben-seckge menmers maintenance service and prompt, efficient . 
Laat t 2-dr. . aq ~ e . . 2 
» 2 ae Ce parts from your Heil distributor. 
*: | FORD—'56 Fairlane (8) Victoria, $2,250°. MOUNTED RIGHT 
on : 
bn , ae id e All-steel bod rts permit simple weldi 
) Your skilled Heil distributor mounts the repairs tahoe cam ialuanata o rn 
e body and hoist on any truck chassis. Heil entire castings. 
r . + - . e 
4 3 design giv nge 
- Banys THE PLACE gn gives longer life and easier service. © Screwed cylinder heads allow quick, simple 
cas T BUY e Independently hung Perma Pump mounts service accessibility to all cylinder com- 
52 PROSPECT SYSTEMS in direct line with power take-off . . . pro- ponents ... save time and money. BH-62 







AND WASH-OUT 
CONTROLS 








Tue HEIL co. 


Dept. 5926, 3059 W. Montana St., Milwaukee 1, Wisconsin 
Factories: Milwaukee, Wis.— Hillside, New Jersey 





ua ae 


p SEND od. abd alah 


Sy Ghia VELAND COR 
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tates 7180 101 GEVE ; See your HEIL distributor for information on Heil telescopic or twin arm hoists and a complete line of truck bodies. 
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Used-Car Auction Prices 





(Continued from Page 35) 


dr., $1,160, '54 One-fifty station wagon, 
$1,000*; 4-dr., $740, $725, 2 at $700; 2- 
dr., $715; Two-ten 4-dr., $875, $850, 
$820, $810, $805, $800, $790; 2-dr., $820, 
$805, $760. '53 Two-ten 2-dr., $585. '52 
SL Deluxe 2-dr., $440°; 4-dr., $340. '51 
SL Deluxe 4-dr., $370*; 2-dr., $370°; 
conv., $325. '49 FL Deluxe sedan, $115. 

CHRYSLER — ‘52 Windsor sedan, $510*; 
Hardtop, $460* (ps). 51 NY 4-dr., $400* 
(ps). 

DODGE—'55 Royal (8) 
"54 Coronet station wagon, 
Coronet 4-dr., $550*. 


FORD — ‘55 Fairlane (8) 4-dr., 
Custom (8) 2-dr., $1,355*, °54 Custom 
(8) 4-dr., $885, $860, $850, $825, $740. 
’53 Custom (8) 4-dr., $565; Main (6) 
2-dr., $410. ’51 Custom (8) 4-dr., $400*. 
50 Custom (8) station wagon, $175. 


Lancer, $1,700°. 
$840*, ‘'53 


$1,405°; 


HUDSON—’54 Super Jet 4-dr., $745*, '53 
Wasp 4-dr., $350°. 
MERCURY—’54 4-dr., $1,000*. °53 4-dr., 


$850*. '51 2-dr., $290°. 
NASH — '53 Rambler Hardtop, 
Rambler sedan, $450*. 


$590. ‘52 


OLDSMOBILE — '55 (98) 2-dr., $2,130* 
(ps). °54 (88) 4-dr., $1,260. °53 (88) 
Holiday, $1,185. '51 (98) 4-dr., $425*; 
(88) 4-dr., $300*. 50 (88) 2-dr., $200*. 


"49 (88) 4-dr., $155°*. 

PACKARD—’'54 Clipper 4-dr., $1,025*. '52 
(200) 4-dr., $415*. . 

PLYMOUTH—’55 Savoy (8) Sport coupe, 
$1,460°; 4-dr., $1,350°. '54 Savoy station 


wagon, $900; 4-dr., $760. '53 Cranbrook 
' Belvedere, $820*; Cambridge 4-dr., $575, 
$430. 50 Deluxe 4-dr., $150. 


PONTIAC—’55 Chieftain (8) station wag- 
on, $1,680*. '54 Star Chief (8) Catalina, 
$1,375*; Chieftain (8) 2-dr., $560, $525 
(police). °51 Silver Streak (8) 4-dr., 
$415°. 

STU DEBAKER—’50 Champion 2-dr., $175*. 

WILLYS—’53 station wagon, $425; Aero 
Lark 2-dr., $330. 


OMAHA 


(Richard Abel Auto Auction. Sale every 
Thursday. Prices are for sale of Jan. 26.) 

(Good sale today as prices were steady 
on ’51 and above; higher on ’50 and 
below.) 


BUICK—’'55 Special Riviera, $1,890*. ‘54 
Special 2-dr., $1,330. '53 Special Riviera, 
$890*. '52 Special 4-dr., $575*. '50 Super 
4-dr., $290*, $130°. 

CADILLAC—’51 (62) coupe, $1,200*. 


CHEVROLET—’55 Bel Air (8) 4-dr., $1,- 
540* (ps); Two-ten (8) Delray coupe, 
$1,465*, $1,265. '54 Two-ten 4-dr., $925; 
2-dr., $900, $795; Delray coupe, $875; 
One-fifty 2-dr., 2 at $800. ’°53 Bel Air 
conv., $940; 4-dr., $785; Two-ten 4-dr., 
$785, $680; 2-dr., $680, $675; Carryall, 
$690; One-fifty 2-dr., $555, $535; %-ton 
pickup, $695. '52 SL Deluxe 2-dr., $470*; 
%-ton pickup, $550. '51 SL Deluxe Bel 
Air, $485; 2-dr., $380, $340; 4-dr., $300*. 


’50 SL Deluxe 4-dr., $300. '49 FL Deluxe 
Aerosedan, $165. 


CHRYSLER—’50 Royal 4-dr., $280*. 


DeSOTO—’53 Fire Dome (8) 4-dr., $800* 
(ps). '50 club coupe, $295°. 


DODGE—’51 Corpnet Hardtop, $290*. °49 
Coronet coupe, $205. 

FORD—’55 Custom (6) 4-dr., $1,270*, $1,- 
240; 2-dr., $1,250*. '54 Custom (8) 4-dr., 
$1,075*, $925*. °53 Crest (8) Victoria, 
$1,025*; Custom (8) 2-dr., $770*, $735*; 
Main (8) 2-dr., $665; 4-dr., $595*. '52 
Custom (8) 4-dr., $565*. ‘51 Custom 
(8) 2-dr., $410*, $330*; 4-dr., $365*. 50 
Custom (8) 2-dr., $330; 4-dr., $290*. ’49 
Custom (8) sedan, $190, $165. 

HUDSON—’51 Commodore (8) conv., $225*. 

LINCOLN—’53 Capri 4-dr., $1,300* (ps). 

MERCURY—’52 4-dr., $695*. °51 Sport 
sedan, $400*. 

NASH—’53 Statesman sedan, $595*. ‘'52 
Statesman 2-dr., $475. 51 Rambler Hard- 
top, $390*. ’50 Statesman 4-dr., $125. 

OLDSMOBILE—’53 (98) 4-dr., $700*. ’50 
(98) 4-dr., $245°; (88) 2-dr., $245. 

PACKARD—’48 sedan, $125*. 

PLYMOUTH — '53 Cambridge 4-dr., $290. 
’52 Cranbrook Suburban, $490. '51 Cam- 
bridge 4-dr., 
at $280. ’50 Special Deluxe 4-dr., $210. 
’49 Special Deluxe 4-dr., $250. 

PONTIAC—’50 Silver Streak (8) sedanet, 
$390*. '49 Silver Streak (8) 4-dr., $230°*. 
’48 Torpedo (8) 2-dr., $155*. 

STUDEBAKER — '53 Commander coupe, 
$735*. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co, Sale every 
Thursday. Prices are for sale of Jan. 26.) 
(Adverse weather conditions did not 
seem to hamper sale, Demand was good 
and prices firm. Sold 76 cars out of 88 
offerings.) 
BUICK—’56 Century Riviera, $2,855* (ps); 


$290; Cranbrook 4-dr., 2/- 









o 
o NOW You CAN CHOOSE 
FROM OVER 500 PATTERNS 
AND SHADES 
UPHOLSTERY 








“We're making progress—now 
she’s torn between only 12 pat- 
terns and 35 shades.” 





Special Riviera, $2,610*. '54 RM 4-dr., 
$1,400* (ps). '52 RM 4-dr., $625. '51 RM 
4-dr., $480*; Special 4-dr., $350. '50 Spe- 
cial 4-dr., $230. ’49 Super 4-dr., $115. 
CADILLAC—’51 (62) 4-dr., $1,050°*. 


CHEVROLET—’56 Bel Air (6) 2-dr., $1,- 
830*. ’55 %-ton pickup, $900. ’54 Bel Air 
2-dr., $1,055; Two-ten 2-dr., $960. °53 
Two-ten station wagon, $900; club coupe, 

$675. ’°52 SL Deluxe 4-dr., $535*; 2-dr., 





JAGUAR FOR’S56 








New practices—new program—new product—new opportunities 


DISTRIBUTION - Jaguar distribution has been com- 
pletely reorganized and revitalized. Effective January 1, 1956, there 
will be seven distributors east of the Mississippi as follows: New York, 
Washington, D. C., Indianapolis, Cleveland, Detroit, Hampton, Va., 


Miami. West of the Mississippi: Los Angeles. 


PARTS DEPOT.- SERVICE SCHOOL 
—On January 1, 1956, the Central Parts Depot of Jaguar Cars North 
American Corporation was opened. Here a complete “factory” inven- 
tory is maintained within minutes of key cargo airlines, insuring 
24 hour emergency delivery to any part of the country. The Parts 


with “the finest car of its class in the world.” 





The XK-140 Sports Roadster 


Depot also houses the Jaguar Service School . . . where expert factory 
representatives offer a complete course of instruction in servicing the 


Jaguar to qualified dealer technicians and mechanics. 





The XK-140 Hardtop Coupe 





The XK-140 Convertible 


THE JAGUAR LINE-consisting currently of the ex- 
citing Jaguar XK-140 in 3 body styles (convertible, closed coupe, and 


roadster ), the distinguished Mark VII sedan and the world’s most 
famous Sports/Racing car, the “D” Jaguar. The entire line will be 
supported in 1956 by the most intensive advertising campaign ever 


to be placed behind an imported car. 





The Mark VII Sedan 


DEALERSHIPS - A fewexcellent territories are still avail- 
able for dealer consideration. We believe that thanks to the vigorous 
and aggressive program behind Jaguar in ’56—the Jaguar franchise 
will be the most valuable franchise in the imported car field. 


For further information, write to 


Jaguar Cars North American Corporation 
32 East 57th Street, New York 22, N. Y. 


The “D” Competition Car 


$340; SL Special coupe, $250. °51 SL De- 
luxe Sport coupe, $540*; Suburban, $240. 
50 FL Deluxe 4-dr., $300*; SL Deluxe 
4-dr., $165. ‘49 SL Deluxe 4-dr., $33); 
2-dr., $170, $135. 

CHRYSLER—’53 Windsor 4-dr., $725. ‘51 
NY 4-dr., $400*; coupe, $395*. "50 NY 
2-dr., $230; conv., $100*. 

DeSOTO—’51 Custom 2-dr., $220*. ’50 Cus- 
tom club coupe, $290*. 

DODGE — ‘56 %-ton pickup, $1,270. ‘54 
Royal (8) 4-dr., §$980* (ps). '51 Coronet 
4-dr., $325. '50 4-dr., $250. 

FORD—’55 Fairlane (8) 2-dr., $1,495. '54 
Custom (8) club coupe, $905; Main (8) 
2-dr., $790. ’'53 Crest (8) Victoria, $930"; 
%-ton pickup, $640*. ’52 Main (8) 2-dr., 
$600; Custom (6) 2-dr., $505; Custom 
(8) 4-dr., $465*. '51 Custom (8) 2-dr., 
$400. '50 Custom (8) 4-dr., $295; 2-dr., 
$295. '49 Deluxe (8) 2-dr., $100. '46 1%. 
ton pickup, $140. 

MERCURY—’55 Custom 2-dr., $1,625*. °51 
2-dr., $460*. '50 4-dr., $315*. °49 2-dr., 
$175. 

NASH—’51 Ambassador 4-dr., $130°*. 

OLDSMOBILE — '56 (88) Holiday, $2,575. 
"53 (88) Holiday, $1,030*. '52.(88) Super 
4-dr., $775*. ’51 (88) 2-dr., $550*, $500°*, 
’49 (76) 4-dr., $245*, 

PACKARD—’52 2-dr., $535*. 

PLYMOUTH — '51 Cranbrook 2-dr., $265. 
*49 Special Deluxe coupe, $130. 

PONTIAC—’54 Chieftain (8) Catalina, $1,- 
360*. ’50 Silver Streak (8) conv., $390*; 
2-dr., $355*; 4-dr., $315*. °49 Silver 
Streak (8) 2-dr., $280*; Silver Streak (6) 
club coupe, $120*. 

STUDEBAKER—’53 Champion 2-dr., $515*. 
’51 Champion 2-dr., $160. '50 Champion 
2-dr., $155. 

WILLYS—’53 Aero Ace 4-dr., $490*. ’51 4- 
wd, Jeepster, $610; station wagon, $420, 

* * * 


— Auctions in Brief — 
MASON CITY, IA. 


Central States Auto Auction. Sale every 
Wednesday (Jan.25). Market $100 stronger 
on clean cars over the past two weeks. Sold 
88 percent of consignments today, for a 
red hot sale. 

* + * 


FT. WAYNE, IND. 


Carl Marker’s Auto Auction, Sale every 
Wednesday (Jan. 25). Consignments sstilil 
low and bidding very active. Sold 85 cars 
out of 98. 

7 * * 


INDIANAPOLIS 

Ken Schaefer’s Auto Auction. Sale every 
Thursday (Jan. 26). Continued snow and 
icy road conditions slowed activity some- 
what. Percentage of sales was good, how- 
ever, as 119 units were reported sold this 
week. 

+ . * 


MANHEIM, PA. 

Manheim Auto Auction. Sale every Fri- 
day (Jan. 27). Today was tops at the 
Manheim sale as selling was really hot and 
buyers were on the ball. We sold 280 cars 
out of 335, and prices were really higher. 
Clean autos brought the top dollar as usual. 
Man new dealets were on hand for the first 
time and the crowd was large and over- 
flowing. 

* . * 


SYRACUSE 

Syracuse Auto Auction. Sale every Wed- 
nesday (Jan. 25). Our sale today was out 
of balance as we had an unusually large 
number of '53 through ’55 cars. Our mar- 
ket can stand a reasonable number of them 
—but when everybody and his brother 
comes in with them on the same day, our 
percentage of sales must slide. Outside of 
this, activity was good. 
* . * 


HARRODSBURG, KY. 

Blue Grass Auto Auction. Sale every 
Thursday (Jan. 26). A good sale today 
considering the ice and snow, Sold 90 per- 
cent of cars seiateres. 

7 


WINDSOR, VA. 

Windsor Auto Auction. Sale every Thurs- 
day (Jan. 26). There were over 200 cars 
at the sale today with practically all makes 
and models represented. Approximately 79 


percent of them were sold. 
Three: 


DeSoto Top 
Dealers Waters, 


Adler, Robinson 


DETROIT. — James F. Waters, 
Inc., San Francisco, topped the 
nation’s DeSoto dealers in sales in 
1955, it was announced last week 
by A. B. Nielsen, general sales man- 
ager. 

Others in the top 10, in order of 
finish, were: Leo Adler, Inc., De- 
troit; Harold B. Robinson Auto 
Sales Co., -Philadelphia; Glenn 
Walker, Inc., Detroit; Al Wagner 
Motor Sales, Inc., Youngstown, O.; 
L. P. Steuart, Inc., Washington; 
Armory Garage, Inc., Albany; Ros- 
enstock Motors, Houston; Marshall 
& Clampett, Los Angeles, and Krich 
Brothers, Newark. 

Nielsen also announced that 18 
new franchises had been awarded. 
Four are in Maryland. They are 
Cecil Knighton, Inc., Annapolis; 
Spaulding Garage, Poplar Springs; 
W. L. Niemeyer, Reisterstown, and 
Gore Motor Co., Inc., Westminster. 

Others are: Williamstown Mo- 
tors, Williamstown, N. J.; Carcade 
Corp., Upper Darby, Pa.; West Mo- 
tors, Middleburg, N. Y.; A & D 
Motor Sales, Inc., Chicago; Cecil 
Beaty Motors, Odessa, Tex.; Mon- 
arch Motors, Inc., Los Angeles; 
Garvey Motors, Redlands, Calif.; 
Towne Motors, Inc., Linden, N. J.; 
“Bill” Houston Motors, Jackson- 
ville, Ind.; Faller-Willan Motor Co., 
Mattoon, Ill.; Reid Motors, East 
Rochester, N. Y.; Ray Motors, Inc., 
San Bruno, Calif.; Bugden & Pearce, 
Havre, Mont., and Wolf Motor Co., 
York, Pa. 
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: said that he would be honored at oe . 100.00 162,216 100.00 

Re — ed Gwieny Serene. ke th dinner in Detroit in the near Higgins Takes Pontiac * White includes Autocar, Freightliner and Sterling. 

; You’ve got to be able to take the future. The Detroit zone has Floyd E. Higgins has opened ** Miscellaneous includes Corbitt, Marmon-Herrington, Four Wheel Drive, Federal, etc. 
downs as well as the ups—or You) about 200 dealers. Higgins Pontiac, Inc., 134 E. —Compiled from R. L. Polk & Co. data. 
have no business being in the auto) Franklin St., Elkhart, Ind. 
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: | Federal Controls 


' | Peril for Trucks Where performance counts most 


| | Told in Warning 
, | against: proposed, Foderat “regu GIVE THEM Fm QUALITY! 


tions of motor vehicle sizes and 
. | Weights has been sounded by the 


' National Highway Users Confer- 


Car owners today expect top performance—they won’t take less! 





| ence, Inc. 
| The conference said this undoubt- So, on every overhaul—for long-run economy and performance— 
edly was a factor in the defeat of) ; ‘ 
highway legislation last year. replace the bearings! Replace with Federal-Mogul, the bearings of 
“Both highway officials and users known and preferred quality. Surveys prove they are first choice 
strongly believe such Federal intru- 
) sion is undesirable. There still for replacement by car, truck and tractor owners. 
| appears some disposition on the a ; os uth 
part of some lawmakers to look Give your customers the best—give them Fm quality! ene: 


favorably upon imposition of Fed- nee aaa eee = 
eral restrictions on sizes and 
weights,” the conference reported. 


A di to it, railroad interests 
a enanian te eoeee vn its FEDERAL-MOGUL SERVICE 
inclusion. 
5 “The real issue,” said the con- 
ference, “is not competition between 


forms of transportation, it is the 
nation’s urgent need for highways.” RESEARCH e DESIGN © METALLURGY - PRECISION MANUFACTURING « SERVICE 
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Division of Federal-Mogul-Bower Bearings, Inc. 
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It Takes Only — 
1. A TABLESPOON 


2. A PAPER CUP & 
3. A PERMATEL KIT 


For any properly equipped body shop to master the application of fiberglas 
reinforced Epoxy Resin to sheet metal repairs . . . and open up to the dealership, 
such exciting results as these :— 


* Savings Exceeding 50% in 


Many Body Repair Operations. 


® A Trade-in Advantage Up to $100 


Per Rusted Used Car Handled. 


¥ An Absorption Builder 


As This Rust-Proof, Enduring Material Has Demonstrable Public Appeal. 


FIBERGLAS REINFORCED EPOXY RESIN 





SVERA-STROARG 


PERMATEL| 


WSL-BASSGE 














FOR ENDURING REPAIRS TO SHEET METAL 


Developed of highest quality components, exclusively for automobile body shop 
use—non-acid—non-caustic—uncomplicated. 


Each Permatel Kit contains:—2—2 Ib. cans Permatel Resin; 1—14 oz. can 
Permatel Hardener; 38 sq. ft. Special Fiberglas Cloth; 1 pr. Rubber Gloves; 
1 set of complete Permatel directions. 


DEALER COST $24.50 
FOB LAURENS, N. Y. 


Terms:—2% Discount for Cash with Order, or Net C.O.D., or Net 10th Prox. 
on Approved Credit—State D & B Rating. 


Order Today from 


Laurens Laboratories, Inc., Laurens, N. Y. 
‘ P. 0. BOX 4 








NEW BUMPA-TEL SIGNS 





“ANNOUNCING BUMPA-TEL PETITE" 


We are now offering a Bumpa-Tel sign with a panel 12x 40 inches for those adver- 
tisers who do not need as much space as is provided on our regular Bumpa-Tel Signs. 
The new Bumpo-Tel Petite is lower and blends into the body lines of most cars 
producing a very neat appearance. It is offered at the same price. In ordering be sure 
and state Bumpoa-Tel Petite. 


“Mount or Dismount Your Sign in Seconds Without 
Tools, Absolutely No Damage to Car." 


® Mounted or Dismounted in Seconds* 

® Polished Aluminum Frames * Sheet Steel Face 

® Sign Legs Telescope Into Non-Visible Brackets Mounted 

Behind Bumper Guards 

® Does Not Interfere with Operation of Trunk Lid 
* After original Installation. State Make and Model When Ordering. 
Now Offered in Four (4) Options, Uniettered at $12.50, 
Lettered at $16.50, Lettered and Reflectorized at $21.50, 
Lettered on Full Scotchlite Background, the Top Sign for 
Night Use at $26.50. 

F.0.B., MOUNDS, ILLINOIS 
2% Discount For Check In Full With Order. 


Available Now for 1956 Ford, Chevrolet, Plymouth, Buick, 
Dodge, DeSoto, Chrysler, Pontiac, Mercury and Oldsmobile. 


We will accept telephone calls collect on orders 
for five or more signs. 


WARREN HASTINGS MOTOR COMPANY, INC. 
103 NORTH BLANCHE MOUNDS, ILLINOIS 
DEPT. 102 Phone 461 





New York Show 
To Display 150 
Different Makes 


NEW YORK. — The first major 
fair to be held in the main exhibi- 
tion hall of New York’s new Coli- 
seum will be the International 
Automobile Show Apr. 28 to May 6. 


There will be exhibits from all 
phases of the world of travel, in- 
cluding luxury, sport and economy 
cars, motorcycles, automotive ac- 
cessories, fuels and supplies by the 
industry's major manufacturers 
and distributors, according to 
Charles Snitow, president of the 
show. 

More than 150 makes of cars will 
be on display, ranging from an 
economy car for less than $1,000 
to a new pleasure car, selling for 
$25,000. Cars from the U. S., Eng- 
land, France, Italy and other coun- 
tries will be on display. 

Snitow said, “The American con- 
sumer has been exposed to auto- 
motive displays of new lines and 


imodels by a single manufacturer. 


But he has had very little oppor- 
tunity for comparison shopping. 
Never before in any one place and 


} under one roof has it been possible 


for the public to enjoy so complete 
a panorama of all the latest devel- 
opments from the world’s automo- 
tive industry.” 


U.S. Business Unit 
Appoints Scott 


SAN DIEGO, Calif. — Edward P. 
Scott, general manager of City 
Chevroiet Co. of San Diego, has 
been named as a 
national field ad- 
viser of the Small 
Business Admin- 
istration for the 
western region. 

The SBA, now 
in its third year, 
assists small busi- 
nessmen in gain- 
ing access to ade- 
quate capital and 
credit, in obtain- 
ing a fair share 
of government procurement and in 
getting competent management and 
technical counseling. 

A San Diego resident for 20 years, 
Scott has been president of the San 
Diego Kiwanis Club, a past presi- 
dent of the Executives’ Assn. and a 
former president of. the Service 
Clubs President’s Council. 


Horns Studied 


Packard’s Research Aim: 


Tweetness and Light 


DETROIT. — Packard - Clipper 
division last week announced the 
establishment of a special engi- 
neering section to study automobile 
horn sounds and conduct research 
for the development of new horn 
sounds. 


The company said it had con- 











Silver METEOR 


NEW 
\. 1956 MODEL 





Pat. Pend. 


America’s Foremost... 
REAR-DECK AUTO ANTENNA 


®@ New Low Striking Beauty adds the final touch 
to the car of today. 


® Triple chrome plated for lasting beauty; com- 
plete with 15 ft. of Coaxial Cable and two. uni- 
versal Dual Purpose adapters. 


@ Substantial Profits for you in this National Trend 
to the Rear-Deck Antenna. 


Single Unit List Price just $10.95 complete ... 
Dual Kits $18.75 


Call, Write, or Wire to-day 


For Our Profit Loaded Key-Dealer Plan. . . 


BEAURLINE INDUSTRIES INC. 


500 NO. ROBERT ST., ST. PAUL 1, MINNESOTA 














ducted a survey among psycholo- 
gists, and that the results indi- 
cated that the majority of drivers 
respond to the sounding of a horn 
as if being demanded to do some- 
thing, rather than being politely 
asked in the interests of driving 
safety. 


Packard-Clipper has no immedi- 
ate answer to the problem, but 
states that the need for better horn 
sounds can be stated in simple 
terms—“a horn with a note that 
connotes a polite request, rather 
than an insulting demand.” 





January Sales Slump 


Amazes Canadians 


OTTAWA.—Canadian dealers say 
that the surprising decline in new- 
car sales in the first weeks of 
January is the sharpest dip that 
they’ve seen in any one month 
for years. ~ 

Blaming the situation almost en- 
tirely on the General Motors strike, 
the dealers say that prospective 
buyers are holding out until they 
have a chance, at least, to buy a 
GM car. 

Several dealers reported that 
used-car demand had risen during 
the first weeks of January and 
many dealers have reported a 
shortage of used cars. Influencing 
this market is the fact that many 
GM dealers are concentrating on 
used-car sales. 
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GREY IRON GASTINGS 
ONE OF THE NATION’S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Hutchinson, Kans. 


Although Hutchinson automobile 
dealers sold more cars in 1955 than 
they ever did before, they made 
less money than in many a year 
previously. However, no Hutchin- 
son dealer went out of business. 

Hutchinson dealers generally 
sold out their '55s before the 1956 
models made their appearance. In 
order to clean out the '55s, Hutch- 
inson dealers were compelled to 
do some long trading with result- 
ant less profit. 

It is the opinion of Hutchinson 
dealers that sales volume will de- 
cline in Kansas during 1956 
(George M. Hunholz.) 


* * * 


Omaha 
Chevrolet, with 307 new-car reg- 
istrations in November, topped) 


second-place Ford in Omaha by an 
even 50, Ford having had 257 regis- 
strations. | 
Plymcuth moved into third spot, 
with 144 registrations, to push 
Buick into fourth, with 110. In 
fifth place was Pontiac, with 91 
new cars sold. 
The November total was 1,197, 
contrasted to October’s 1,276. | 
In the truck department, Chev- 
rolet, Ford and International ran 
one, two, three with 42, 36 and 
19, respectively. November truck 
registrations added up to 113, 
some 86 less than the previous 
month. 
There has been some letup in| 
ridiculous offers by a few dealers, 
but in the main, advertising still | 
follows the pattern of other towns. | 
Most used-car lots are filled to ca-| 
ee R. Oleson.) 


. . 


Portland, Ore. | 


In line with national forecasts, | 
Portland dealers do not expect to 
sell as many cars this year as last, 
but 1956 could become the second- 
best in history with a dropoff of| 
as little as 5 or 10 percent. 

Discounting and high tradeins | 
predominated in 1955. Many deal- 
ers made money despite this, 
though it took some sharp cutting | 
of overhead. They are much more 
concerned about 1956 because 
heavy discounting has hit them | 
earlier on the new models. 


Deals have been disappointingly 
slow on 1956 models in the past two} 
months in spite of extra heavy) 
advertising —(F. K. Haskell.) | 


= oe - 
Miami 
January got off to a slow start in 
new-car sales but most dealers re- 
port a modest pickup, which prom- 
ises to gain momentum in the next 
few weeks. 


Some makes are offering conces- 
sions cn 1956 models, particularly 
a factory-sponsored drive on. the 
lower priced Dodge models. 


Miami dealers are beginning to 
take a more realistic view of 
market conditions for this year 
and are anticipating a somewhat 
lower volume than in 1955. 


One finance company reported 
that December business reached 
the highest total of any month in 
1955. There has been a virtual 
cleanup of 1955 models in all but a 
few scattered makes.—(George S. 
Connell.) 








* * * 


Cincinnati 


Registrations of new cars in Cin- 
cinnati during the week ended Jan. 
19 declined approximately 50 units 
from the previous week. 

Unusual weather conditions, in- 
cluding heavy snow, seemed to be 
the contributing factor in the de- 
cline. 

In the week ended Jan. 19 a 

total of 631 new cars and 46 new 





Sander Sales Listed 


MINNEAPOLIS. Sales of 
Napco-Elston sanders for motor 
vehicles amounted to $278,127 in 
the last half of 1955, according to 
William E. Gorman, sales manager 
of the highway safety appliances 
division of Napco Industries, Inc. 


trucks were retailed, compared 
with 681 new cars and 53 new 
trucks sold in the week ended 
Jan. 12. 


Sales of used vehicles totalled 
847 cars and 40 trucks. This com- 
pares with the sale of 965 used 
cars and 51 used trucks in the 
preceding week.—(Frank Kappel.) 


* * * 


Pittsburgh 


New-car registrations in the 


Pittsburgh area increased sharply | 


in the week ended Jan. 21, accord- 


ing to the Bureau of Business| 
Research of the University of Pitts- | 
burgh. 


Business in general, however, 


isagged to 1969 percent of the 


bureau’s 1935-39 average of general 
business activity. The steel-ingot 
rate held at 102.0 percent of prac- 
tical capacity. 

According to figures released by 


the Pittsburgh Automobile Dealers 
Assn., November new-car registra- 
tions in Pittsburgh amounted to 
3,481, compared with 4,412 in the 
previous year. By make, they were: 

Ford, 853; Chevrolet, 639; Plym- 
outh, 439; Pontiac, 291; Oldsmobile, 


cury, 146; Chrysler, 98; Cadillac, 
94; DeSoto, 70; Packard, 40; Lin- 


}coln, 35; Nash, 32; Studebaker, 21; 


Willys, 7; Hudson, 6; Continental, 


Leffingwell.) 


* * * 


Van Wert County, O. 


Dealers in Van Wert County, 
O., sold 113 new cars during De- 
cember, with Ford and Chevrolet 
registrations tied at 27 units each. 

Other registrations were: Buick, 
11; Mercury and Chrysler, 9 each; 
| Plymouth, 8; Oldsmobile, 6; Pon- 





tiac and DeSoto, 5 each, and Cadil- 


lac, Imperial, Dodge, Lincoln, Stu- 
debaker and Nash, 1 each.—(Simon 
M. Schwartz.) 


+ 


Cletaied 


A slightly rising trend in new- 
car sales has been noted in the 
Cleveland area, although the gen- 
eral tone is pessimistic. 


Sales for the week ended Jan. 21 
included 1,297 new cars, 1,533 used 
cars, 109 new trucks and 57 used 
trucks. Figures for the previous 
week were 1,131 new cars, 1,393 
used cars, 68 new trucks and 59 


: | used trucks.—(Sanford Markey.) 
225; Buick, 209; Dodge, 153; Mer-| 


* * ES 


San Antonio 
December registrations for San 


| Antonio and Bexar County totalled 
3, and miscellaneous, 31.—(Leon M. | 


1,603—an increase of 226 vehicles 
over the previous month and the 
first increase noted since August. 





Of these, 1,447 were new cars and 
156 were new trucks. Total Decem- 
ber registrations compared with 
1,599 in the same month of 1954 and 
1,243 in 1953. 

In the new-car field, December 
registrations were: Chevrolet, 419; 
Ford, 263; Buick, 181; Pontiac, 
149; Oldsmobile, 116; Plymouth, 
86; Mercury, 56; Dodge, 49; Cad- 
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illac, 35; Studebaker, 25; Nash, 
13; Lincoln, 12; Hudson, Hi; 
Chrysler, 10; DeSoto, 7; Packard, 
5; Imperial, 2; Willys, 2; Jaguar, 
1, and miscellaneous, 5. 

Truck registrations were: Chev- 
rolet, 67; Ford, 36; White, 18; GMC, 
11; International, 11; Dodge, 10; 
Studebaker, 1, and miscellaneous, 
2.—(J. H. Reed.) 


* * * 


Baltimore 


A year-end spurt sent new-car 
registrations in Baltimore up to 
2,826 in December, compared with 
2,483 in November. 

The December new-truck count 
was 256, compared with 325 in the 
previous month. 

By make, new-car registrations 
were: Chevrolet, 817; Ford, 540; 
Plymouth, 351; Oldsmobile, 261; 
Pontiac, 183; Buick, 178; Dodge, 
120; Mercury, 85; Chrysler, 72; 
DeSoto, 69; Cadillac, 59; Stude- 
baker, 28; Packard, 17; Lincoln, 
14; Nash, 10; Hudson, 6, and mis- 
cellaneous, 16. 

Truck registrations were: Chev- 
rolet, 92; Ford, 58; International, 
34; GMC, 30; Dodge, 21; Mack, 6; 
White, 5; Willys, 2; Autocar, 1, 
and miscellaneous, 7.—(Kate Sav- 
age.) 
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WHEN YOU’RE THE MAN WHO STOCKS AND SELLS... 


CARTER &@ carsurerers 


When car owners think of carbureters, they 


think of CARTER. 


It’s the nationally-advertised 


carbureter, with a world-famous reputation 


for dependability, economy and modem 
efficiency. Cash in on this sales-building 
popularity! Call your CARTER supplier today. 


CARTER CARBURETOR CORPORATION 


<3 e 


Louis 


7, Missouri 


CTRIES 








VULCAN'S TRIPOD 
sofety lifts under oll 


efficiently on grodes, roed shovidern in 


tend, grovel, etc. 
wobstitutes--- insist on 
uFT. 


Vulcan Manufacturing Compory & te 
originator of the Tripod Sofety Jock de- 


sign, now standard 





FON 


Safety Tanks 


Cylinder Tanks with Tool Box. 
Shipped complete with mounting 
kit. Simple to install. Inspected by 
Underwriters’ Laboratories, Inc. 


Fontaine Tanks and NO-SLACK 
5th Wheels are sold Only to 
Truck Dealers -—— and Direct to 
Truck Dealers—which allows 
extra profits. 
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Quality products - - - outstanding patented features - - - plus 


VULCAN'S stable sales policy, insures maximum dealer profits. 


GIVE YOURSELF A LIFT! 


a VULCAN'S modern designed Tripod and 
Dace Dee hat Mla ee tall 
day, by motorized U.S.A. Ask your local 


jobber for complete information 


SAF.T-LFT JACK, 
conditions. Operates 





VULCAN 
“ACE-HY” JACK 


The original sleeve 


VULCAN 
“ROYAL” JACK 


A low cost hydrav- 


VULCAN TRIPOD 
“SAF-T-LIFT” JACK 
The latest of oll 


VULCAN TRIPOD 
Don't be misled by “ECONO” JACK 


the genuine SAF.T- 


géometric designs action hydroviic feet mew jock for lic bumper jack. 
---simplest operat- bumper jock. Sin- easy, foot-proof Modern sleeve ac- 
tag jock on the ple-- operation. A price tion--onepiece jock 
market, Hook of pendable. New two leoder. Low in price, no héndies or le- 
Pressed steel, fits point Universal high in quolity. Boll vers t© operate or 
for the. induslty. ofl cars, Folds com- Bumper Hook elim- action tose. copac- 
Re pacily. 3000 tb. inates side sipping. makes ty 2500 
et capacity. . Fits olf makes of easy, Copacity 
Alas Ne J cars. Capacity 2000 tbs. ; 
CAG Pot. $2608382 3006 es. 
Ky os. PebF2D60790 a. Pay oe 
com tev Canada 1939 U.S.A.-2106620 Pat. #20607 


2146403 RE- 21112 
Other Patents Pending 





New! Angle Mount 
FONTAINE 


NO-SLACK” 
Sth Wheel 


‘\. K. Designed to help you sell trucks! Easy to install on truck frame. 


> No U-bolts, no angles, no beams needed. Just drill 10 holes. 
Put in the bolts (we furnish the bolts). You're ready to ride! 


Lightweight (only 303 lbs.) but unlimited capacity. Heights 6!/. to 10!/2 inches. 
Same safety features as all Fontaine No-Slack 5th Wheels. 


TAINE 





FONTAINE TRUCK 


EQUIPMENT CO. Inc. 
Birmingham 1, Alabama 


Nash Appoints 
Paxton, Johnson 
To New Posts 


DETROIT. — Promotion of H. G. 
Paxton to executive assistant, Nash | 
sales division, has been announced | 
by John W. Raisbeck, sales vice- 
president. 

J. E. Johnson, former sales pro- 
motion manager of the Kansas City 
zone, has been named to succeed 





H. G. Paxton 


J. E. Johnson 


Paxton as nation al distribution 
manager. | 


A 22-year veteran of the auto in-| 
dustry, Paxton will supervise 
budget control, car distribution and 
business management. 

Paxton joined Nash in 1945 as 
business management manager of 
the Cleveland zone, and was trans- 
ferred to Detroit in 1950 as assistant 
zone manager. In 1951 he was pro- 
|}moted to national business man- 
agement manager. 

Johnson joined Nash in 1946 in 
Kenosha, Wis., and two years later 
was named factory car distributor. 
He was transferred to Kansas City 
in 1954 as zone car manager. | 


40,000 to Hear 
C.1.T. Sales Tips 


NEW YORK. — Universal C.I.T.} 
Credit Corp. said last week that 
approximately 15,000 dealership 
salesmen attended its local sales| 
conferences in 1955 and estimated 
that more than 40,000 would attend} 
meetings this year. 

The meetings, led by Universal | 
C.I.T. district sales executives, are} 
designed to stimulate and clarify) 
ideas and techniques for selling) 
new and used cars, with particular | 
emphasis on the part played by| 
financing. 

Alan G. Rude, executive vice-| 
president of the company in charge 
of sales, said the meetings—begun 
last year as an experiment—prob- 
ably would run at the rate of about 
300 a month well into 1956. 

After all areas have been covered 
thoroughly, he added, the program 
will be continued on a less intensive | 
basis to provide training for new 
dealer sales personnel and refresher 
courses for older employes. 


New Olds Paint 


Lacquer Retains Luster, 


Says Wolfram 


LANSING. —.Florida exposure 
tests have shown that Oldsmobile’s 
new paint, available in rose mist 
and antique white, possesses char- 
acteristics of holding gloss and 
color longer than conventional 
paints, according to J. F. Wolfram, 
general manager. 

He said washing the car from 
time to time is all that is required 
to remove road film and restore the 
paint’s original luster. 

Wolfram said tests also were 
conducted in other parts of the 
country and established the fact 
that the “new finish retains its lus- 
ter at least three times longer than 
conventional automotive paints.” 

It is an acrylic lacquer based on 
the same chemicals that are found 
in “lucite” acrylic resin, said Wolf- 
ram. It is optional at extra cost. 


William C. Ford Named 


‘Young Man of 1955’ 


DETROIT.—The Junior Board of 
Commerce has named William Clay 
Ford Detroit’s “Outstanding Young 
Man of 1955.” He was chosen be- 
cause of “personal qualifications 
and business achievement,” accord- 
ing to Police Commissioner Ed- 
ward S. Piggins, chairman of the 
selection committee. 

In receiving the award, William 
Cc. Ford, 30, joins his brothers, 
Henry II and Benson, who were 
honored similarly in 1946 and 1951, 
respectively. 























PRESTO SPRAY ENAMEL 


11 Popular Colors ‘ 


Use this economical, AY 


| fast way te touch up => 


hard-to-get-at, unslightly spots. With no mess 
or fuss that ‘‘new” look is sprayed on in just 
a few seconds. Attractive 12 can display rack 
holds o variety of popular colors. 


Available in 12 Oz. cans. 
oe and 


ZACO CHROME SPRAY 
ZACO SHORTSTOP IGNITION SPRAY 


ZACO LABS 


1360 W 














Precision Die-Cast 


Triple chrome plated for lasting 
beauty, Original designs. Sketch 
submitted for your approval. Quan- 
tities as low as 100 may be ordered. 
Free sample and prices on request. 


29th & McKean Sts. 
Phila. 45, Pa., Dept. A 








ATTENTION 
Wholesale Buyers 


As Detroit's Largest 
Oldsmobile Dealer 
We Get The Best: 
Used Cars In Trade 
Also Factory Official’s Cars 


GET IN TOUCH WITH 
GAGE 
OLDSMOBILE, INC. 


21710 Woodward Ave. 
Detroit 20, Mich. 


or Call JORDAN 4-5600 





AUTO 
TURNTABLES 


Neertuatond by 
Macton Machinery Co. 


DYKE LANE 
Stamford 2, 
Cons. 





Mr. Integrity we con become 


your top sales- 
man. 


for your competi- 
tiveness, comp e- 


Mr. integrity Sym- 
bol forcefully sells 
your company 


your product. ‘‘V. 
fied 


A Little Fellow Who tified by Meritseal.” 
Means Detail ithout 

eStore! olen: om = 

Meritseal, Inc. war brinn n'y. 








3rd party testimony 
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stemmed not from its opposition to} tice department ruled that employes 


GAW integration, but from several 
other elements in the legislative 
package, including higher jobless 
benefits and a longer benefit period. 

Wrote Bugas, “Unlike the Ohio 
Information Committee, which 
the company supported, the Mich- 
igan Information Committee has 
been formed for the sole purpose 
of preventing operation of the 
Ford supplemental unemployment 
benefits plan.” 

The Chrysler Corp. position on 
the Michigan Information Commit- 
tee is that the company is not in 
sympathy with the committee’s 
aims and does not intend to sup-| 
port them. 

One official said informally, “We 
have signed a contract with the 
UAW and it is our intention to 
honor it.” a elas 


GM Refuses to Help 

AST week it was reported relia- 

bly that GM had informally 

told members of the committee that 
to support its program would put| 
GM in the inconsistent position of 
having agreed to something with 
the UAW and then going out and 
trying to circumvent the agreement. 

A Studebaker-Packard spokes- 
man said his company was going 
along with the Big Three in op- 
position to the committee. 

George Bonner, who is vice- 
chairman of the committee and also 
a member of UAW Local 730, re- 
vealed last week that his local has 
charged him with conduct unbe- 
coming a union member and is 
bringing him to trial. 

+ > * 


Union Blasts Drive 


ONNER released a letter from 

Fay Day, local secretary, which 
declared, “The Information Com-| 
mittee’s purpose is destruction of| 
an agreement between the UAW- 
CIO and General Motors as regards} 
supplemental unemployment bene-| 
fits.” 

Bonner also is a leader in the | 
Society of Skilled Trades, which 
is contemplating seceding from 
the UAW. It’s possible that 
Bonner’s trial may develop into a 
showdown battle between the 
UAW and the skilled workers. 


Last week the Pennsylvania jus- 





Hardtop Wagon, 
Fury Priced 


DETROIT.—Two more new-model 
prices were added last week to the} 
industry roster. 

American Motors’ upcoming 
Rambler Custom Cross Country 
station wagon will be priced at 
$2,460, it was learned. 

With hardtop styling unique in| 
the station wagon field, the car 
will have four doors and two seats. | 
It will be the highest-priced offer-| 
ing in the Rambler line. 

Plymouth’s new Fury, meantime, 
was pegged at $2,832—top price in 
the Plymouth ensemble. The Fury 


Auto Firms Rap Foes | 
Of Jobless-Pay Plan 


(Continued from Page 4) 


|; two more state-operated elections} 





is a superpowered hardtop. 


receiving unemployment compensa- 
tion from private sources are eligi- 
ble for full State unemployment 
benefits. 

The ruling was handed down at| 
the request of the department of 
labor and industry on the contracts 
between Ford Motor Co. and Gen- 
eral Motors with the UAW. 


* * * 
Packard Again Troubled 
EANWHILE, labor trouble} 
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Fe 


¢ 


again cropped up at two Stude-| Paekards Take Part in $¢. Paul Carnival— 





baker-Packard plants last week. 
In Detroit, members of Packard | 


of a strike in protest of the com-| of the court and officials of the winter sports frolic. 


pany’s firing of five union repre- 
sentatives. 

Packard - Clipper division dis- 
missed the men for provoking a 
wildcat strike earlier this month. 
The union claimed the men were 
fired without a hearing. 


However, a strike was not con- 
sidered imminent last week since 
the union has indicated that the 
matter can be settled through ne- 
gotiation. 

A wildcat strike occurred last 
week at the Studebaker-Packard 
assembly plant in Los Angeles after 
contract negotiations broke down, | 
following expiration of the local 
contract Jan. 28. Picketing began 
two days later by members of Local 
255. 

Contracts between the UAW and 
the company’s plants in Detroit and 
South Bend were signed several 


weeks ago. 
+r * * 


Absenteeism Declines 


N BUFFALO, officials of Ford’s 

assembly plant have noted that 
the loss of overtime can be a major 
prod toward the reduction of absen- 
teeism. This plant, which had been 
on overtime during most of 1955, 
has been on a 40-hour week re- 
cently. 

Formerly, the plant required 35 
men daily as standins for absen- 
tees. Now, absenteeism has drop- 
ped from 40-45 a day to 10-15 and 
the standins are no longer re- 
quired. 

In Canada last week, where GM 
has been struck since Sept. 19, a 
company official said the negotia-| 
tions had narrowed down to the 
point where the big issue was the 
health insurance plan. 

* x z | 

T= union was demanding that 
GM pay all the costs of the| 
hospital, surgical and other benefit} 
plans, while the company adamantly | 
refused to pay more than half, | 
which would be a considerable im-| 
provement over the former clause. 

The spokesman admitted that GM | 
will shortly reach the point where it} 
will be impractical for the company 
to tool up for 1956 production. 

On the dealership front, Local 376 
of the Salesmens Union has won | 
at Detroit dealerships. The poll at 
McLean Motor Sales (Pontiac) pro- 
duced an 8-0 union victory and the 
margin at Mulligan Lincoln-Mer- 
cury was 18-8. 





Dodge Dealers Attend Sales Forum— 

The Fairmont Hotel, San Francisco, was the site of a two-day sales forum for Dodge | 
dealers on the West Coast. 
(Ore.) regional sales manager; £. Munson, Munson-Smith Motors, Tacoma, Wash. | 
Byron Nichols, Dodge general sales manager, and E. Letscher, field operations sales| pensatory and $5,000 punitive dam-| at the Hunt National Guard Armory. Sponsored by the Pittsburgh Automobile Dealers 


manager. 





| visions.” 


Nine Packard Caribbeans served as official cars at the St. Paul Winter Carnival. 
Local 190, which has about 7,500 | Riding in the first car are, from left, Peter Divine, the “Prime Minister; W. Bass, 
members, voted 1,358 to 89 in favor| “King Boreas,” and Dorothy Arneberg, carnival queen. Other cars contained members 


Monroney Asks Labels 


As Bootleg Remedy 


(Continued from Page 6) 


to secure its passage to eliminate 
this reprehensible practice.” 


He indicated that his subcommit- | 
tee would take no action to report | 
out a bill calling for reinstatement 
of territory-security clauses in 
dealer contracts. 

* * + 

“470U dealers showed that you) 
are divided over this question 
when you replied to the Senate | 
questionnaire,” he told convention- | 
eers. “We do not want to risk con- | 
gressional defeat of a bill, with 
dealer fighting dealer over its pro- | 





The problem of improving fac- | 
tory-dealer contracts is still under | 
study by his subcommittee, Mon- | 
roney continued. He said his staff 
had drafted half a dozen bills in 
this area, but “I have torn them 
all up.” 

He emphasized, however, that 
“corrections must be made in the 
one-sided contracts now current in| 
most lines. The right of the dealer | 
to have his side heard to topside 
before cancellation of his franchise | 
is vital to fair play and no more | 
than any American has the right to | 
ask.” 


* * + 


E DENOUNCED a state of af-| 

fairs which would permit “De- | 
troit brainwashing” of a lone dealer | 
in a hotel room by two or three| 
factory men. 

If contract inequities can’t be 
corrected in any other way, he | 
warned, dealers could be sure that} 
Congress will try to correct them 
for the industry. But he said he still 
preferred self-regulation whenever 


| possible. 


The ethical standards of the 
auto business, Monroney said, 
“are deteriorating to the business 
morality of an Oriental bazaar.” 
If the trend continues, he said, 
America’s No. 1 industry may be 
crippled. 

Monroney listed the chief causes 
of the “malignancy” which infected 
the auto industry as bootlegging, 
phantom freight, bad factory-dealer 
relations, unsound credit terms and 
phony advertising. 

* x * 
URING future hearings, he 
promised, his stbcommittee will 
continue to study these areas and 


Beauty Gets $7,000 
In Contest Fraud 


HERMOSA BEACH, Calif. — A 
beauty contest winner who said she 
never received the automobile 
offered as first prize in a contest 
sponsored by Bacon Sales Co. 
(Ford), has been awarded $7,000 
damages in Superior Court here. 

Linda Leadbetter, 16, won the 
contest which was held in July, 
1954. She claimed that although it 
had been advertised that first prize 
in the event would be a new car, 
she received only a trophy and a 











Participants included, from left, W. E. Sutlive, Portland|set of car keys. 


A jury awarded her $2,000 com- 


ages. 


will focus the spotlight of public 
interest on the problems. Some 
cures can be legislated, he said, “but 
a part of the cure must come from 
within.” 

Slamming into gimmick adver- 
tising, Monroney said he didn’t 
blame the factories as much as 
the dealers for the “strident, 
screaming phonies” in the daily 
papers. But he added that facto- 
ries had done nothing to discour- 
age gyp ads although their sell- 
ing agreements gave them that 
right. 

Monroney cautioned dealers about 
overextending credit terms, saying 
he agreed with many retailers “that 
three to four years with various 


In Cleveland, Seattle . . 


e 


41 


Ford Freight Tab 


Cut in 3 States 


Slash Affects Ohio, 
Michigan and Indiana 


(Continued from Page 1) 


troit, Chevrolet has instituted a 
plan for using haulaway charges 
instead of railroad charges. We 
have equalized these charges in 
line with our policy of being 
competitive. Wherever they are 
employing the plan, we are doing 
likewise.” 

A Chevrolet spokesman coun- 
tered, “Our freight charges are 
exactly the same as they were in 
1955. We've been using haulaway 
rates in most areas supplied by our 
Flint plant for years.” 


A Western Michigan Ford dealer 
reported that his freight charges 
on station wagons and convertibles 
had been cut 45 percent and that 
charges on other cars were down 
37 percent. These charges had been 
about $30. 

+ ~ * 
NORTHERN Ohio Ford dealer 
said his district managers had 

promised freight reductions of one- 
third or better, although he had re- 
ceived no new schedule as yet. His 
charges ranged from $10 to $15. 


A Ford dealer in South Bend re- 
ported these freight cuts: Cars, 16 
percent; small and medium trucks, 
5 to 20 percent; Thunderbirds, a 
very slight reduction; heavy trucks, 
no change. His auto freight charges 
had ranged from $25 to $30. 

Another small town dealer in 
central Ohio said his freight 
charges had been reduced $4.50 
to $5, except for station wagons. 
This brought his charges down 
$20 to $25. 


The only Ford dealer contacted 
| whose freight charges had not been 
reduced was a dealer in Columbus, 
O. He said dealers in his area 
had expected cuts but that his dis- 
trict manager said none would be 
granted at this time. His charges 





phony balloons and fine-print terms| were $31.50 for all cars, except 
| can be extremely dangerous to your | station wagons 
future prosperity.” 


and convertibles 
which were $33. 








Show Response Hailed 


(Continued from Page 3) 


makes will be displayed on a turn- 
table under the spotlights and be 
described. 


Teamed together to stage the 
auto show for the fifth straight 
year in Syracuse are Robert J. Pur- 
cell (White) and Stuart C. Ballard, 
executive vice-president of the 
Syracuse Automobile Dealers Assn. 

The event will open Feb. 15 and 
close Feb. 25 in the Onondaga 
County War Memorial. 

= x ” 


NE hundred models, ranging 
from standard production mod- 
els to custom-made luxury vehicles 
will be shown along with Ameri- 
can and foreign sports cars. 
Emphasis will be placed on 
safety features and automatic 
systems which each year make 
driving safer and easier for the 
motorist, officials said. 
Other shows coming up include 





Crowds Jam Pittsburgh Auto 


Lansing (Feb. 21-29), Altoona, Pa. 
(Feb. 21-23), and Detroit (Feb. 18- 
26). 
* * * 

AROLD C. Johns (Lincoln- 

Mercury), show committee 
chairman, and Ken Brown (Dodge- 
Plymouth), entertainment chair- 
man, last week outlined plans for 
the Detroit event, sponsored by the 
Detroit Auto Dealers Assn. 


Brown said that the entertain- 
ment would be headed by Gor- 
don MacRae with three shows 
daily, at 2, 7 and 9 p.m. 

The auto show itself will be open 
from 11 a.m. to 11 p.m. daily and 
will include two full weekends. Ad- 
mission will be $1 for adults week 
days until 5 p.m. and $1.25 for 

|adults during the evenings and on 
| Saturdays and Sundays. Children 
|}under 12 will be admitted at all 
|times for 50 cents. 


Show— 


Here is part of the crowd that attended the eight-day Pittsburgh Auto Show, held 


Assn., the show attracted 101,495 persons. 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U.S. PRODUCTION ONLY) 




















Week Week Total Jan. 1 
Ended Same Ended Janu- To 
Feb. 4, Week, Jan. 28, ary Feb. 5, Feb. 4, 
1956 1955** 1956* Output 1955** 1956 
AMERICAN MOTORS _ 3,750 2,795 3,994 15,049 9,615 17,299 
NI. Ui visssksevieehisvecsivbes 1,050 1,037 1,130 4,710 3,867 5,340 
EE hil Scsdatoeiuiniscwvesoers 2,700 1,758 2,864 10,339 5,748 11,959 
CHRYSLER CORP. ...... 20,614 31,912 21,023 99,831 152,962 112,564 
MEP sividesndccivecessinnses 2,550 4,296 3,545 13,275 20,830 14,780 
ID Wes iaicsshoccastbacsssvintes 2,804 3,468 1,707 11,079 16,189 12,709 
CE ds ctcxechivesctssencouees 4,200 7,645 4,315 21,322 38,897 24,317 
PAU OOTIEDD - 6......00.00..ccesesse 11,060 16,503 11,456 54,155 77,046 60,758 
FORD MOTOR 37,260 43,323 36,153 156,844 214,649 179,865 
Continental ...... De | nivion 85 i ee re 427 
ER idaspastevviicaxesse 30,850 34,302 29,488 127,783 172,636 146,496 
EE: “eeKisivbestsctanvevedeves 1,520 896 1,509 5,751 3,470 6,662 
= Sekscisichssasioeevseve 4,800 8,125 5,071 22,937 38,543 26,280 
GENERAL MOTORS .. 76,250 80,674 70,247 321,371 392,088 367,493 
EPG IL tic A Sai iavi iivesede 14,950 16,153 14,405 67,095 74,413 16,432 
IED Ss ccdricsvecoisssteosvsss 3,360 3,199 3,373 14,196 16,707 16,203 
Chevrolet. ...................... 37,300 36,882 32,748 151,678 184,997 174,118 
Oldsmobile .................... 11,740 12,139 11,282 50,166 58,131 57,390 
Pontiac sbiidbcavbdeeritoamepbores 8,900 12,301 8,439 38,236 57,840 43,350 
S-P CORP. ............ 5,257 4,246 17,834 20,257 20,318 
NIE se dsevcicoacvskicccsavedes 1,581 1,091 3,572 5,364 4,034 
Studebaker .................... 3,676 3,155 14,262 14,893 16,284 
Total Cars, U. S.........141,914 164,265 135,663 610,929 790,920 697,539 
*Revised 
**Totals for 1955 include Kaiser-Willys production. 
COMMERCIAL CARS 
(U.S. PRODUCTION ONLY) 
Week Week Total Jan. 1 dan. 1 
Ended Same Ended Janu- To To 
Feb. 4, Week, dan. 28, ary Feb. 5, Feb. 4, 
1956 1955* 1956* Output 1955* 1956 
CHEVROLET .................. 9,000 2,869 9,164 36,519 27,946 41,655 
DIAMOND T ................... 100 718 92 410 377 470 
I s scichsd ccctescsevscesioses 100 60 100 400 300 478 
ge ccs sassere 1,900 1,588 1,759 6,867 8,882 8,038 
ia ds cas aicdliicy 7,000 7,933 6,994 29,230 40,113 33,464 
Nl Son sinsis isskacosrvet 2,600 919 2,667 . 8,250 6,859 10,435 
INTERNATIONAL ....... 3,090 2,297 3,028 13,087 10,933 14,941 
a. cies sccanevasenonnn’ 430 222 451 1,750 1,036 1,993 
ai sitschcasasecedsnescincs 102 76 97 333 446 395 
STUDEBAKER. .............. 300 420 284 1,333 2,023 1,513 
a a asccad 415 257 416 1,687 1,250 1,936 
on re 1,510 1,635 1,554 5,621 7,684 6,525 
MISCELLANEOUS*** 50 71 50 209 375 239 
Total Trucks, U. S..... 26,597 18,425 26,656 105,696 108,224 122,082 
Total Cars, Trucks, 
BRIN eiiak atts tnisistcgeaisns, 168,511 182,690 162,319 716,625 899,144 819,621 
Total Cars, Trucks, 
SII aks doscissccoxcasces 1,225 7,112 74,173 30,323 34,638 33,668 
Grand Total, 
Cars and Trucks, 
U. S. and Canada....175,736 189,802 169,492 746,948 933,782 853,289 





*Revised, Miscellaneous includes Corbitt, Marmon H., Brockway, Four-Wheel Drive, etc. 
N.B.: All U. S. totals include cars and trucks for military orders. 
***Autocar and Sterling are included in White Totals. 





4cross the Nation ... 





Dealer Groups Elect 


§ OGAL dealer associations and|H. Dailey Motor Co. (Chevrolet), 


make groups across the nation 
have named their 1956 officers. Re- 
sults of latest elections were: 
Clermont County, O.: Leonard 
Bunnell, Loveland, president; 
John H. Cavanaugh, Bethel, vice- 
president; Charles R. Owen, 
Bethel, secretary-treasurer. 
Cleveland: Sam Marshall (Ford), 


president; Carl Beach (Hudson), 
treasurer. 
Columbus, O.: K. C. Browne, Geo. 


Byers Sons (DeSoto-Plymouth), 
president; George Woodworth, vice- 
president; Robert Keim, treasurer; 
-George Kreiger, secretary; John 
B. Barton, executive secretary. 

” 


+ * 
pacer Thomas H. Maher, 
president. 


Denver: Arthur C. Schoene, 
Shane Motor Co. (DeSoto- 
Plymouth), president; Roy Mason 
(Chevrolet), vice-president; Tom 
Braden, manager. 

Hazelton, Pa.: Edward Sherrock, 
Sherrock Bros. (Nash), president. 

Marion, O.: Robert H. McMa- 
hon, president; Ben Wiant, vice- 
president; Richard Brandt, 


secretary-treasurer, and Jack 
Lautenschlager, secretary. 
Oakland, Calif.: Eastbay Motor 


Car Dealers Assn. reelected all offi- 
cers. They are Tom Ray jr., Ray 
Pontiac, president; C. F. Dailey, F. 


vice-president, and Joe Cochran, 
Cochran & Celli (Chevrolet). -treas- 
urer. 

Ocala, Fla.: John C. Dingman 
(Pontiac-Cadillac), president; 
James C. Jones (Ford), vice-presi- 
dent, and O. A. Lowe (Chevrolet), 
secretary. 

Sarasota, Fla.: Robert J. Stinnett 
(Pontiac), president; T. B. Roach 
(Lincoln-Mercury), vic e-president, 
and C. C. Darby jr., (Buick), secre- 
tary-treasurer. 

Waterloo, Ia.: Bob Small (Mer- 
cury), president; Lyle Shriver 
(Cadillac-Oldsmobile), v ic e-presi- 
dent, and Floyd Darland, tempo- 
rary secretary. 

* * * 
WEe7r elected presidents of 
make groups are: 

Chicago: Jerome H. Rudman, 
Chrysler-Plymouth dealers; Charles 
Gracey, DeSoto dealers; Leroy 
Fiedler, Dodge; Max Tauber, Ford; 
C. H. Johnson, Hudson, and John 
A. Kronon, Lincoln-Mercury. 

Metropolitan Detroit: Don Gor- 
no, Trenton, Mich., Ford dealers; 
Edward A. Gage, Ferndale, Mich., 
Oldsmobile dealers. 

Northern California: Robert A. 
Waters jr., San Francisco, DeSoto 
dealers. 

Seattle: F. E. Taylor, Plymouth 
dealers. 





‘Little Two’ Hikes Share... 





Car Output Increases; 


=: Still 15% Under °55 


(Continued from Page 1) 


out a combined total of 32,883 
cars during January for 5.4 per- 
cent of the industry’s total out- 
put of 610,929 cars. During the 
same month a year ago, the two 
makers turned out 24,261 cars 
for 3.7 percent of total industry 
output. 

With combined Big Three opera- 
tions running 9.7 percent behind 
the record January of a year ago, 
total output for the first month of 
1955 was 7.9 percent below the 659,- 
508 cars turned out last year in 


January. 

A BREAKDOWN of January out- 
put showed Chrysler Corp. with 

99,831 assemblies, a 27.9 percent 

drop from the 127,782 cars turned 


* ® & 


compared with 179,050 a year ago; 
General Motors with 321,371 cars, 


compared with 327,495 last Jan-| 
uary; AMC with 15,049, compared | 
with 7,471 a year ago, and S-P| 


with 17,834 last month, compared 
with 16,790 in January, 1955. 


A faster start by the truck 
manufacturers also is in evidence 
this year. 


the previous week’s 26,656 units, it 
was 30.7 percent above the same 
week a year ago when the manu- 
facturers turned out only 18,425 
trucks. 
* * * 

_ production of 105,696 trucks 

in January also was 15 percent 
higher than the 91,891 units turned 
out in the first month of 1955. 


An 8.5 percent increase in over- 
all assemblies at GM last week 
was a big factor in the industry’s 
improvement over the week 
ended Jan. 28. 

GM turned out 76,250 cars last 
week, as compared with 70,247 the 
previous week, but it was running 
some 5.8 percent behind the pace 
of the same week a year ago when 
the corporation assembled 80,674 
cars. 

* * * 
BREAKDOWN of GM opera- 
tions last week showed Chev- 

rolet with 37,300 cars, compared 
with 32,748 a week earlier; Olds- 
mobile with 11,740, compared with 
11,282 the previous week; Pontiac 
with 8,900, compared with 8,439 a 
week earlier; Buick with 14,950, 
compared with 14,405 the previous 
week, and Cadillac continuing on 
a level of 3,360 units a week. It 
produced 3,373 cars during the 
week ended Jan. 28. 


Ford Motor Co., despite shut- 
downs Monday and Tuesday at 
Mercury’s Metuchen (N. J.) plant 
for rearrangement of assembly 
facilities and the cessation of all 
assembly operations at Ford divi- 
sion’s Long Beach (Calif.) plant, 
increased corporate output to 37,- 
260 cars last week from the 36,- 
153 units turned out the previous 
week. 


Ford division, with its San Jose 
(Calif.) and Dallas plants working 
overtime and Saturday to offset the 
300-units-a-day loss at Long Beach, 
turned out 30,850 cars last week, 
compared with 29,488 a week 
earlier. 

x * oe 
ORD officials also announced 
last week that plans are well 
under way to have the fire- 
damaged Long Beach plant back in 
full operation by next Monday 
(Feb. 13). 


A breakdown of other divisions 
showed Mercury with 4,300 cars 
last week, compared with 5,071 
the previous week; Lincoln with 
1,520 units last week, compared 
with 1,509 the previous five days, 
and Continental with 90 cars last 
week, compared with 85 a week 
earlier. 


A 14 percent cutback in car out- 
put plus the laying off of another 
1,900 employes at Chrysler divi- 
sion, caused a slight output reces- 
sion at Chrysler Corp. last week. 
Car output at the corporation to- 
talled 20,614 units last week, com- 
pared with 21,023 cars a week 








earlier. Total layoff at the corpora- 
tion now stands at 19,501 employes. 
* * * 

oo jumped output to 2,804 

cars last week from the 1,707 
turned out the previous week, 
while Plymouth cut from 11,456 a 
week earlier to 11,060 iast week; 
Dodge dropped from 4,315 units the 
previous week to 4,200 last week, 
and Chrysler slid from 3,545 during 
the week ended Jan. 28 to 2,550 last 
week. 

The laying off of 800 workers 
at AMC’s Milwaukee and Ken- 


osha plants reduced the ‘work 
force at those plants to 11,500 
employes and was a big factor 
in the corporation’s production 
of only 3,750 cars last week, as 
compared with 3,994 a week 
earlier. 

A walkout at Studebaker’s West 
Coast plant last Monday, plus 
schedule readjustments at Packard, 
cut S-P’s car output to 4,040 units 
last week. The corporation turned 
out 4,246 units the previous week. 

The Packard readjustment in- 
cluded the shutdown of the 
Packard-Clipper assembly plant in 
Detroit and the engine-transmission 
plant at Utica, Mich. on both 
Thursday and Friday. A total of 
5,500 hourly workers were idled by 
the shutdown. 

A Packard spokesman said the 
halt in assembly was made neces- 
sary in order to “balance out parts 
| inventories.” 
| He added that the shutdown 
| would continue through mid-month. 





Used-Car Demand Shows 
Spurt Across Country 


out a year ago; Ford with 156,844, | 


(Continued from Page 1) 


started to rally three weeks ago, 
when the index showed a negli- 
gible decline of only one dollar. 

A heavy run of late models at 
many auctions has tended to satiate 


| demand for higher-priced units. As 
a result, increases have not been| 
|as large, proportionately, for that 

Although last week’s output of | 
26,597 trucks was 0.2 percent below | 


type of unit. 
Most unusual has been the 


strength demonstrated by older) 
models. Average prices of ’52s, ’50s | 


and ’49s have shown brisk advances 
for three weeks running. 
x * * 


) pe EXAMPLE, the price of ’49s 


has jumped 14.0 percent in three | 


weeks, with last week’s gain alone 
representing an 11.4 percent ad- 
vance over the previous week. 

Regular weekly gains in each 
of the past three weeks have 
pushed up the average price of 
52s by 7.1 percent, and of ’50s 
by 4.3 percent. 

With bidding extremely active 
and “buyers on the ball,” a major- 
ity of auction operators complain 
that consignments haven’t been 
high enough to take care of the 
demand. 

x * * 

oo operators claim that a good 

part of the demand is a result 
of franchised dealers buying to 
build up used-car stocks. One 
Pennsylvania auction, reporting 
that “selling was really hot,” noted 
that “many new dealers were on 
hand for the first time.” 

One auction, whcih sold 103 
units, reported it could “easily 
have sold 100 more.” Another 
auction said wistfully that con- 
signment fell about 50 short of 
indicated demand. 

From the Midwest came reports 
that the market on clean cars has 
jumped $100 over the past two 
weeks. And operators everywhere 
are singing the blues over the lack 
of clean pieces. 

* * * 
i LAST week’s averages, the 
only models to have their aver- 


|age prices trimmed were ’54s, 
| which dropped $5 to $1,077, and ’51s, 
which fell back $11 to $320. 

All other models increased in 
average price, as follows: ’53s, 
up $33 to $754; ’56s, up $25 to 
$2,338; ’49s, up $20 to $195; ’52s, 
up $16 to $484; ’55s, up $9 to $1,- 
632, and ’50s, up $1 to $240. 

The average consignment last 
week consisted of 153.3 units, com- 
pared with 137.8 a month earlier. 
The percentage of sales averaged 
| 74.1 last week, compared with 60.7 
a month earlier. 


Chevrolet 


(Continued from Page 2) 


for heavy traffic or country driv- 
ing; and low, for heavy pulling, 
traction and controlled power. The 
transmission range is from a low 
14.8-to-1 to 1-to-1. 

The Powermatic also offers power 
take-off openings on each side for 
operation of accessory equipment. 

In addition to the Powermatic, 
seven different transmissions are 
| offered with the new fleet of 65 
models on 15 different wheelbases. 
These include a new _ optional 
heavy-duty five-speed manual shift 
available on 17 two-ton models. Be- 
sides Powerglide for sedan delivery, 
the others are standard three- 
speed, three-speed with overdrive, 
heavy-duty three-speed, conven- 
tional four-speed and four-speed 
| Hydra-Matic for conventional 1%- 
ton models. 

Other features are optional cus- 
tom and deluxe cabs, tubeless tires 
as standard equipment on all mod- 
els and new sealed beam headlights. 

The custom cab is available in 
three vinyl and fabric two-tone 
combinations, while a new two-tone 
all-vinyl interior is provided in the 
deluxe model. Of the 13 exterior 
paint choices, four are new. 











Chevrolet Unveils 1956 Truck 


; 
; 
) 
; 
: 
: 


Fleet— 


The 1956 Chevrolet truck fleet features automatic transmissions for all models, 
tubeless tires as standard equipment, more powerful V8 and six engines and im- 
proved headlights. Shown above is a dual-wheeled, medium-duty stake truck of two- 
ton rating. The two-ton models in this, the 6000 Series, are identified by conventional 


cabs. 
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Net Ranges from $108 Profit to $132 Loss... 


A Study of 13 Dealerships 


(Continued from Page 4) 


in car profits which are of such 
a character, both in the month 
and year-to-date, to point up 
the need of securing more reve- 
nue to offset the expense struc- 
ture.” 

(The above suggestion—indirect- 
ly urging fewer sales—is the type 
of advice which would never come 
from a factory, according to Hel- 
wig, whose “independent” approach 
is aimed to securing more dealer 
profit rather than dealer sales.) 

He added, “The matter of parts 
and service income is something 
that should be studied with ex- 
treme care, as in many cases the 
amount of revenue derived from 
parts and service has been definite- 
ly inadequate.” 

(Ten of the 13 dealers reported 
their service absorption figures, 
which ranged from 23.9 percent to 
74.1 percent and average 44.5 per- 
cent.) ‘nae 

* 


Customers Crowded Out 


ee a to the subject of 
service facilities, Helwig said, 
“In many places the necessity of 
utilizing the facilities for new-car 
get-ready and used-car recondi- 
tioning, policy and warranty work, 
has virtually driven the paid labor 
sales out of the door. 

“This suggests a problem be- 
cause visits to service stations, 
independent garages, and places 
like Montgomery Ward and Sears 
show a tremendous volume of 
work flowing through, in many 
cases, on brand new cars which 
rightfully belong to the dealer- 
ship but which have virtually 
been driven away because of the 
inability to handle or the failure 
to recognize the need of cus- 
tomer service requirements.” 
Noting the extremely sizeable 

volume of cars sold by this as- 
sociation, he commented that if 50 
percent of the cars sold in 1955 
by these 13 dealers returned regu- 
larly for service, the margin of 
service income would be very sub- 
stantial and would undoubtedly re- 
sult in more new-car business later. 
He added, “In some instances, 
service managers have been em- 
ployed who have not measured up 
to their responsibilities either from 
a customer relation standpoint or 
from a sales administration view- 
point, the result of which has been 
lost business and a relationship 
existing which has been anything 
but satisfactory. 
* * ok 
s E POINT this out because 
average unabsorbed burden 
through Aug. 31, 1955, amounted 
to $160 per car and since the net 
profit per car for the association 
as a whole was only $24 per unit, 
it can be seen at a glance that 
if the unabsorbed burden were cut 
in half, the net profit per new car 
sold could conceivably be in excess 
of $100 per unit.” 

He said that since 1956 
Promises to-be an unsually 
competitive year, anything that 
can be done to improve a dealer’s 
competitive position will result in 
strengthened organization. 
Adding a note of encouragement, 

Helwig wrote, “You definitely have 
some factors in your favor in that 
your product has been accepted. 
It has been supported by aggres- 
Sive advertising and corporation 
policies which have certainly given 
much more recognition to dealer 
Problems during the year con- 
cluded than in earlier years. 

“We feel, therefore, that you 

should be able to have a profitable 
operation if you have a sound sell- 
ing organization which is tied in 
with good administration and, of 
course, supported by an adequate 


volume of service.” 
K on * 


Profit Spread Noted 


ELWIG called attention to the 

spread in new and used-car 
gross profit, ranging from $83 to 
$437 per unit. Selling expenses 
ranged from $49 to $153 per unit. 
Controllable expenses ranged from 
$108 to $341 per unit. Noncontroll- 
able expenses (rent, utilities, main- 
tenance, etc.) ranged from $31 to 
$105 per unit. Total expenses for 
the 13 dealers ranged from $141 
to $422 per unit. 

“One thing which is signifi- 


cant,” he declared, “is the rela- 
tively low volume of new cars 
sold by many dealers as the en- 
tire output of some dealers for the 
eight-month period ended Aug. 
31, 1955, represents approximate- 
ly one month’s deliveries by ag- 
gressive competitors in other 
lines. 

He said the largest operator in 
the group, while doing a sizeable 
business, only sold about half the 
number of cars sold by many com- 
peting dealers in the same period. 


“It would appear,” he said, “that | 


in looking forward during 1956, 
unusual thought should be given 
to the ability of your sales depart- 
ment to produce for you an ade- 
quate volume of business that is in 
line with the potential and which 
would give you the type of operat- 
ing profit that is necessary if true 
financial strength is going to be 
built.” 
* * * 

WITCHING to the topic of em- 

ployes, Helwig suggests that the 
dealers examine their personnel, 
evaluating them in terms of the 
competitive year ahead. 

“Just as car models change,” 
he explained, “so it is necessary 
that ideas of merchandising be 
changed sometimes in some or- 
ganizations, methods which are 





Dealer Slaps N. H. Assn. 


On Sales-Tax Statement 


MANCHESTER, N. H. — The 
New Hampshire Automobile Deal- 
ers Assn. did not speak for a 
majority of the state’s dealers 
when it suggested that the con- 
troversial stock-in-trade tax be 
replaced by a sales or income tax, 
Maurice J. Grant, president of 
the association, has charged. 

Grant said he feels the stock- 
in-trade tax is unjust and inequi- 
table but that he and many other 
New Hampshire dealers are op- 
posed to a sales tax. 





no longer effective, are still re- 
tained to the detriment of the 
dealership. . 

“A review, therefore, of personnel 
with the viewpoint of strengthen- 
ing any weak departments should 
become an important part of your 
forward planning for 1956 and the 
operating results, as indicated on 
the report which is given you, 
will clearly define what is neces- 
sary.” 

* * * 


Too Much Floor Planning 


ELWIG recommended that the 

dealers give careful attention 
to two other items which made 
inroads in 1955’s profits: 

1. Bad debt losses, which sug- 
gest the need for a review of credit 
and collection policies. 

2. The excessive amount of in- 
terest paid on floor planning. 

He said that sometimes the 
dealers floor-planned an inventory 
of cars that did not bear a proper 
|relation to the velocity of sales. 

He said, “In the matter of 
credit, the setting up of an ap- 
proved credit list, restricting 
others to cash, the prompt mail- 
ing of statements and the in- 
sistance upon these statements 
being paid at maturity will elim- 

inate the necessity of carrying 





| past-due accounts.” 


Concluding his report, Helwig 
said, “We submit this report to 
you in the hopes that where con- 
ditions are out of line, that steps 
will be taken to bring them into 
sharp focus and that a planning 
group will be set up in each dealer- 
ship which will set up proper sales 
objectives for 1956, see that they 
are carried forward to a success- 
ful conclusion and that the sales 
|}and administrative costs in relation 
|to those sales will be adequate for 
performance but not excessive. 

“If this is done. you are in a 
position to have an individual and 
a collective performance which 
will be better in 1956 than it was 





during the 1955 model year.” 





Dealers Exhorted to Help 


Rouse Public 


WASHINGTON.—In his role as 
chairman of the Advisory Council 
to the President’s Committee for 
Traffic Safety, William Randolph 
Hearst jr. last week appealed to 
auto dealers and other industry 
representatives to help marshal 


Three Auto Chiefs 
On Sales Panel 


DETROIT.—Three top auto sales 
executives will take part in a “How 
We Market Our Products” session 
of the Detroit Sales Executives 
Club at 6:30 p.m. today, (Feb. 6) 
in the Fort Shelby Hotel. 

They are John W. Raisbeck, Nash 
sales vice-president; Clare Briggs, 
Chrysler division sales. vice- 
president, and Roy Abernethy, vice- 
president of automotive distribution 
and marketing, American Motors. 








Ford Honors Beacham— 


Charles R. Beacham, right, Ford north- 
east regional sales manager, receives gold 
lapel pin for his 30 years of service with 
company from Richard L. Healy, chairman 
of the Ford New York - New Jersey Com- 
munity Relations Committee. 


on Safety 


public support for the safety move- 
ment. 

Hearst announced that the 
council had decided to hold 
regional meetings next spring in 
Atlantic City, Miami Beach, Chi- 
cago and San Francisco. The 
council is striving to gain 
organized citizen backing at the 
state, county and community 
levels. 

Hearst, editor-in-chief of Hearst 
Newspapers, addressed the Inter- 
Industry Highway Safety Commit- 
tee at the NADA convention. A. 
vanderZee, chairman of the com- 
mittee and vice-president of Chrys- 
| ler Corp., presided at the committee 
session. 

Hearst noted that M. R. Darling- 
ton, managing director of the inter- 
industry committee was a member 
of the Advisory Council and chair- 
man of the promotion and attend- 
ance committee for its meetings. 

Hearst commended dealers for 
the thousands of cars they had 
made available to driver-training 
campaigns and for their participa- 
tion in the annual safety-check 
program. 

Hearst suggested that “wanton 
death on the streets and roads,” if 
it weren’t halted, might eventually 
have an adverse effect on car sales. 

“How many refrigerators would 
be sold,” he asked, “if in .nearly 
every neighborhood the refrigera- 
tors were exploding and killing 
and maiming everybody around 
the house?” 

Hearst urged support for good- 
roads legislation, declaring that 
“Congress knows .. . the highway 
problem has to be solved right 
now.” 

He said members of the House 
“panicked” in the showdown fight 
last session in which highway legis- 
lation went down to defeat. 

Hearst quoted one congressman 
as saying, “If I had heard the nice 
things about the bill that I read in 
the obituaries the next day, I might 
have voted for it.” 
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SOME DEALERS HAVE 1007 ABSORPTION FIGURES! 


{National Average is 65%) 


We guarantee to increase your service absorption figures and fill your shop with customer- 
paid labor . . @liminate non-productive and unapplied time . . . and increase 
your profits. 
For as little as $70.00 up per month, we can install a complete service production 
program that will do this—or it costs you nothing. We will analyze your problems and 
tell you how to correct them .. . train the entire service personnel . . . free your 
service manager of details, so that he can think . . . free service salesmen of donig 
follow-up, so that they can have 8 hours a day to sell . . . eliminate duplicate handling 
of cars .. . and get away from single-item repair orders. 
If your monthly service volume is $7,000 or more, and you do not have a service desk 
or tower control, write us and hear our story . . . we promise some new slants—without 
obligation, of course. 

e 1112 Ss. W sh Ave., fe 
Flash-A-Call Service Control N'i:6, “thiceoo 5. tinenis 


Steteco 





NO ONE 
UT 


GIVES YOU 3 TOP QUALITY LINES 


gira 


yeaa 


*Prices Include Federal 
Excise Tax 


And...NO ONE BUT Se@@U@o cives you POWERFUL 
4-WAY ADVERTISING AND MERCHANDISING SUPPORT! 


© Powerhouse Promotion in SATURDAY EVENING POST 

© Eye-Catching, Self-Selling DISPLAY PACKAGING 

© Hard-Hitting, Nationwide PUBLICITY IN MAGAZINES and NEWSPAPERS 
© Advertising Support with FREE Window Banners and Ad Mats 


STEBCO Seat Belts are truly the class of the field! The only 
belts you can install yourself in minutes from inside the car, 
they fit every make and model, front seat or back. Also for use 
in trucks, boats and airplanes. Adjustable in seconds to fit any 
person, comfortably. Made of 100% genuine DuPont Nylon 
webbing and equipped with metal-to-metal Saf-T-Lock buckles, 
STEBCO Belts EXCEED U. S. GOVERNMENT AERONAU- 
TICAL STANDARDS for strength and safety! 


Sensational Introductory Offer! 


Prove it to yourself, without obligation, the Stebco Belts are the 
finest you can offer. Send today for a sample of each belt. Com- 
pare their design, their packaging, their superior saleability. If 
you don’t agree that these are the Seat Belts for you to sell hard 
aan 


and profit with, return them within 30 days . 
and you won't owe us a cent. But we're con- < 
fident that once you see them you'll want to o~ 
stock and display STEBCO .. . the omly line «> 
of top quality Seat Safety Belts that covers *:.'\ 4h 
the price market completely! Sh pe 


<7 


Stetco Manufacturing Co., Chicago 7, Ill. 


(Established 1918 ) (Safety Equipment Div. Stein Bros. Mfg. Co.) 
SALES REPRESENTATIVES: Inquiries Invited On Territories Still Available. 


goeergnney prema c. 


| TEBCO, Dept. 303 





1401 West Jackson Boulevard, Chicago 7, lilinois 


Please send me on memo invoice one (1) sample each of the | 


three STEBCO Seat Sofety Belts. I 
MOURO Ks oceccccocccevcnccescecesccsc MMM: ccctceteonaneenn | 
CiOROL iciccossedacesuacescecssneunnsecocensecuiaeael | 
Address..... gp rabocdsdeccdesededsandicsccssvansansaenease i 
Ca ccccces sosbedsenae eneenens ZONS. . o -SIGIs coccccccsces 
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Designed to Hike Profits, Rights . . . 





Big 3 Acts to Aid Dealers 


(Continued from Page 1) 
dealer selling agreements 
to include an heir clause, 
authorize factory payment 
for extra warranty work 
and let car-make names be 
used in dealership titles. 


* * * 


hea the factory concessions 

came during a period which 
included two Washington investiga- 
tions of the auto industry, numer- 
ous state probes and a tempestuous 
NADA convention, factory officials 
implied or flatly stated that the 
changes were normal developments 


NADA Asks Study 
Of Pending Shifts 


In Social Security 


WASHINGTON.—_NADA _ advo- 
cates a thorough actuarial study 
before any changes are made in 
the Social Securi- 
ty law, NADA 
legislative counsel 
Roland F. Kirks 
told the Senate 
Finance Commit- 
tee. 

The committee 
is considering a 
bill passed by the 
House last year 
which would 
lower age require- 

&. 5. Hits ments for women 
ase change present disability bene- 

ts. 

Kirks recommended that the act- 
uarial study be made by a com- 
mittee composed of Government 
and business experts and that all 
interested parties be given an op- 
portunity to study the findings. 

Noting that NADA’s 30,000 mem- 
bers employ about 660,000 persons 
with an annual payroll of nearly 
$2% billion, Kirks said, “It is ap- 
parent that any proposed increase 
in Federal taxes to be borne by 
employers and employes is of vital 
concern to us.” 





rather than pressure-motivated 
moves. 

Denying that the Ford changes 
involved any price cuts, a Ford 
division spokesman said: 

“The whole philosophy of the 
changes is to help the dealer see 
that his wholesale prices have been, 
and will continue to be competitive 
with Chevrolet. This is not to say 
the prices will be exactly the same 
as Chevrolet’s.” 

Included in the Ford changes 
are: ’ 

A. The substitution of a rebate 
plan (identical to the Chevrolet 
plan) for the previous dealer 
incentive plan. 

Under the new plan, dealers will 
receive the following rebate at 
year-end for each unit sold: $17.50 
in metropolitan areas; $12.50 in 
multiple-dealer areas and $7.50 in 
single-point areas. The plan is 
retroactive to Jan. 1. 

Previously, Ford dealers had an 
incentive plan whereby they re- 
ceived a larger bonus per unit when 
they approached or exceeded a 
mutually-arrived at number of 


sales. 
* + * 


THE “hold-back” or forced 

* savings plan has_ been 
dropped. 

Under this plan, the factory 


temporarily overcharged each 
dealer $15 to about $40 a unit. Then, 
at the end of the year, this sum 
would be returned to the dealer. 
The reasoning behind the plan was 
that this was $15-$40 the dealer 
would be less likely to trade away. 
Also, this money would help the 
dealer with year-end expenses, such 
as taxes. 

Amounts held in escrow for 
each model are as follows: Main- 
line models, $15; Customline and 
Fairlane models, $20, and trucks, 
varying amounts up to $40. 

Incidentally, this plan was 
started several years ago at the 
request of the dealers and the fac- 
tory agreed to the plan reluctantly. 

C. A reduction in price of one 
of the two advertising charges 
made on the invoice of each car. 
A Ford spokesman said one of the 
charges is for the regular coopera- 
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tive advertising fund, which will 
remain unchanged. He said the 
other charge, which is collected by 
the factory and wholly turned over 
to the dealer advertising committee 
in each area, has been reduced to 
$10 per unit. 
+ a * 
IMPROVED distribution 
* methods, especially on heavy- 
duty trucks. Said the spokesman: 


“We are constantly trying to 
improve car and truck distribution, 
and we've worked out a way of 
providing quicker truck delivery.” 


One dealer in Washington said 
a Ford official promised that 
henceforth heavy-duty truck or- 
ders will be placed on the manu- 
facturing schedule within 72 
hours after the order is placed. 
He said the dealers were to be 
constantly informed of the prog- 
ress of the vehicles and that the 
dealers were to be informed of 
the delivery dates at the earliest 
possible time. 


E. Upward and downward adjust- 
ment in the wholesale prices of 
accessories, making them much 
more similar to Chevrolet prices. 
Also, there were changes in the 
accessory packages, enabling deal- 
ers to sell a car with fewer acces- 
sories and thereby become more 
competitive pricewise. 

F. Compensation to the dealers 
for two-tone paint jobs done at the 
dealership. Dealers will get $35 for 
each Fairlane they two-tone and 
$20 for each Mainline and Custom- 
line two-toned. 


Under Ford division’s new invoice 
plan, the invoice price is now 
within $3 of similar Chevrolet prices 
for most models. 

“There will be no changes in the 
retail list prices and no changes in 
the franchise,” the Ford spokesmen 
said. 

* * * 

ANY Detroit Ford dealers were 

vague about what concessions 
actually were made because the 
announcements were made by flash- 
ing them on a screen and by means 
of charts, prohibiting the dealers 
from writing down the changes. 


Meetings of Ford dealers were 
held in most of the larger cities 
and a special “makeup meeting” 
was held in Washington for dealers 
attending the NADA parley. 

While the factory refused to 
comment on new Ford engines, 
dealers reported that beginning 
March 1, the current Fairlane 
engine would be available on the 
Mainline and Customline models 
for $10 extra and the Thunder- 
bird engine would be available on 
Fairlane models for about $30 
extra. 


Chrysler Corp. adopted the fol- 
lowing franchise changes: 


1. Dealers will be permitted to 
use the names Plymouth, Dodge, 
DeSoto or Chrysler in the dealer- 
ships’ name. But the factories are 
still opposed to the use of geo- 
graphic words in a dealership name, 
because this leads to confusion 
frequently. For instance, Jones 
Dodge-Plymouth would be ap- 
proved, but Chicago Dodge- 
Plymouth would be objectionable. 

2. The divisions will pay up to 
75 percent of a dealership’s lease or 
rent costs, in the event of a dealer 
cancellation or death. 

3. Provision is made for continua- 
tion of the dealership under a 
deceased dealer’s gon or son-in-law. 

rs - 
4 FOR THE first time, warranty 
work is authorized for special 
items in the official service bulletins 
is acknowledged in the franchise. 
This is a mere double-check, 
making it clear that the factory will 


| pay the costs of any extra warranty 


work authorized in the bulletins. 

5. Regular sales, inventory and 
other reports, previously submitted 
voluntarily, are now mentioned in 
the franchise. The reports to the 
Plymouth division will continue to 
be made voluntarily until Plymouth, 
now framing its own franchise, 
completes this move. 

A Chrysler Corp. spokesman 
said the changes in the new fran- 
chises were merely a “formalizing 
of many things practiced in the 
past.” 

The spokesman said the new con- 








tracts were printed in November, 
before the O’Mahoney investigation 
began and are not the products of 
any pressure campaign. He said the 
factory field forces are now in the 
process of switching the new fran- 
chises for the old ones. 

However, some dealers viewed the 
new franchise as a part of the 
Plymouth separation program. They 
said they were reluctant to part 
with their Dodge-Plymouth, 
Chrysler-Plymouth and DeSoto- 
Plymouth contracts for fear that 
they would be taking a major step 
in giving up their Plymouth fran- 
chises. 

GM President Harlow Curtice 
called this week’s Detroit meeting 
of the 38-member General Motors 
Dealer Council. 


* * * 


N° AGENDA for the meeting was 
announced, but it was rumored 
at the NADA convention that GM 
is going to revise its Dealer Rela- 
tions Board. 

The revision repcrtedly would 
consist of the selection of a promi- 
nent jurist to be the final judge in 
the cancellation cases and permis- 
sion for an involved dealer to be 
accompanied by his attorney. 

Asked if he expected any worth- 
while changes to come from the| 
dealer council meeting, one Detroit | 
dealer said: 

“Several of us dealers have 
talked the situation over and we’d 
be quite surprised if GM makes 
any substantial move.” 

A meeting of factory officials and 
Mercury dealers is planned for 
today (Feb. 6), and many of that 
division’s dealers are hopeful for 
improvements in their situations. 

One dealer reported that he 
expected Mercury to announce the} 
expansion of its Medalist line to 
include a Medalist four-door and a| 
Medalist hardtop. He also looked) 
for more chrome trim to be added 
to the Medalists. 





By Steve Still 
Staff Correspondent 

SAN FRANCISCO.—A California 
senator has accused Ford and Chev- 
rolet of “gobbling” up automobile 
sales to state agencies, while other 
manufacturers are “either unable 
or unwilling to compete.” 

Senator George Miller jr., chair- 
man of the Senate Interim Com- 
mittee on Governmental Affairs, 
has announced that the group 
will conduct a hearing here Feb. 
20-21 into “bargain basement” 
auto sales to the state. 

He said the committee wants to 
find out why the state and other 
governmental agencies can buy 
cars for as little as $1,000 when the 
price to dealers is $500 more than 
that. 

Miller said witnesses will include 
Ed Grafton and Max A. Young, 
Chevrolet; Lee S. Grey, Ford; N. 


K. Reinhard, Chrysler-Plymouth; 
Paul McCune, Nash, and Cy Stone, 
Studebaker-Packard. 

Miller explained the committee’s 





Durkee Receives Award— 


Burton R. Durkee (left), Chrysler division 
assistant sales manager, accepts plaque 
from Elezy Roberts jr., president of the 
St. Lovis Advertising Club. Durkee re- 
ceived the award for contributions to the 
“cause of selling through advertising.” 


‘Bargain Basement’ Quiz 


Committee to Probe Alleged Car Sales to State 
At $500 Below Dealers’ Cost 


U.S. Car Exports 
Highest Since °47 


447,032 Vehicles 
Total for Year 


DETROIT. — New-car and truck 
exports for the year totalled 447,032, 
according to the Automobile Man- 
ufacturers Assn. 

The AMA said 254,336 passen- 
ger cars and 192,696 trucks were 
exported, highest number since 

1947. In that year 260,847 cars 
and 251,489 trucks were shipped, 
for a total of 512,336 vehicles. 
The high month of 1955 for new- 
car exports was February with 239,- 


089; for trucks, May with 19,579, 
and for motor coaches, Octoberé€ 
with 84. 


The highest month of the year for 
total exports of cars, trucks and 
coaches was December with 43,791, 
the lowest, July with 31,224. 

Car exports reached a low of 
8,772 in September, trucks ebbed 
to 11,808 in February and coaches 
sank to four in December. 

The following is a table showing 
exports for each month: 
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FON, aoe... 24,473 15,729 5 40,207 
Feb. ... 29,089 11,808 28 40,925 
March .. 25,617 16,932 58 42,607 
Apr. ve. 25,527 17,711 18 43,256 
May .. 23,668 19,579 47 43,294 
June ... 18,473 17,590 72 36,135 
| July .. cu. 15,334 15,850 40 31,224 
Aug. .. .. 17,651 15,042 24 32,717 
Sept. . 8,772 15,043 25 23,840 
Oct. . . 13,284 14,220 84 27,588 
Nov. . -.. 25,326 16,103 19 41,448 
Dec. . . 27,122 16,665 4 43,791 
Total year ..254,336 192,272 424 447,032 


Total new-car and truck factory 
sales for the year were 9,169,144, 
including both export and domestic 
| markets, according to the AMA. 


More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 








decision to hold the two-day hear- 
ing as follows: 

“Heavy competition within the 
automobile industry has resulted 
in the state and certain other 
governmental agencies receiving 
deals which raise a question as to 
whether or not there is confor- 
mance with Federal laws prohib- 
iting unfair competition. 

“In bids opened last week by the 
State, two motor companies, Gen- 
eral Motors and Ford, made offers 
to sell new cars for approximately 
$1,000. These same cars reportedly 
cost the dealers at least $500 more 
and the motoring public is required 
to pay several hundred dollars 
above that. 

“The committee is interested in 
finding out what is behind this 
multiple price system. We would 
like to know how General Motors 

and Ford can sell cars so cheaply 
to one buyer and why Mr. Public 
has to pay so many hundred dollars 
more. 

“We don’t think these companies 
are giving things away. The re- 

ported corporate earnings of GM 
it certain somebody is pay- 
ing for these bargain basement 
prices. 

“The prices give the appearance 
of a fine deal for the State but 
the committee is concerned with 
the effect of such apparent sharp 
practices on the general economy. 


Miller said the city of Los Angeles 


-‘and the University of California 


also have received offers of cars 
for about $1,000. . 


Chevrolet Has ie Bid 


For Toledo Police Cars 


TOLEDO.—Chevrolet was lowest 
of four bidders seeking a City con- 
tract to provide 10 six-cylinder, 
four-door sedans for use as police 
cars, Howard Rebensal, commis- 
sioner of purchases, announced. 

Chevrolet offered a price of $1,- 
448.18 a car. Bob Reese Motors, 
Inc. (Ford), quoted a price of $1,- 
504.57. Two Plymouth dealers, 
Shank-Cobley, Inc., and Seltzer Mo- 
tors, Inc., bid $1,665 and $1,675, 
respectively. 
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AUTOMOTIVE NEWS 


Tries to Buy $1,884 Special .. . 


BBB Raps Sales ‘Jungle Law’ 


By Ed Brown 
Staff Correspondent 


NEW YORK.—The Better Busi- 
ness Bureau of New York, after 
investigation of an ad run by a 
Lincoln-Mercury dealer, has con- 
cluded that “the retail auto busi- 
ness today is perilously close to 
surrendering to the law of the 
jungle—fang and claw.” 


The bureau responded to an ad 
which pictured a 1956 Mercury 
Montclair 64A. In bold type 
above the automobile was “The 
1,884 Special.” Below was the 
price, $1,884. To the right was a 
box containing the following in- 
formation: ‘Hardtop Tudor Styl- 
ing: 210 h.p. Engine; Montclair 
Trim and Including All F. Taxes 
and Freight.” 


The bureau viewed the ad as 
offering: “(1) A 1956 Mercury; (2) 
more specifically an offer of the 
Montclair 64A shown; (3) for a 
retail selling price of $1,884; (4) 
less a two-part discount consisting 
of a flat allowance of $1,055, and 
in addition, whatever sum the 
reader’s present car is worth.” 


The investigator said he found 
that the “1,884 special” was not the 
automobile pictured. Rather the list 
price, with full equipment of the 
Montclair was “about $4,200”; that 
the automobile offered for $1,884 
was “the Medalist two-door sedan 
with standard transmission.” 


The Montclair trim mentioned, 
according to the investigator, was 
a painted strip which could be 
added to the Medalist’s doors. The 
relatively new term ‘hardtop’ was 
used to describe a common two- 
door sedan with conventional win- 
dow posts. 

The investigator found that the 
advertised figure of “1,055 More 
Than Your Car Is Worth,” did not 
increase the allowance, because it 
was applied on both sides of the 
deal. 


He also determined, after con- 
versation with salesman No. 1, 
that the auto offered for $1,384 
was “pathetically incapable of 
living up to its billing as a hard- 
top.” When pressed, this sales- 
man was quoted as saying! “I 
can’t figure that ad out myself.” 


The “customer” then was turned 
over to salesman No. 2, a “man of 
assurance and authority.” He was 
said to be very quick to make the 
point that the words “Above Shown 
Montclair 64A” could not be inter- 
preted to mean that the illustrated 
car was the 1,884 special at $1,884. 
Far from it, “Above Shown Mont- 
clair 64A,” he said, was a very spe- 
cific statement, placed where it was 
a clear indication that this illus- 
trated car was not the car the 
headlines referred to. 


“On the question of what win- 
dow posts were doing on a so-called 
hardtop, salesman No. 2 helped 
selling double talk reach a new 
low,” according to the investigator. 
“The hardtop actually,” said the 
salesman, “differentiates between 
the convertible and an auto with a 
hardtop—in other words a top that 
cannot be removed.” 

This “authoritative” salesman 
claimed “there is nothing that is 
untrue in that ad,” adding that if 
you are just going to advertise the 
lowest price at which you will sell 
any specific car you might as well 
“go out of business.” 

Any customer, he _ claimed, 
would shop that price around to 
15 or 20 dealers and find some- 
one who would beat the price by 
$20 to $50, as long as they were 
still in the black, before visiting 
the advertising dealer. 

The “shopper” insisted that the 
ad actually placed a price of $1,884 
on a Montclair in the public’s mind. 
The salesman admitted that he 
could understand the point his 
“customer” was making, but added 





Trailmobile Buys 


LOUISVILLE.—The former Louis 
Augustus Co. property here has 
been sold to Trailmobile, Inc. 
Augustus, former Trailmobile dis- 
tributor, died last spring. Trailmo- 
bile purchased his inventory and 
bn over operation of the firm in 

ay. 


that a good percentage of people 
will come in on the ad and take a 
logical explanation of it. Out of 
the percentage who will take the 
explanation, some will buy who 
would not have come in under or- 
dinary circumstances. 

The investigator termed it “mis- 
representation even if, as you say, 
it’s not illegal.” 

The salesman was reported as 
stating: “The whole industry’s ad- 
vertising is confusing and I can 
only apologize for the fact. But it 
is, you might say, a necessary evil. 


Plymouth Signs 
First Exclusive 


In Portland, Ore. 


PORTLAND, Ore.—The first ex- 
clusive Plymouth franchise in the 
Pacific Northwest was signed last 
week by Gilbert E. Buxton, Port- 
land, who will surrender the DeSoto 
franchise he has held since 1941. 

He will continue doing business 
as Buxton Motors at 6110 Union 
Ave. N. E. 

Portland auto observers believe 
the Buxton split is the first of 
several which will eventually give 
the city 10 or more one-line fran- 
chises handling Chrysler Corp. 
products. 

Public announcement of the Bux- 
ton rearrangement is expected 
shortly. 


However, as far as our reliability 
is concerned, we are part of a na- 
tional chain. The Ford factory is 
paying the rent here, in order to 
have a center. They turned down 
$165,000 a year for this building, 
offered by another organization 
that wanted to get the dealership 
here, because they do have confi- 
dence in our ability and in our re- 
liability. 

“In fact, we help promote the 
good name of Ford. But, I'll say 
this, no matter how reliable we 
may be, you still cannot keep 
clean cuffs when you're in a fist 
fight.” 

The “customer” closed his inter- 
view by stating, “In other words, 
you place an ad, knowing it’s un- 
true, just to get the people to come 
in?” 

“Not entirely. Let’s say, shade 
the truth to follow the trend,” the 
salesman replied. 

The BBB summed up its distaste 
for this type of advertising: “And 
add to your list of present dangers 
the threat that this situation could 
be the forerunner of a collapse in 
the moral and ethical standards 
that, for generations, have enabled 
men in this town to do business 
on the basis of simple honesty and 
fair dealing. 

“Men of integrity—in and out of 
the automobile business—must take 
decisive action now to stamp out 
this evil and restore some sem- 
blance of sanity to advertising and 
selling in this field.” 





Pa. Dealer Draws Selling Code... 


‘Don’t Discount Publicly’ 


EASTON, Pa.—“Don’t encourage 
fantastic allowances or discounts 
publicly. If you must give your 
profit away, give it away in your 
office.” 

With that advice, Frank De- 
Martino, Easton Motor sales 

(DeSoto-Plymouth), ended his 
term as president of the North- 
hampton County Automobile 
Dealers Assn. 

He told the members that most 
of the evils in the business can be 
corrected by individual dealers and 
their associations and declared, “In 
my opinion, the worst evil in our 
business today is the wrong type 
of advertising. 

“I do not believe this type of 
advertising is pulling any more,” 
he said. “I believe it does more 
harm than good. All it does is 
make it difficult to make a profit- 
able deal.” 

The warning against fantastic al- 
lowances and discounts was in- 
cluded in a list of “do’s and don’t’s” 
which DeMartino offered as a 
“Code to Profitable Selling.” Other 
points were: 

“1. Raise your service absorp- 
tion as high as possible. 

“2. Make 30-day turnover your 
guiding principle. 

“3. Trade them so you can whole- 
sale them without a loss. 

“4. Sell the product and not the 
deal. 

“5. Don’t make any deals unless 
you make a certain profit. 

“6. Don’t expect legislation to 
help you make a profit. 

“}, Don’t expect the factory 
to solve your problems. They 
have problems of their own and, 
furthermore, as long as they can 
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replace us, they will not do much 
for us. 

“8. Train lots of salesmen. Only 
by training your men can you ex- 
pect an adequate supply of man- 
power. Don’t hijack them, for that 
will raise the cost of sales. 

“9. Support all your dealer organ- 
izations—local, state and national.” 

Douglas D. Cooper, Continental 
Motor Sales Co. Ine. (Lincoln- 
Mercury), was elected president of 
the Northampton County dealers 
for 1956. 

Other officers are John C. 
Kuhn, Easton Buick Co., vice- 
president; Floyd L. Jones, Floyd 
L. Jones, Inc. (Dodge-Plymouth), 
treasurer, and Lyon O. Borden, 
secretary. 

Named to the board of directors 
were Cooper, Kuhn, Jones, DeMar- 
tino, Charles A. Norelli, Hampton 
Chevrolet, Inc., and Max E. Tipton, 
Dockery Motor Co. (Ford), all of 
Easton, and Paul C. Seyfried, Sey- 
fried Motors, Inc., Nazareth, Pa. 


Chrysler to Build 
Diesel-Engine 
Autos in Belgium 


ANTWERP, Belgium.—A Plym- 
outh powered by a British diesel 
engine will be placed in limited 
production here in April by S.A.C., 
Belgian manufacturing subsidiary 
of Chrysler Corp. A diesel-engine 
truck also is planned. 

The passenger car will be 
equipped with a four-cylinder diesel 
as an alternative to the conven- 
tional gasoline unit. 

The car engine has a swept vol- 
ume of 3.14 liters and develops 58 
horsepower at 3,000 revolutions per 
minute. It is made by F. Perkins, 
Ltd., of Peterborough, England, 
whose monthly production totals 
more than 5,000 engines. 

Plymouth Belvedere chassis will 
be shipped from the U.S. and the 
diesel power plants installed here. 

The car is expected to cost about 
$750 more than the corresponding 
model with a six-cylinder gasoline 
engine. Initially, it is to be sold in 
Belgium only. 

Perkins diesel engines also will 
be installed here in American-built 
Chrysler Corp. trucks. The truck 
power plant has the same dimen- 
sions as the car engine, but it has 
six cylinders instead of four and 
develops 83 horsepower. 
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Bridgeport (Conn.) Dealers Elect Brown— 

Sidney F. Brown (Buick), second from left, newly elected president of the Bridgeport 
(Conn.) Automobile Dealers Assn., accepts gavel from Chris Weidemann (Dodge), 
retiring president. From left, Joseph C. Bednar (Hudson), reelected treasurer; Brown; 


A. Chester Breul, secretary; Weidemann, 


and Parker Taylor (Dodge), vice-president. 


Too-Smart Salesman Held 


Major Dealer 


CHICAGO.—A shortage of retail 
salesmen with any real talent for 
selling is the automobile dealer’s 
most serious problem in today’s 
market, says Benjamin Fohrman, 
Packard-Clipper dealer here. 


“There is even a shortage of 
poor salesmen,” says Fohrman. 
“And there seems to be such a 
lack of interest today in sales- 
manship that sales training 
schools are able to turn out rela- 
tively few salesmen who can be 
rated as graduates.” 

Fohrman suffers from what 
amounts to almost a painful allergy 
in his reaction to automobile sales- 
men who spend a lot of time on 
the showroom floor. 


“They get too smart, too fast,” 
he explains. “They become like 
psychologists and start classifying 
people. Almost without looking, 
they are able to pick out the jerks 
and the mooches.” 


Fohrman prefers the door-bell- 
ringing type of salesman, who will 
talk to the jerks and the mooches 
and “find automobile-purchasing 
money in their pockets.” 


Fohrman’s showrooms occupy an 
entire block and many pedestrians 
pass through the dealership’s doors 
to take advantage of a short-cut 
route to another destination. 


Fohrman doesn’t mind this 
habit of Chicagoans, except that 
too many of his retail salesmen 
were becoming experts in picking 
out which showroom visitors 
were just “short-cutters.” 

Recently, a couple, accompanied 
by two children, walked into the 
Fohrman showrooms. 


“Each of the three salesmen on 
the floor,” Fohrman recalls, “had 
no trouble at all recognizing that 
family for a group of mooches— 
short-cutters.” 

However, the couple interrupted 
the short-cutting journey to stop 
and look at a new car. The three 
salesmen on the floor still had 
enough confidence in their intelli- 
gence to continue to ignore the 
whole family. 

However, Fohrman reports: “A 
young, slightly ignorant young 
fellow who had been with us 
about a week walked back on to 
the showroom floor. I had hired 
him for one reason—he told me 
he liked to drive a car.” 

Fohrman watched the young 
salesman, in all his ignorance of 
being able to classify people, ap- 
proach the couple and ask them if 
he could help them. 

The man wanted to know the 





Ford Drops Plant Site 


After Zoning Battle 

COLUMBUS, O.—Ford Motor 
Co. has cancelled plans to build 
a parts plant on the north side 
of Columbus because of a heated 
controversy over rezoning of the 
intended area. 

Roy IL. Anderson, 
property management 


of Ford’s 
depart- 


ment, said ‘the company would | 


seek another location for the 


plant. 





Problem 


price of a Packard Patrician. Be- 
fore being told a price of $5,700, 
he was given a rundown on the 
car’s features. 

The man explained to the young 
salesman that he was the owner 
of a car that he figured was worth 
at least $400. The salesman invited 
him to drive it in for an appraisal. 

The result of the whole incident 
was this: 

The convertible was considered 
to be worth $400, and this tradein 
allowance plus the $1,500 in cash 
in the man’s pocket made up an 
adequate downpayment on a 1956 
Packard Patrician. 


The buyer’s credit rating was A- 
1, and besides a better-than-aver- 
age income from his bricklaying 
job he enjoyed an income of about 
$600 monthly from a rooming house 
he owned. 


Fohrman says that since this in- 
cident his salesmen now let a “May 
I Help You” interrupt every short- 
cutter who enters the showrooms. 


Mieras Appointed 


Warner President 


CHICAGO. Appointment of 
Spencer H. Mieras as president and 
general manager of Warner auto- 
motive parts divi- 
sion, Borg- 
Warner Corp. 
Auburn, ‘Ind., has 
been announced 
by Roy C. Inger- 
soll, president, 
Borg-Warner. 

Mieras comes 
to Borg-Warner 
from Miller Mfg. 
Co., Detroit 
where he was a 
director, executive 
vice-president and general manager 
of their largest subsidiary, Bonney 
Forge & Tool Works. Previously he 
was general manager of parts 
manufacturing division, F. L. 
Jacobs Co., and president of Bur- 
wood Products Co., both in Traverse 
City, Mich. 

Mieras succeeds Ralph Allison, 
who retired. Allison had been with 
Borg-Warner and its predecessors 
for 45 years and had beer division 





S. H. Mieras 





president and general manager 
since its founding in 1938. 


Dealer’s Estate. 
Tops $5.4 Million 


WASHINGTON. — Benjamin 
Ourisman, a Chevrolet dealer who 
|came here from Russia at the age 
of four, left an estate of $5,440,000 
to his two sons when he died Dec. 
20 at the age of 56. 

He founded Ourisman Chevrolet 
in 1923. 

The will, filed in District Court, 
stated that his mother and sisters 
would receive the benefits from 
several insurance policies. The sons 
are Mandell J. and Florenz R. 
Ourisman. Taxes are expected to 
|}exceed $2 million. 

Mr. Ourisman’s will did not men- 
| tion his second wife, Veronica, from 
|whom he separated last year. His 





| first wife, Florence, died in 1930. 
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Obituaries 


Roy E. Murray sr., 68; 
Montana Dealer Leader 


BUTTE, Mont. — Roy E. Murray | 


sr., 68, president of Murray Motor 
Co. (Chevrolet) here, died last| 
week. He had : 
been a Chevrolet sh 
dealer since 1933 
and was in busi- 
ness with his son, 
Roy E. Murray jr. 
Mr. Murray first 
came to Montana 
in 1912 and en- 
tered the auto 





sales business. He 
was past presi- 
dent of the Butte 
Auto Dealers 
Assn. and had served five terms as} 
director of the Montana Automo- | 
bile Dealers Assn. He also was ac-| 
tive in NADA and served as state) 
representative for the General Mo- 
tors Advisory Council when it was| 
formed in 1933. 





Roy E. 


Murray sr. | 


* k * 


Clarke A. Templeton, 
Dodge Executive 


DETROIT. — Clarke A. Temple- 
ton, 53, administrative assistant to 
Byron J. Nichols, Dodge general 
sales Manager, 
died unexpectedly 
Jan. 28 while 
attending the} 
NADA convention | 
in Washington. | 

Mr. Templeton 
started in the au-| 
tomobile industry) 
in Duluth asa 
Dodge salesman | 
h and served in| 

‘ * various adminis- 
Cc, A, Templeton trative pos ts in 
Minneapolis, Detroit, Chicago, Phil- 
adelphia and New York, where he} 
was eastern zone manager. In April, | 
1954, Mr. Templeton was promoted 








DALLAS.—Horace G. Benedict, owner of 
Benedict Motors (Ford), Knox City, Tex., 
| died Jan. 23. He was 51. 

* * * 
Gene C. Baker 
LOUISVILLE. — Gene C. Baker, 45, 
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dealer development manager for 
Dodge in Detroit which position he) 
held until named assistant to 
Nichols. 


* * * 


James Muldoon 
OMAHA.—James Muldoon, 63, sales man- 
ager of Andrew Murphy & Son, Inc. 
(Chrysler-Plymouth), is dead. He had been 
with the dealership since 1925. He became | 
a vice-president in 1949. 
* * * 


Luis Escobar Monjovie 


QUERETARO CITY, Mexico.—Luis Esco- | 
bar Monjovie, 73, veteran Dodge dealer, 
died Jan, 13. 

* * * 


Max F. Wollering 

DETROIT.—Max F. Wollering, 76, died | 

here Jan. 10. Mr. Wollering had been a} 

Studebaker vice-president from 1913 to| 

1926 and Hudson manufacturing vice-presi- | 

dent from 1930 to 1935 when he retired. 
* * * 


Moulton M. Hendrix 
MADISONVILLE, Ky—~Moulton M. Hen- 
drix, 62-year-old retired auto dealer, died | 
Jan, 4 in Evansville, Ind. 
* * * 


Benjamin G. Perry | 
LOUISVILLE.—Benjamin G. Perry, a 
used-car dealer and salesman 30 years, is| 
dead. He was the owner of Perry Motor Co. | 
* * * | 


Robert C. Shinn 
KENT, Wash. — Robert C. Shinn, 
year-old owner of Kent Motor Co., 
here after a heart attack. | 
* * 


Leo E. Riggs 

ST. PETERSBURG, Fla.—Leo E. Riggs, 
76, retired auto dealer, died Jan. 24 at! 
his home here. He was a native of Brad-| 
ford, Pa 


69- | 
died | 


* * * 
Horace G. Benedict 


mayor of Hazard, Ky., and an auto dealer 
there, died Jan. 4 in a hospital here. Mr. 





L-M in Shopping Center 

Dalton Williams (Lincoln-Mer- 
cury) has opened for business in 
the Thruway Shopping Center at 
200 S. Stratford Rd., Winston- 


|} sales manager of hydraulic jacks for Hein- 


|} rear of 


| 24 after an 





| 
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Salem, N. C. 
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MIDDLE ATLANTIC 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 


AUTO AUCTION 


TIM ANSPACH 
“Midway,"' Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 


$1,000 PRIZES 


U. S. GOVERNMENT BONDS 
SECOND ANNIVERSARY SALE 


Wednesday, February 29th 
SYRACUSE AUTO AUCTION 
Cortland, N. Y. 
Irv Mondore says | 
“EVERYBODY COME" | 








New Jersey's | 

Only Original Auction | 
LEBANON AUTO AUCTION, INC. 

On Route 22—3 miles west of N. Plainfield | 

Sale Evéry Wednesday at 12 Noon | 

Dunellen 2-0915 and Dunellen 2-9849 | 









| | 4 : IN | TH 


EAST NORTH CENTRAL 


AUCTIONS 
‘NATION 


Minimum space, 1 inch on 1 columa—Maximum: 5 inches on 2 columas— 





Baker also was a director and _ vice- 

president of the Kentucky Automobile Deal- 

ers Assn. He entered the auto business in 

1937 as a used-car dealer and developed 

Gene Baker Motor Co. and Baker Buick Co. 
* * * 


Myron G. Dusault 
SEATTLE.—Myron G. Dusault, division]; 
manager for Dunlap Tire & Rubber Co., 
died Jan. 24 of a heart attack while visit- 
ing Portland, Ore. 
* * * 


Charles F. McCauley 
ROCHESTER, N. H. — Charles F. 
McCauley, 62, former manager of Murdock 
& Arthur (Ford) here, is dead. He served 
as city treasurer last year. 


* x * 


Robert J. Raht 
WAUKESHA, Wis. — Robert J. Raht, 
Werner Corp. here, died Jan. 20. He had 
been with the firm for 24 years. 

* * * 


Edmund Cameron 
OTTAWA.—Edmund Cameron, 57, who 
retired a year ago after many years as a 
dealer and sales manager, died unexpectedly 
in a hospital here. 
ok 


Future Home of Blue Coral— 


* * 


Virgil Bryant 

MT. STERLING, Ill.—Virgil Bryant, 46, 
a special investigator for the Illinois secre- 
tary of state and a former auto dealer, 
was found shot to death Jan. 21 in the 
his cleaning establishment. A 
coroner’s jury ruled his death a suicide. 

* * * 


Arthur C. Keller 


TOLEDO.—Arthur C. Keller, 57, assist- 
ant comptroller and credit manager of i week it wi 2ek tax 
Libbey-Owens-Ford Glass Co., died Jan. said last ll see eel 


illness of nearly six months. 
been with L-O-F since 1922. 
* * * 


Abraham Fohrman 
CHICAGO.—Abraham Fohrman, 80-year- 
old owner of Armory Motor Auto Sales, 
died Jan, 15. 


He had $3 billion slash for fiscal 1957. 


in session here last weekend. 


Specifically, the chamber 
posed: 

1. A continuing balance of the 
budget with some measure of debt 
reduction in 1957. 

2. Reduction of individual income 
tax rates by $1.7 billion in 1957 
“with special attention to smooth- 
ing out the hump in progression 


* * * pro 
Chester T. Bradford 
CHICAGO.—Chester T. Bradford, who 
retired in 1938 as traffic manager for In- 
ternational Harvester Co., died Jan, 30 in 
Evanston, Ill. 
* * * 


E. H. Teasdale 
JONESBORO, Ark.—E. H. Teasdale, 55, 


former Dodge-Plymouth dealer, died here 
Jan. 3. He had retired in 1950. 
* * * 





R. S. Cliff Ford to Resume 


TUPELO, Miss.—-R. S. Cliff, 50, head of 
Aberdeen Motor Co., Aberdeen, Miss., died O F b 13 
Jan. 1 after an illness of two years. utput e ® 

* ak * 
Moulton M. Hendrix At Long Beach 

MADISONVILLE, Ky.—-Moulton M. Hen- 
drix, 62, retired auto dealer and operator LONG BEACH, Calif—Plans 
of a hotel in Dawson Springs, Ky., died in 


were well under way here today to 
have the fire-ripped Ford division 
assembly plant back in full oper- 
ation by next Monday, Feb. 13. It 
was originally estimated that it 
would take two months to get the 
plant back into operation. 

Meanwhile, the loss of 300 cars a 
day here is being overcome by 
overtime and Saturday operations 
at the division’s assembly plants 
in San Jose, Calif., and Dallas, a 
spokesman said. 

The fire, which caused damage 
estimated at $1,000,000 to $3,000,000, 
centered in the storage buildings 
Mich. that housed paint, paint thinner and 

fuel for the assembly lines, the 
spokesman said. That, plus the 
burning oil on flood waters that 
had rushed into the valiey the day 


a hospital in Evansville, Ind. 





EAST NORTH CENTRAL 








MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 
All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 








Flint Auto Auction, Inc. | 
3711 Western Rd. Flint, Michigan | 


Exclusively for Dealers 


Here in the shadow of General Motors, you | 
get the best buys. 


NEW CAR DEALERS balance their stock here 
—Why not visit us real soon? 


Michigan’s Finest Sale | 

Titles and Checks Guaranteed 
12:30 —— SALE EVERY WEDNESDAY — 12:30 | 
M. D. McCollum, Mgr. Phone Cedar 9.4492 | 








DEALERS SAY 
Our greatest dollar values are at 
CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 


Oldest in the Mid-West 
One of the Nation's Best 
Sale Every Tuesday 
12:30 P.M. 
OPEN ALL NIGHT .MONDAY 


Phone E 1254 Phone E 5209 
324 West Main Street, Fort Wayne, Indiana 
We Guarantee Checks 
Dealers Only 














before, caused the most damage, 
he said. 

The spokesman said that all cars 
and parts damaged in the fire will 
be sold as scrap. 


GRAND RAPIDS AUCTIONS, INC. 


On M2i—One Half mile west of Grandville, 
Mich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. ''Bill"' Nagy 
“Michigan's Best'’ 

Phone: ARdmore 6-4720 





EAST SOUTH CENTRAL 








JOHNSON AUTO AUCTIONS 
LAWRENCEBURG, TENN. 
Every Tuesday 


HUNTSVILLE, ALA. 
Every Friday 
Insured Checks and Titles 


HELP WANTED 


SALES MANAGER. Dealership, established 
over 40 years, offers exceptional salary 
and bonus opportunity for alert and 
aggressive sales manager to take care of 
new car sales. Dealership 





lation. Sales for last five years more than 
900 new units per year. One of ‘‘Big 2’’. 
Must have proven record of ability to 
produce sales and handle large sales 


MOUNTAIN STATES 








COLORADO — br ae —_ . +a — 
employmen story, educationa ack- 
AUTO AUCTION ground, age, marital status. Replies 


LITTLETON, COLORADO 
SOUTH DENVER 


DEALERS ONLY 
Sale Every Monday—11:00 a.m. 


motive News, Detroit 26. 





can earn extra money working with large 
fleet operators as part-time activity. 


ness for themselves on a_ contract 
Owners: arrangement. Write for full details giving 
Francis R. Cassell age, retail and wholesaling experience, 


Carroll Kopfer 
Phone Denver, SUnset 1-7821 


Wire Colorado Auto Auction FAX 
ver, Colo. 


present employment. Box 5755, c/o Auto- 
motive News, Detroit 26. 


tunity for capable man who can build 
and direct new car sales organization. 
600 car General Motors deal in Lansing, 
f Michigan. New facilities. Write giving 
the First National Bank of Englewood. | past experience, age, education, marital 
| status and expected earnings in your 
application. Box 5745, c/o Automotive 
News, Detroit 26. 


| CAR RENTAL MANAGER wanted by New 
York City Chevrolet dealer. Must have 
thorough knowledge of car rental and 
ability to create rental department han- 
dling Chevrolet, other makes in competi- 
tive area. Top compensation for top man. 
Box 5758, c/o Automotive News, Detroit 
26. 


Auctioneers: 
Colonels Johnny Wood and Dean Davis 
All cars paid for by our own check through 











LUCAD 


(Leading Used Car Auction Directory) 

-+-is the key to a dealer’s problem when 
looking for a place to buy or sell cars. 

++-For inf contact Automotive 
News, 2666 Penobscot Bidg., Detroit 26. 








strietly confidential. Box 5757, c/o Auto- | 


USED CAR SALESMEN in all large cities | 


Smart men can eventually go into busi- | 


references, etc. Not necessary to disclose | 


| SALES MANAGER — An excellent oppor- | 


located | 
Pennsylvania, trading area 200,000 popu- | 








H. D. T. Co. Factors, Inc., creators of the Blue Coral treatment, is building this 
modern plant in White Plains, N. Y. Consisting of almost 18,000 square feet of floor 
space, the plant will produce 8,000 complete units per day. 





U.S. C.of C. Looks to 1957... 





$3 Billion Tax Cut Urged 


WASHINGTON.—T he Chamber! which occurs in the middle income 
of Commerce of the United States | brackets.” 


3. Reduction of the corporate in- 


cuts this year, but recommended a| come tax rate in 1957 by “not less 


than two percentage points.” The 


The recommendation was made/| present corporate income tax is 52 
by the chamber’s board of directors | percent. 


4. Reduction of the Korean ex- 
cises in 1957 by $500 million. 

The tax cuts would take place 
simultaneously. 

The Chamber estimated there 
will be a surplus of at least $1 
billion in this year’s federal bud- 
get, and at least $3 billion surplus 
in 1957, assuming that economic 
growth this year will continue “at 
a normal pace, but perhaps some- 
what more slowly than in 1955.” 





Leasing Firm 


Is Sold by Reo 


LANSING.—Reo Truck Leasing, 
Inc., has been sold to Transporta- 
tion Service, Inc., Cleveland, it has 
been announced by John C. Tooker, 
Reo Motors, Inc., president, and 
William J. O'Neill, president of 
Transportation Service. 

They said the transaction in- 
volved about 1,500 vehicles leased 
by the 32 Reo factory branches. 
Reo will continue to service the 
trucks for the present, but Trans- 
portation Service gradually will 
take over this part of the opera- 
tion. 

Sale price of the leasing company 
stock was not announced. Tooker 
said the move will allow Reo to 
concentrate on manufacturing. 


St. Lawrence Sold 


St. Lawrence Motor Sales Inc. 
Potsdam, N. Y., owned by Walter C. 
Sisson, has been sold to Stuart A. 
Collins, William Lenney and Wil- 
liam D. Krebs. Sisson has retired. 
Collins was manager for 16 years. 


- - Classified Want Ads - - 


FOR RATES, ETC., SEE NEXT PAGE 


HELP WANTED 


SALES MANAGER — Established Pontiac 
dealer, metropolitan Boston, looking for 
aggressive, experienced sales manager. 
Liberal compensation for right man. Give 
full information. Box 5756, c/o Automo- 
tive News, Detroit 26. 





INTERNAL 
AUDITOR 


Multi-dealer operation requires capa- 
ble auditor with automobile experience. 
Extensive travel on eastern seaboard 
involved. Good salary and interesting 
program of benefits. Submit full details 
and salary required in strictest confi- 
dence to Box 5767, c/o Automotive 
News, Detroit 26. 





COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 
Automotive News will not divulge the 
name of any classified advertiser using 
a box number. For our readers who 
wish to protect their identity when an- 
swering box number ads, we suggest 
you send your replies direct to Classified 
Manager, Automotive News, Enclose a 
note listing the concerns which you 
would not want your letter to reach. 
Your reply will be destroyed if the ad- 
vertiser is one you have mentioned; 
otherwise it will be forwarded im- 

mediately to the advertiser. 
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OFFICE EQUIPMENT FOR SALE 


OFFICE MACHINES—<Accounts receivable 
posting machine—Underwood 1953 model 











Sales Representatives E. Serviced regularly. Double cipher 
proof. $850. Heinrich Motors, Inc., 214 
With successful background in dealer Lake Ave., Rochester, N. Y. 


contact work to seiij and install unusual 


merchandising program in 
No competition. 


“Big Three" 
Work requires 


outlets. 








150,000 


Reaching an estimated 


readers engaged in all branches of the nation's automotive industry. 










































































SHOP EQU IPMENT FOR SALE 





FOR SALE—1 VAN NORMAN 777- s ‘boring 
bar with sucker outer. Good as new. 




























































































































































travel: lifelong franchise granted without RATES: TWENTY-TWO CENTS (22c) PER WORD FOR EACH INSERTION. POSITION WANTED ADS, 
‘ . ‘ Original cost $1,024.50-—-will take $500. 
investment. Programs are factory approved lle PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 1—Quick-Way valve grinding machine 
i i ly. i . F - let i seati ipment—$100. 
and are sold internationally Openings and address at regular rates. Add One Dollar ($1) per insertion for use of a box number. ta Jit ea Soaae” cae With FeneAting equip $ 4 
, are result of expansion. Applications only : q P caus coansetair wasaaies Ga Ga a4 
¢ from following states: lowa, Missouri, Box Number ads are forwarded to advertiser, unopened. Display ads: $12.30 per column inch. CLOSING: ew you? Spunser ‘Ponting: Richwood, 
i Arkansas, Louisiana, Mississippi, Alabama, TEN DAYS IN ADVANCE OF PUBLICATION DATE. Contract rates supplied upon request. W. Va., Phone 2261. 
inoi i i t, Flori ss rmereren ay = one aAe.e 
Sean a, a WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. ANTIQUE CARS FOR SALE 
: “*V-16"" CADILLAC—1938 formal town car 
Only financially stable men, able to work convertible. Engine completely rebuilt, 
by themselves and accustomed to high ee low mileage, practically new tires and 
earnings will be considered. Upon ex- battery. Beautiful original condition. 
: : + Exterior and interior spotless. One of a 
; change of information, chosen applicants DEALERSHIPS AV AIL ABLE CARS FOR SALE ACCESSORIES FOR SALE kind. 16 cylinder. Price $1,350. Jack Tall- 
this must be prepared to come to Detroit || FoR SALE BY OWNER—Dealership han- FOR SALE—(4) 1956 Ford air conditioners. | man, 540 N. Franklin, Decatur, Ill. 
oor Lakes for training, company to pay ex- dling International Harvester truck and Will sell below dealer's cost, Box 5771, —- —_—— ——— 
hil Deen! : . Studebaker-Packard, Stock: machinery, ROBINSON AUTO RENTAL c/o Automotive News, Detroit 26. MISC ELL ANEOUS 
penses while there, Write—Seles Engineer fixtures, tools and parts. Building: will | ——— ae ee 
h ing Institute, Inc., Detroit Lakes, Minne- rent, modern with excellent shop. ‘Sales FLEET LEASED CARS 3-PL Y CONV ERTIBL EB tops, $18.75, head- 
sota, giving full details and recommenda- and service: over a quarter million busi- 1954 1955 liners, $12.50. Civilian jeep tops, $72.20. 
tions, in confidence, Please include phone ness past year. Location: central Wiscon- % -ton truck covers and bow assembly, 
sin on two state highways, on main| CHEVROLETS, FORDS, PLYMOUTHS oO ar eaters $70.06. Free literature. Boston Big Buck, 
number. street. Established: dealership since 1928. Deluxe and Standard— 307 Cambridge St., Boston 14, Mass, 
Terms: buyer must have factory approval, ‘ 
$25,000 will handle. Excellent opportunity Many two-tones 50 brand new 1954 genuine Mopar 
EXECUTIVE MANAGER—Automobile sales for right man. Reason for selling—owner Now available at Hertz Stations in the fol-|| DeSoto heaters in original cartons. Other 
finance company to take full charge of wishes to retire. Box 5769, c/o Automo- iti Philadelphia, Baltimore, Wash- hard to get items. Immediate delivery. 
operations. Man with successful experi- tive News, Detroit 26. Pittsburgh, Akron, Cleveland, Priced ¢ i. Wi it he e 
ne Won a handling acm as volume. | FOR SALE—LONG established dealership, | Detroit, Flint, Chicago, Milwaukee Cincin- — a re, write or phone. 
Would receive liberal salary and ore handling Dodge-Plymouth, in southwest. nati, Louisville, St. Louis, Kansas City, Lin- 
tive ok gaa plan. Replies .s e held 300 car contract. Profitable operation. coln, Neb., Oklahoma City, Fort Worth, Dal- DALTON MOTOR PARTS B L U E e C H 1 P 
n- in a dence. volt 26. , ¢/o0 Auto- Sell parts and equipment—lease facilities. las, New Orleans, Atlanta. 
motive News, Detroit Factory approval necessary. Box 5754, 16th and K Phone Gilbert 2-8944 
. . — ~ ee c/o Automotive News, Detroit 26. reas Saree Sacramento 14, California 
e . 
52 : —-* — peaee- Pema “ae ale 229 S$. Hanson St. Philadelphia, Pa. " 
‘osi W : dli dge-Ply , y r : 
P tion anted sacrifice for quick sale. $6,000 will buy- ie See ne, ee eee ey 0 WITH LUBRICATED 
i y ; na w IL, L TRADE 
| , , ) eitiaimnsniiiatintiecain casi —_ 
x- To this fer the out Near big payroll Box 5770, c/o “ 
| encourage classification Automotive News, Detroit 26. TRADE 1954 CORVETTE, 7,000 miles, AUTOMATIC BRAKE 
i these seeking employment, ae ——— like new for Thunderbird. ClayPool 
ce | a oe eae Ads ore — a. DEALERSHIP WANTED ATTENTION DEALERS ! { Auto, Frankfort, Mich. Meets 1.C.C. Requirements 
- Sertien for ove _. — pone Bag — ER SPECIALIZING IN THE SALE OF ___ NEW LINES WANTED _ 'T ONLY ONE CHAIN LOCK BOLT 
$1 in etemmen. “(Hatt-rate does not opty | ATTENTION DEALERS a ATTACHES COUPLING HEAD 
d- to display ads in this section.) Is Your Franchise Profitable? Excellent Bodies - Good Motors - Heaters WANTED FRO 
If Not Upholstery New M 
us | | 
: SALES MANAGER OR general manager | | | 
ic OES ANAGER OR general manager|| LET US GET YOU OFF THE HOOK || BUY Now — Lowest prices ever | MANUFACTURERS /||JFOUR CLAMPS TO FIT 
at SMU—GMI—Ford Conference training.|| with overhead and capital investment 1951-1952 198% OF ALL CARS, PLUS 
e- Pontiac, Cadillac, Lincoln, Mercury, both extremely high today, you must have || Repeat Order Products That 2 Large adaptor clamps 
” Willys, Chrysler Corporation, General|/| 4 good franchise to make satisfactory || Plymouths — Fords — Chevrolets Will Sell by Direct Mail 9 P P 
° Motors Corporation dealer and wholesale fi tisfactor | y ' i i kh 
: oo ; profit. If your profit is not satisfactory, 1 to 500 inciugead wi each unit. 
ak te cae es pan we can get you off the hook. — ble | We are equipped to mail into 52,000 
|| many good opportunities for the desirable || ii 
ae gg Bf one eat franchise. No doubt some right in your || MORRIS FREEDMAN new car dealerships in the U.S.A., Can- SPECIAL (F.0.8. Factory Net) 
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The 
INTERNATIONAL 
Truck Dealer 
profits from 


LEADERSHIP 


ear alter Year... 


The INTERNATIONAL Truck Dealer has a powerful 
partner on his sales force. It’s owner regard for 
INTERNATIONAL Trucks— owner loyalty that has made 
INTERNATIONAL Trucks the heavy-duty, 6-wheel and 
multi-stop leader for years and years. 


INTERNATIONAL Truck quality keeps owners coming back 
for more. They give the INTERNATIONAL Truck Dealer a 
flow of repeat sales that grows and grows and grows! 


And that’s only one of the benefits an INTERNATIONAL Truck 
Dealer enjoys. Every truck owner is his prospect because 
he sells the world’s most complete truck line— with trucks 
for every job from 4,200 to 90,000 pounds— 32 engines 
—every feature for exact job specialization. And he sells 
the only complete line of trucks that are all-truck, with no 
passenger car engines or components— trucks that save 

the BIG money, the operating and maintenance money. 


A few choice franchises are open. If you are interested in 
~ profits from truck leadership, write in strict 

confidence to: Manager of Sales, Motor Truck Division, 

INTERNATIONAL. HARVESTER COMPANY, 180 N. 

Michigan Ave., Chicago 1, Illinois. 


All-Truck Built to 
ea save the BIG money! 


in the mullti-stop field INTERNATIONAL 
. TRUCKS 


Motor Trucks * Crawler Tractors « Industrial Power 
McCormick® Farm Equipment and Farmall® Tractors 





